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HARDWARE 


Put your “steel goods future” in SPEEDLINE, 
the tools whose sales continue to go up 








2 out of every 3 steel goods sales today are lawn and garden 


tools, bought by men and women who do their own yard work, 
_ Priced to Sell at 69¢ 


73c in the 10 Western States 


Few of these people want the 
peo} 


ihe old-type heavier tools. They pick New SPEEDLINE Garden Tools 


modern SPEEDLINE patterns, 
in self-serve fan-display rack 


‘ which are light. strong, easy-for 
A ssi them to use. And they keep on 
\ \ buying SPEEDLINE because The fret cet of quelity-Ga 
j 1) every one of these blue-handle _ ished small tools to sell at 
tools fits into a matched and bal- this popular price 8 fa 
need 4 4 anced set. vorite patterns, all light, 


strong, beautifully finished 


Aided by strong national advertising. dealers sold more iit, ati tn tan 

SPEEDLINE tools, this vear, than any vear before. Now is thes, acld trim. Promets 

the time to order a full stock of SPEEDLINE for your own multiple sales of matching 

Spring requirements. tools: earn big profits from 
small dis; 





A mass-display of these matched tools is the most effective 
Regular Trowel * Transplanting Trowel * Cultivator * Fork 


selling display you can make. Moreover, it promotes multiple 
Weeding Hoe * Cultivator Hoe * Hand Rake * Lown Weeder 


and repeat sales of matching tools not even suggested by the 
old method of showing mixed brands in a haphazard variety of Introductory Offer: $27.64 Value for $17.25 


finishes. Order from your UNION jobber—at popular prices. 
J po} | Complete stock of 3 doz. tools. (Balanced assortment, 


14, doz. of some items to 2% doz. of largest seller.) 


Plus permanent all-steel fan-display rack. (Displays 
18 tools, invitingly spread for your customers to serve 


themselves. ) 


In West 
Retail Value of tools. ..... $23.64 $25.04 
Regular price of rack...... 4.00 4.00 





$27.64 $29.04 
For which you pay jobber only $17.25 $18.15 


Order from your UNION jobber —or write us. 














THE UNION FORK & HOE COMPANY 
503 Dublin Avenue, Columbus 15, Ohio 


UNION and RED HAWK Form & Gorden Tools * RAZOR-BACK Shovels 


QUALITY INSIDE and OUT 


that's NAT! 


Four words—quality fasteners in quality packages—tell the 
big story about National fasteners in National's hardware 
packaging. 

Never a doubt about the quality inside, because National 
fasteners are made right to stay tight—have been for over 
60 years. No doubt about the quality outside, either, because 
you can see it for yourself—National cartons look like 
quality and they are. 

Better products deserve the best in packaging—and 
National cartons tell the world the fasteners inside are 
something special. National hardware packaging would 
win instant customer confidence even without the National 
reputation for the best in headed and threaded fasteners. 

That's why we say again, for your better buy in fasteners, 
“Better Buy National”—the most complete line made for 
the trade. Write us today for complete information. 


Wood Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
leg Bolts 
Machine Bolts 
Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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ITS STRONGER / 


(ITS GALVANIZED STEEL ) 


Page Ve ee 








No other metal commonly used in sheet 


roofing is as strong or as stiff as steel. 


This is the reason why a good galvanized 
steel roof can withstand storms that would rip 
other metal roofing to shreds. The steel keeps a 
tighter grip on the nails, and has less tendency to 
tear loose in high winds. It has better resistance 
to damage from falling ice. And it will not break 


or crack under the weight of a man. 


In Bethlehem Stormproof roofing we use strong, 
durable steel, either plain or copper-bearing. 
We add to this a uniform coating of zinc as a 


guard against corrosion. 


An economical roofing, Stormproof does not have , 
high initial cost, and it does not require costly 
maintenance. When you compare the service and price 
of Stormproof with roofing of other metals you 


will see why it is a consistent seller year in, year out 


Bethlehem Steel Company, Bethlehem, Pa. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


STORIUPROOF COVERS THE SOUTH 
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PYREX Tempered Square 
Baking & Serving Dish, 
82 inches 1.25 


PYREX Tempered Shaliow 
Baking & Serving Dish, 
9 inches 60¢ 


PYREX Tempered Bow! 
Casserole, 2 quarts 1.50 


NEW Tempered PYREX 


NEWS! NEWS! NEWS! 
Bakingware now in 
FLAMINGO and LIME! 


Now, with color, you sell them as baking and serving 
dishes. You sell them as matched sets for multiple 
profits. And . . . just in time for Christmas. . . you 
sell them as bright, gay colorful giftware! 


These are sales-tested colors. When these 
dishes were offered for sale at retail counters 
in five different colors, the flamingo and lime 


dishes proved to be the best sellers 


How can you miss? They’re sales-tested so you 
know they’ll sell. And just in time for the big gift 
business. 


Biggest promotion in housewares 


Sure, you’ve heard about promotions. But take a 
look at this, absolutely the biggest promotion push in 
the history of housewares. 





bakingware advertised in two pages, full color, in the 
24 issue of LIFE. So, take care of your orders now and 
21 when the baking- 
it’s in 


New 
Nov 
have plenty of stock on hand by Nov 
ware ad will be on the newsstands! Remember 
LIFE. THAT MEANS thousands of people in your neighbor- 


hood will be seeing this ad and looking for the merchandise. 


Just in time tor the hig 
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PYREX Tempered Round 
Baking & Serving Dish, 
8 inches 95¢ 


PYREX Tempered Oblong 
Baking & Serving Dish, 
2 quarts 1.35 


bakingware IN COLOR! | 


So, for this big, profit-making Fall and 
Christmas push—make your store 
PYREX headquarters. 


Tie in with PYREX in your own ads. 


Get free display material from your 
near-by Corning distributor, 


Put the new PYREX Color styles in 
oss 00808 your top-traffic, top-profit locations. 


—— 


And, watch ’em move! Watch’em move! 


Place your order today with your 
regular PYREX Ware distributor. 


CORNING GLASS WORKS °° eee 


Corning, New York 


Christmas GIFT season! 
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There's no substitute 
for Opal! 


it’s America’s most popular insect wire screening! Better looking, 


longer lasting, easier to install with exclusive Multi-Strand edge and precision-made, uniform mesh. 
For a real money making trio, stock galvanized Opal with those other 


two favorites .. . Aldura Aluminum and Liberty Bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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Mote Buyers Want Myers! 


3 reasons why 
POWER SPRAYERS 



























FIRST it’s the accepted line. Universally rec- 
ognized for quality construction, technical 
efficiency. Service records show that Myers 
Sprayers give more years of trouble-free 
service than other makes. 


SECOND it’s the complete line. Your pros- 
pects and customers can choose from over 
100 wheel and skid types, tractor and engine 
powered. As a Myers Power Sprayer dealer 
you can meet any need or preference. 


THIRD it’s the advertised line. Your selling 
effort is supported by the most extensive na- 
tional advertising in the industry! And 
Myers dealers carry on their own advertis- 
ing program by means of literally hundreds 
of factory-furnished promotional aids such 
as direct mail, newspaper mats, booklets, 
folders and novelties. 





No longer a side line with farm equipment 
dealers, power sprayers are now rated as 
basic equipment in every farm market. As 
a Myers dealer, you can control the highly 
profitable sprayer business in your territory 
with the Myers line. A few selected terri- 
tories are open. Your inquiry is invited. 


rw : ; fl 
Myers Bulidezer Pump Stenderd on mest Myers 
Sprayers. Compect— mere power with lew 
weight. Self-ciling. Famous for durability. 






Myers Silver Cloud Spray Head: One-men operation. Oscilleting, fully 
edjusteble. Works on ony sprayer, 12-gun or B-gun models. 





























Myers GP Sprayer: A profit- 
able investment for any 
size form. Provides pres- 
sures adjustable from 30 
te 400 tbs. Capacity, 7 
gpm. Built in 5 different 
whee! end skid models— 
eoch widely adaptable for 
gua or boom spraying. 


cn Ame ment 


Myers Silver Cloud Sprey- 
ors: D-wheel, 4-wheel ond 
skid-movnted mode's for 
orchard spraying, cattle 
pest control, row-crep 
spraying end many other 
wses. Copecitios te 50 
§pm.; pressures to 800 Ibs. 






Write, wire or 
phone today for 
dealership details! 
THE F. E. MYERS 
& BRO. CO. 


Dept. P-128, Ashland, Ohio 












Myers Trector-Mounted Sproyers: Medels fer 
weed control, cotton spraying, etc. Wigh- 
quality, low-cost equipment with en almest 
wnlimited potential. 





New Myers Concentrate Silversire Spreyer: 
Cuts orchard spraying costs 40%! Uses either 
conventions! spray matericls or new con 
contrates. Highly pepuler with fruit growers 
everywhere. 
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REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Wrenches fit Republic Upson Nuts squarely, snugly. 
There's less chance for slipping, less chance for deformation 
and rounding-off of nut corners. 

Accurate, clean threads speed-up assembly, 

assure full thread area to grip uniformly and tightly. 
More than 20,000 types, sizes, and shapes of 

Republic Upson Nuts and Bolts let you provide 

your product with the long-lasting advantages 

of these top-quality fasteners. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO © GADSDEN, ALABAMA 

Export Dept.: Chrysler Building, New York 17, N.Y. 
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WOMAN | 


IS A CUSTOMER 


FOR 


SWInG-AWay 


CAN OPENERS 











AUTOMATIC MODEL 








Chances are your customer needs a new Can Opener because 


her present one is defective or inefficient. 


Chances are the new SWING-A-WAY models will inspire 
your customer to replace her old, but still usable 
Can Opener, 


Chances are she’s looking for just such a practical, useful 
gift for a friend or relative. 


wH Y SWinG:A-Way 


On every point—LOOKS ... PERFORMANCE... PRICE... 
SWING-A-WAY outshines all others. 
















All models 
are available 
with the wonderful 
Magnetic Lid-Lifter 


Are you getting your share of the annual 12 miluon 
Can Opener market? If not, let us show you how. 


Phone, write or wire: 


SWING-A-WAY MFG. CO., st. LOUIS 16, MO. 
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UTICA 


FULL FORGED RIBS 
can TAKE IT! 











sTro GECAUSE STEEL FIBRE STRUCTURE 1S COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF aIRS 





EACH RIB SHARES THE SINEW -LIKE 
STRENGTH OF THE ENTIRE JOINT MEMBER 


Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 


Ete sto use quality tools 





S ae 


“JOINT 


Pliers + 507-10 


With FORGED rib-joint 
for added strength 
exactly where you need it. 





no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 





DROP FORGE AND TOOL 


CORPORATION 


UTICA 4, NEW YORK 


In Canada: ADLAM TOOL & SUPPLY CO., LTD., 
MONTREAL, WALLS-IRONS, LTD. WINNIPEG 
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HANDLES EQUIPPED WITH S 
|-BEAM HANDLE REINFORCEM 





o-Founder 


Preside 


Eech JetLite 
Sheve! weighs 
approximately 3\% Ibs. 
The Wood Shovel and Tool Compony, Steel 1-Beam odds N% 


Piqua, Ohio, lorgest ond most J . 
. . y th on abo 
modern shovel plant in the world streng *S section obove so 
where 65% of handle breaks oc 


Handle stock is thoroughly 


soned X Grade Northern W 
Ash 


50 Years of Pioneering in the Moderni- 
zation and Improvement of Shovels, 
Spades and Scoops hove resulted in 
these outstanding construction features 
which make shovels last longer, easier to 
work with. 


@ Heat Treated Blades 


ybde Steel * 

™ ae = . woood's latest BLADES ARE PROVEN CLOSED BAC) 

@ “Moly” Split D Handle Grips* Dealers: wee a TYPE WITH ROLLED SHOULDERS 
developmen 


* \s ore n° 
@ Aluminum Shovels and Scoops weight shove DAR Steel back bone plate electrically 


@ Rolled Shoulders on Open Back re 7 yeT-LITE oF seam welded into back of blade. 
Shovels win wn Private Bock of blade is smooth 


s 
@ Closed Back Blades* y Rolled Shoulders stiffen ond 


to AND strengthen blode-—provide step or 
@ Steel |-Beam Handle 90D SHOVES 


Y non-cutting edge for worker's shoe 
Reinforcement * MPANY: 
. T ol co Made of Speciol Analysis Steel, 


Heot-Treated to resist obrosive 


* Exclusive Features Found only in Shovels mode weor and distortion, 
by WOOD 





THE SHOVEL AND TOOL CO. 


PIQUA, OHIO 





COMPLETE COVERAGE WITH A 
LINE OF 11 MODELS 
4 POWER MOWERS 
20” WORCESTER Rotor Master, 
Model 810 (rotary) ctured here 
21” WORCESTER Shear Master®, 
Model 900 (reel type) 
18° WORCESTER Power Master®, 
Model 750 (reel type) 


/ 


and the 
18° WORCESTER Dyna Master, electric, 
Model 700 (reel type) 
plus these 7 HAND MOWERS 
16” WORCESTER Shear®, Mode! 600 


(also an 18") 

16” WORCESTER Master®, Model 550 
(alo an 18") 

16” WORCESTER Wilshire, Model 450 

16” WORCESTER Windsor®, Mode! 350 
(also a 14") 


FEATURE-LOADED WITH 
CONVENIENCES 
EVERYBODY WANTS 


Popular Model 810 has one-piece, spring stee! 
Sta-Temp Blade + Deep Front Guard for 
extra protection + Precision Ball Bearings, 
permanently lubricated + Briggs & Stratton 
4-cycle Engine + Belt Drive + Easy Cutting 
Height Adjustment + and many other fea 
tures. Other Worcester models are designed to 
win fast sales also .. . send for catalogue with 
full descriptions. 


ADVERTISING THAT BUILDS 
BUSINESS FOR YOU 


Advertised in Saturday Evening 
Post, Better Homes, House 
Beautiful, House & Garden, 
Sunset, Popular Mechanics, 
Popular Science, Country 
Gentleman and many other 
large-circulation magazines. 
This pre-sells Worcester 
mowers to your customers. 


2 


4 


LZ 


WIN 


\ 

















= 


{ 5-point winning platform: 


MANUFACTURING ‘‘KNOW-HOW”’ 
THAT IS ON ITS 
SECOND HALF-CENTURY 


For more than 50 years, Worcester has made 
lawn mowers of really superior quality. To- 
day, expert engineers and production special- 
ists of long experience and well-developed 
skills are turning out the finest products in 
Worcester's long and brilliant history. 


KNOCK OUT THE SERVICE PROBLEM 


Because Worcester Lawn Mowers are built 
to “stand up and take it’, they rarely need 
replacement parts or service. Our records 
prove this. We have unsolicited letters 

from the men who know: lawn mower 

repair men, who tell us some pretty 

amazing stories of Worcester 

durability. 


NEW CATALOG NOW READY! 
Send today for your copy of our colorful, 8- 
page catalog with big clear pictures, detailed 
specifications, latest prices. Write Worcester 
Lawn Mower Company, Division of Savage 
Arms Corporation, Chicopee Falls, Mass. 
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. As always, the famous Coleman Camp 


Stove and Lantern will be favorite Christmas gifts 
for hunters, fishermen, campers, vacationists, out- 
doors people—both men and women. Display ‘em 
ether—demonstrate ‘em together . . . and you'll 
sell ‘em together and make two profits! 

















MODEL 200A LANTERN is the greatest all- MODEL 413D CAMP STOVE—Great appeal as 
purpose outdoor light on the market. Compact, a gift for sportsmen—and for all the family. 
lightweight, sturdy. Lights instantly. 8 to 10 hours Lights instantly, Cooks like a city gas range, High- 

lighting service from one filling. Floodlights 100- power, wind proof burners. Folds up and carries 

ft. area. Easily attached Coleman REFLECTOR like a suitcase, Folding high stand brings stove up 

makes it a high-power spotlight. to comfortable cooking height. 


% Sell these leading cooking and lighting products for “more fun” plus emergency use. 


Coleman Gifts are Favorites to Give and Receive yy, 
Model 426 Camp . 


. Stove oat left is 
streamlined 3- r 
burner stove with ‘ Speedmaster 
extra large cook- Stove, a great 
ing space utility stove for 

x tight 
Model 425, two- . Steel 
burner, slightly P me Fr One 
smaller than y 

Model 4130 


THE COLEMAN COMPANY, INC. — WICHITA 1, KANSAS 













Model 2200 (‘left) a big, 

ful 2-montie lantern equally 
good for outings, night - time 
farm chores, and emergency use 





Model 228D (right) same as j 
Model 2200, but with wide re / 


flector top. i 
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INSECT WIRE SCREENING 


Gold Strand Insect Wire Screening is made in grades that 


meet the price requirements of all your customers — gal- 
vanoid, bronze or aluminum. The name Gold Strand is 
your assurance of insect wire screening that’s long-wearing 
and reliable; screening that’s manufactured to the most 
rigid standards of testing and inspection. For a well-rounded 
al stock, carry the complete Wickwire Hardware line. 
WESCS 
Loe € vow 


THE COLORADO FUEL AND IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, Californie 
WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffale * Chicage 


Detroit * New York * Philadelphia 


WwW I K WIRE 


HARDWARE PRODUCTS 





SOUTHERN HARDWARE for OCTOBER, 















Tops the Trend 


IN KITCHEN UTENSILS! 


REVERE WARE 
used in 
PRIZE-WINNING 
KITCHEN 


First Prize, Professional Group, i:: the 
McCall's “My Kitchen Contest” 


Out of 19,000 entries this kitchen, 
designed by a Denver architect 
who specified Revere Ware, was 
awarded Ist prize in the profes- 
sional class. Millions of American 
homemakers will be influenced by 
this prize-winning design, and will 
insist om Revere Ware for their 
kitchens, 


MOST WOMEN PREFER REVERE WARE 


Amazing Results of Two National Surveys to —__ 


| 


Determine the Preferences of Homemakers _—<~ 


IN 1952 SURVEY 


50.5% of the women replying owned 


IN 1947 SURVEY 


25.4% of the women replying owned 


copper-clad stainless steel utensils. e copper-clad stainless steel utensils. 
- ¢ 
7 3.2% of those planning to buy more such ¢ 86.5% of those planning to purchase more 
utensils planned to purchase Revere Ware. o such utensils plan to buy Revere Ware. 
; ¢ 
oe 


Thus in five years Revere Ware has increased 
its lead spectacularly. More than ever before 
it is America's best-known and most wanted 
line of quality kitchen utensils. R 

it is the leader who puts you ‘in the lead. 


| Pete Tipit 0 Toe of He Thank exit Revere te 
COPPER AND BRASS INCORPORATED 


sme Manufacturing Company Division, Rome, N. Y. 
» New York « Clinton, Illinois « Riverside, California 


| “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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SHOVELS ARE 
REALLY LIGHT 
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The SSirco Quality Line of DISTRIBUTED PRODUCTS? 


IN HITS: MORE SALES 
Leads the League— | ons. more PROFITS 


— 


MAKE more sales hits, and knock in 


more profit runs, with the com- 
plete SSIRCO quality Line of Distributed 
PRODUCTS. There is a product for almost 
every building and repair need for the home, 
for the farm, and for industry. Each product 
is a quality product—nationally advertised . . . 
a well-known name. Each is easy to sell. Each 


is profitable to sell. The SSirco line increases 


your batting average in total volume of sales 
and in gross profit. 

Besides, you can make the SSirco Ware- 
house nearest you your stock room. Overnight 
Delivery or Drive-in Pickup from one of the 
sixteen SSirco Warehouses strategically lo- 
cated throughout the South will keep you 
supplied—without a large inventory invest- 


ment. That, too, means more profits for you. 


Write for Complete Details, Including Price List 


SOUTHERN STATES 
IRON ROOFING COMPANY 





_a-wicks 





FOUR BRIGHT SPOTS ON THE RANGE 


Here are four range wicks you can recommend wholeheartedly to any 
customer. R/M wicks are clean burning, long lasting. They're priced right 
to give you a generous profit. They're the pick of the wicks. 





K | N D L E | T E R/M’s standard quolity woven 


asbestos kindler. A sturdy long-lived wicking with wire core in 
both worp and filling 
yarn. Packaged 5' ft., 
6 ft., and 100 ft. to the 
box, in widths of 7%.” 


1”, 144" and 148", ( 





WOVEN GLASS tne come of per 


fection in stove kindlers, assuring long life and maximum stove 

performance. The only 
gloss wicking woven with 
ao wire core in every 
strand to protect the 
burning edge. Packaged 
5'2 f., 6 f., and 100 
ft. to the box, in widths 
of 7% 1 1%" and 


138 








QUIK FLAME 


The most efficient kin- 
dler ever developed for 
range burners. Patented 
open mesh construction 
provides best possible 
results with distillote 
oils. The extra-heavy 
wire core yorn keeps 


the kindler upright in the 
Gloss 





burner channel 
yarn at burning edge facilitates the removal of carbon deposits 


Packaged 6 ft. to the box, 7s" and 14s" wide 





QUIK FLAME SETS 
6. 





The same Quik flame wicking that has proved popular in con 
tinvous lengths is now available in crimped sets to fit all standard 


8” range burners. Packaged in sets of 4 oversize (1 wide) wicks 





Factories: 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION « MANHEIM; PA. 


Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS MANHATTAN INC. Manufacturers of Asbestos | exties + Packings - Mechanical Rubber 
Products - Abrasive and Diamond Wheels 
Radiator Hose » Rubber Covered tquipment + Sintered Metai Products - Bowling Bails 


rake Linings = Grane Blocks - Clutch tracings fen Belts 
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How to make a 






Clean-up 





with files 


Cunistmas season is the one really big free-spending period 
of the year. Shoppers generally look for the unusual in gifts and 
think nothing of paying a good price to get it. Where the occasion 
concerns a hobbyist or home craftsman, this handsomely encased set 
of gleaming Nicholson X.F. Swiss Pattern Needle Files is sure to 
make a hit... especially when the “giver” is also the “givee.” 

X.F. means Extra Fine. The two-color plastic case, with bottom 
stand, holds a dozen precision-made files of assorted shapes and 


cuts. No trouble getting this 








SUGGESTED RETAIL PRICE $7.80° 
RETAILER'S COST 5.20°* 
RETAILER'S PROFIT $2.60° 

For the 5%" file lengths 


ihowt 9% more for the 6%" lengths 


CONSULT YOUR WHOLESALER NOW. Heavy popular preference, steel 
shortages, and the long-experience skills required in their production, neces- 


sitate restricted apportionment of these attractive kits. Act at once. 


NICHOLSON FILE COMPANY — ong 
15 ACORN STREET, PROVIDENCE 1, R. I. ~{kFD~ 


(in Canada, Port Hope, Ont 
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Swart 


GARDEN HOSE 





Swan has added more styles, and greatly im- 
proved its line of plastic garden hose! Swan 
now offers two different sizes, and three 
different colors of SWANSEAL, plus two 
sizes and two colors of its new TRANS-LITE 
Virgin Vinyl! plastic garden hose! AND 
DON'T FORGET, THE SWAN LINE ALSO 
GIVES YOU SWANITE with the exclusive 


MAXISWIVEL COUPLING, plus FIVE 
STYLES OF RAYON-REINFORCED, 
NEOPRENE COVERED, and RUBBER- 
COVERED GARDEN HOSE! 

No wonder the vast majority of hardware 
merchants sell Swan exclusively—they know 
they don’t have a garden hose department 
unless they sell Swan! 





e 
SWANSEAL 
| 
| 
i} 
SWANSEAL PACKAGING 
SWANSEAL Nos. 2140, 2150, 2160, 2170 and 2250 a 
"i ; ig: Each coil of SWANSEAL is mount 
Guaranteed in writing up to 10 years! Has beautiful mirror-smooth ed on a strong display disc printed 
g Ul } F P 
flame finish in choice of brilliant red or green. Equipped with on cach side in theee brilliant colors 
. Back of disc has illustrations, com 
Swan solid brass reattachable couplings. Read your copy of the big plete sales information and Swan 
é colorful Swan brochure illustrated below for complete details. written guarantee. Helps customers 
sell themselves 


READ CAREFULLY YOUR COPY OF THIS Sra BROCHURE 
FOR COMPLETE INFORMATION ON THE Swe 1953 LINE 
OF GARDEN HOSE 

















Swan has mailed you a copy of 
this colorful 16 page brochure, 
READ IT CAREFULLY! If 
you have mislaid your copy, or 
need an extra copy, ask your 
Swan Jobber or write to Swan 


Rubber Co., Bucyrus, O., direct 


habdindintnepeinthedneemenenedianel 
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Swary TRANS-LITE Nos. 2190 and 2290 
Transparent — light as a feather! Brilliant beauty which 
defies description. You must see and handle Swan 
TRANS-LITE to realize that it sets a new standard 
in transparent plastic garden hose! Available in Aqua 
Marine blue, or delicate green. 


Swan SOLID BRASS REATTACHABLE COUPLINGS 


This two piece reattachable coup 


ling makes it easy to repair SWAN- 

SEAL Hose if it is accidentally cut 

or damaged. The tapered, threaded 

cone (A) is unscrewed from barrel 

(B) with wide blade screwdriver 

Damaged piece of hose is removed 

and sound end is reinserted in bar 

A rel and secured with cone. Tapered 
B cone permanently locks coupling 


to hose making absolutely water- 
tight seal. Coupling need never be 
replaced 









Watt WAS INCREASED 
OUR HOSE BUSINESS 100%/ 


says Hennepin Hardware Co. of Minneapolis, Minn. 
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TRANS-LITE PACKAGING 


Each coil of Swan Trans-Lite is mounted 


on a colorful display disc printed in three 
bright colors front and back. Packs a 
strong sales punch. Back of disc gives all 
pertinent sales facts. Makes it easy to dis- 
play Trans-Lite on counters, in windows, 


or in Swan Merchandiser 


NEW Smears SPRINKLE-SOAKER 


Does the work of a = 
Af 
Sprinkler and Soil “a A 


Soaker and does it f j 
better! Made of beaut j 


ful plastic with solid > . 
brass fittings. Packaged } ] Ri fy 
| 


; 
Peat fanda 
They'll sell like hot | {vere 
cakes, and help build i | 


in colorful plastic bag 


were 
extra sales! Ask your es 
Swan bber about ed 
Jobbe o ae Fe, 
the Sprinkle-Soaker ee 





WAN Garoen Host 


emt 





Gentlemen 

We have been extremely pleased with the 
sales results of Swan Hose in our store over the 
past few years. Since taking on your product 
our hose business has increased at least 100° 

Our salesmen like to sell Swan Hose, be 
cause it has such good customer acceptance 
due to its durability, extra features and your 
extensive advertising and promotion program 
They like the many good features they can 
point out in their sales presentation and the 
eye appeal and good packaging of your product 
at the point of sale 

As a dealer we appreciate the many sales 
helps and the fine cooperation the Swan 
Rubber Company has given us, and we look 
forward to even greater sales in the future 
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Campaign Headquarters 














Junior is putting 
on his Gi uni- 

form for the vet- 
aw erons’ porode 

to remind 
everyone to 
register so they 
can vote Nov. 4. 


















—— 


Sis is boning up to 

write her entry in 

the Citizenship 
€ Essoy Contest the 

businessmen's asso- 

cation is sponsor- 

ing ot school. 

ee 





















Dad's easy chair is empty 
—he's at the meeting of 
the citizens’ get-out-the- 
vote committee. 








ney, 





ete 


Mother's helping her club make a tele- 
phone campaign telling everyone 
when and where to register. 





























Grandma's sending 
registration reminders 
to all the church mem 
bers. Even little Sis is 
helping —rubber 
stamping messages on 
the cords. 

















NOT THE FARM VOTE... 





o LALLT CTE 
: THE B/E-C/T¥ VOTE... 
F mi THE LABOR VOTE... 
OR ANY PARTY VOTE... 


will elect the Next President 


Politicians talk a lot about this and that “bloc” of voters 
being decisive factors in this election. So do all the poll- 
sters. You can't blame them for trying to dope it out that 
way in advance... but... 


YOU know you're going to vote your own sweet way 
when you get behind that voting booth curtain —that 
where you live or work hasn't got a blankety-bloc thing 
to do with how you'll vote. You'll vote for what you be- 
lieve to be in the best interests of your family—your kids 
—and your kids’ kids. 

So YOU know that this year—as always—it will be the 
FAMILY vote that really decides things. And families 


20 


are working as never before to make sure every American 
votes. Right now in millions of American families, every- 
one from Little Sis to Grandma is pitching in to remind 
every eligible American to register to make sure of the 
opportunity to vote. And then they'll tackle the job of 
getting out the vote of every member of America’s 
44,000,000 families. They're the biggest “bloc” in Amer- 
ica—they ARE America! 


If your family is already working at ia se 
the job—congratulations! If you By: LK) 
aren't, talk it over at supper tonight, “2; 

——_ 
and pitch in tomorrow. 


> 
es 
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Here’s the challenging slogan for bigger ‘53 mower sales— 


Get hehind a 
TCL RalSY / 


2 DAVIS POWER MOWERS 
WITH FLEX-A-MATIC CLUTCH 


Trade Mark 


Davis 50/ 50-18" cut * Davis 50/52-22" cut 


Finger-tip throttle only con- 
trol needed fully auto- 
matic transmission—full 
safety release. Smooth 
Starts and stops—no jerks. 
jars—mows at any speed to 
fit the user's stride. The 
easiest, safest power mow- 
ing imaginable! 


2 DAVIS ROTARY 
POWER MULCHING MOWERS 


Davis 53/ 18-18" cut ¢ Davis 53/20-20" cut 


Davis Engine-powered Ro- 
taries mulch while they 
mow—end grass and leaf 
raking! Rubber mulching 
roller holds cuttings ‘til 
thoroughly shredded—then 
spreads them evenly over 
lawn to enrich the soil. Has 
non-clogging guard, trims 
to within 'y” of any fence 
tree or plot. New, lightweight casting of Davis 
“shatter-proof” aluminum alloy greatly increases 


strength. Big wheels have flange-type Oilite bearings. : 


1 DAVIS ELECTRIC ROTARY 
Dovis 53/16—16” cut 


Sealed Delco motor. oiled 
for lifetime. Full 16” cut, 
smooth running, practically 
noiseless. Reversible handle 
and all modern features de- 
sired by users of electrics 
Made to Davis standards of 
strength, durability and ease 
of use 


3 DAVIS HAND MOWERS 
Davis 57-16” * Davis 56-16" * Davis 33-16” 


Three hand-mowers with a 
variety of features and re- 
finements to give your cus- 
tomers complete selection 
of excellent mowers at an 
attractive price range 


A complete line... 
Nationally Advertised... 


that gives your customers what they want— 


“EASIER AND BETTER LAWN MOWING.” 


Easy, trouble-free operation is what customers want. They 
get it in any Davis they select—a complete line engineered, 
above everything else, to make efficient mowing easy. The 
Davis slogan means just what it says—and check these ad 
ditional advantages: 


FULL LINE. Eight mowers from which your customers 
can select—plus cost and time savings to you in 


stocking one complete line. 
EXCLUSIVE SALES FEATURES. See details at left 


NATIONALLY KNOWN AND SERVICED MOTORS. 
Briggs & Stratton, Clinton, Delco! 


COLOR-KEYED STYLING. Handsome in “Sunshine 


Yellow” for outstanding floor display 
POPULARLY PRICED in every model and size 


DOWN-TO-EARTH DEALER AIDS. Most complete 
dealer campaign in Davis history and, to our knowl- 
edge, unequaled by any other manufacturer 


NATIONALLY ADVERTISED in a different, com- 
pelling manner that will bring in customers asking 
for the DAVIS by name 


CONTACT YOUR DAVIS DISTRIBUTOR. IF YOU HAVEN'T HIS NAME, 
WRITE AND WE'LL SEND HIS NAME AT ONCE. 


G. W. DAVIS CORPORATION 
IN RICHMOND, INDIANA SINCE 1902 


Built in Richmond, Indiana —‘The Capital of the Lawn Mower World” 








‘~RED Buck 


| 
; 
i 
} 


panne Garments 


Sate prevents a dents, Waterpre win 
proot. Available with license po« toe fo hocks Ge «t 
our stock order trom your pobber immediatel 
S00 backet (with bl ( ‘ 
GOO lachket 
H 7800 Hunting Short (4 
attaches d with of without loen rr 
) Hunting a atichin 
) Hunter s Hela one size (pack 
axed 6 t arton car 
Small, medium, large. extra large 


and “« Seoity 


Scotch Plaid Air Mattress | 
only 51195 


Red, Green & 
Yellow 
Scotch 
Plaid 


a en 


Not only better to look at but 
mmilortable t Seep on snd safer as 
Made of tye separate tubes 

sown valve sy t Hate oral 
Mm attractive 
t. Also avaslable 
peach, packaged 
der 1 


/ 
\2 Raincoat 
with 


.* f. Hood 
Sa 


Parka 


* 20 Weder 


SEAL-DRI SPORTSWEAR CO. 
Rockford, Illinois 
Sherbrooke, Quebec, Canada 
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THE BEST CABINET 
LINE TO CARRY 


Saleal ror BATHROOM BEAUTY 
Cdleal ror BETTER VALUES 

pe 

Sadeal FOR GREATER PROFITS 


SPECIAL LOW PRICED 
Model “RC-DS” 


Here's the most popular 
and fastest selling cabi- 
net in the entire IDEAL 
line. Anexceptional value 
of IDEAL dependable 
quality, offering features 
of the finest cabinets made! 


A Big Profitmaker 
with Fast Turnover 


Model “RC-DS” 


ECONOMICALLY PRICED 
Model “DF-SS”" 
Stainless Steel Rim 


Outstanding bathroom 
beauty and high quality 
utility is built into model 
“DF. SS” recess type cab- 
inet. Stainless steel mir- 
ror rim gives safe, sturdy 
door construction. 
Here's another IDEAL 
cabinet favorite . . . eco- 
nomically priced for 
faster turnover and 
greater profits. 





Model “DF-SS” 


OUTSTANDING FEATURES OF “RC-DS" AND “DF-SS” 
Chreme spring, red, and ball door check © Quality bullet type deor 
catch © Heavy gouge welded cabinet © Chrome plated tooth brush 
holder ¢ Non-yellowing baked-on white enamel © Razor blade siot 
Full length chrome plated piano hinge © Bulb edge glass shelves 


STYLE, QUALITY AND ECONOMY SINCE 1888 


Ideal Cabinet Corporation has been a leader in bath- 
room medicine cabinet design for many years. Distribu- 
tors and dealers from coast to coast sell the IDEAL line 
for better values and greater profits. 


WRITE TODAY— FOR ILLUSTRATED CATALOG AND PRICE LIST 
IDEAL CABINET CORPORATION 





722 JOY ROAD + DETROIT 4. MICHIGAN 
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|| NONE 
*, BETTER 


—_—- ————a® 
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IT SELLS SETS - DRIVE TOOLS 
SOCKETS AND WRENCHES 








Tool Department, cafeteria style . . . where 
your customer sees it — wants it — buys it! 
Here's the modern SALES tool to win Tool 
buyers to your cash register . . . a compre- 





hensive stock of fast-moving Tool Sets — 





5 low-cost carbon steel and 5 alloy steel Sets 
and the most sales active !/,” and 39/," Square 
Drive Tools and Sockets, plus Box End, Open 
End and Combination Wrenches. Rack up 
bigger sales and profits with this NONE 
BETTER Display Rack! Write for the com- 
plete details. 

















Ten Sets and a selection of 90 fast-moving Tools 
... on eye-catching Hand Tool department occupy- 
ing only two square feet of floor space. 


SEE US AT BOOTH NO. 91 
THE NATIONAL HARDWARE SHOW 
GRAND CENTRAL PALACE © NEW YORK 

OCTOBER 6TH - 10TH 


THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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If 
KEEP YOUR STOCK Lh 


to meet strong, steady demand! 


Slaymaker’s FOUR BRASS BEAUTIES! 





Solid cast brass, 
polished finish. For 

standard security 
Size across case 15/16”. Double 
ward mechanism. Hoard, tough 
stee! shackle. Two coined keys 
Packed in individual box; one 
dozen in displey carton. Wot, 
1-1/2 Ibs. dozen. Key blank 
K254 


“*Super-Tumbler’’ 

mechanism licks the 

old bogey of inter 
changes! Padlock is solid cast 
brass with polished finish. Size 
across case 1-1/2”. Shackle of 
herd, tough steel. Two coined 
keys. Each padlock in individual 
box; 1/2 dozen in display carton. 
Weot., 4 Ibs. dozen. Key blanks 
K230 and K230A 


Exclusive 








eG 


PADLOCK No. 75 


PADLOCK No. 55 


eB 


PADLOCK No. 78 PADLOCK No. 88 


» €¢ 


‘*SUPER-TUMBLER”’ 









Big brother to the 

small padlock. 

Size across cose 
1-7/16”. For standard security 
Double-ward mechanism. Solid 
cost brass with polished finish. 
Hard, tough stee! shackle. Two 
coined keys. Packed in individ- 
val box; one dozen in display 
carton. Wgt., 3 ibs. dozen. Key 
blank K253. 


Here's the biggest, 
finest padlock of 
oll! ‘Super-Tum- 


bler” mechanism for super-se- 


curity. Solid cast brass, polished 
finish. Size across case 
1-15/16". Hard, tough steel 
shackle. Two coined keys. Each 
podiock in individual box; 1/2 
dozen in display carton. Wgt., 
6 Ibs. dozen. Key bianks K230 
and K230A. 


MECHANISM 


This Sloymoker exclusive feature is on the two lorger padlocks. It allows more than twice as many key 


changes os in ordinary disc tumbler locks. Its secret is an entirely new principle of tumbler contact! 


chain attached, if desired. 


the showcasel 


IMPORTANT NOTE: Any number of any of these padlocks con be supplied 
keyed alike. No additional charge for this service. All padiocks available with 10-inch 


Get the Slaymaker MINIATURE SHOWCASE, too! 


This rich-looking minioture showcase is free with the SM7 assortment of 13 each of 
Nos. 55 and 75 and 7 each of Nos. 78 and 88. Order o fresh one. Better yet, order 
two—one for your counter, one for your window. You pay nothing extra for 


SLAYMAKER LOCK COMPANY 


SINCE 1888 - LANCASTER, PA., U.S.A. 
WORLD'S MOST COMPLETE LINE OF 


PADLOCKS 
Printed in U.S.A, 
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UBM CUTAN V1 of the profitable business 


resulting from this hard-hitting advertising to farmers 
on fence posts PRESSURE-CREOSOTED with 


U-S-§ Creosote Oil 


GAIN this month, your rural customers will be reading 
l \ about the savings they can realize when the wood 





fence posts they buy are pressure-creosoted with US'S 
Creosote Oil. Advertisements like this are now appearing 
in 11 different farm papers reaching more than 3 million 
farmers in 26 states 

They'll get the story straight from other farmers in 
their own vicinity who have used pressure-creosoted 
posts, for every advertisement in the series contains a 
report from a local farmer on his successful use of pressure- 
creosoted posts 

These advertisements direct farmers to business estab- 
lishments like yours for their supply of pressure-creosoted 
fence posts. It’s an opportunity you can’t afford to pass 
up. For a minimum investment you can build a year- 
after-year business on pressure-creosoted posts 

It’s not too late to cash in on this fall's fencing season 
We'll be glad to put you in touch with a treater who can 
supply you with pressure-creosoted fence posts. Fill in 
the card below and mail it today; no stamp is necessary 
United States Steel Company, 525 William Penn Place, 
Pittsburgh 30, Pennsylvania 


MAIL THIS CARD TODAY—NO STAMP NEEDED! 


United States Steel Company 
Room 2806-J, 525 William Penn Place 
Pittsburgh 3, Pa. 


I'm interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure- 
treaters who produce this product. 


Name 
Address 
City 


State 








Don't pass up this opportunity 





to build volume and profits in 


PRESSURE-CREOSOTED 
FENCE POSTS 





CORO EERE EEE EEE EEE THEE E EEE EEE H EH EEE EEE ETERS CHRO 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L AR) 
Pittsburgh, Po. 

















BUSINESS REPLY CARD 


Neo Postege Stomp Necessary if Molled in the United States 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2806-J, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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Concentrare w 
nationally known lines like Green Spor 


THAT’S THE PROVEN WAY TO MAKE MORE MONEY 


Now Scovill makes it possible—and profitable— Take advantage of this opportunity to sell a 
to concentrate on the most wanted line of nationally prominent line of garden hose acces- 
garden hose accessories ... Green Spor!  sories—just as you sell well known lines of tools. 


@ Concentrate on GREEN SPOT — the complete quality line 
of watering devices and garden hose accessories that sells 
faster and nets more profits than miscellaneous, mismatched 
merchandise. 


@ Concentrate on GREEN SPOT — simplify ordering, stock- 
ing, inventory control by handling one complete line of 
watering devices and accessories. 


@ Concentrate on GREEN SPOT — take advantage of your 
wholesaler’'s interesting propositions and traffic-building plan. 


@ Concentrate on GREEN SPOT — compelling point-of- 
purchase displays, plus an impressive line you can feature 
to advantage. Make this an important addition to your gar- 
den department. 


@ Concentrate on GREEN SPOT — in 1952 high-powered ads 
in magazines with a combined circulation of 138 million, and in 
This Week Magazine in 31 major market areas did the spade- 
work for 1953’s EXPANDED NATIONAL ADVERTISING! 


For 1963 — every attractive Gazew Spot box on your shelf 
or counter packs the selling power and punch of THE 
SATURDAY EVENING POST’s Seal of Recognized Value 
THESE Two . and the Gaeew Spor seal for healthy lawns and gardens 
Green Spot products are made by Scovil] Manufacturing 
FAMOUS ) Company, world’s largest independent fabricator of brass 
) goods, who for 150 years has been noted for its traditionally 
eecocnizte fine metal craftsmanship. 
vats UC Write for booklet describing Guzen Spor line, and name 


SEALS 


G' SCOVILL MANUFACTURING COMPANY 


A PRODUCT OF SCOVILL 34 MILL ST., WATERBURY, CONN. 





A section of the modern laboratories where 
technicians constantly try to improve Colum- 
bien products. 


Even the yorns must poss o tensile strength 
test before moving to the next deportment 
to be formed into strands. 


... aad he knows 
What hes doi ng, too! See Se 


friction, etc 


Forming the strands that go into Columbian Rope is a job 
that calls for many years of rope making experience and 
know-how. 
Every inch of yarn fed from a large rack of bobbins is 
twisted and formed under the exact same tension. These 
smooth, round strands are the backbone of Columbian Pure 
Manila Rope . . . uniformly strong . . . pliable . . . non- 
kinking. The finest of fine rope. - 
Trained chemists keep a constant contro! 


over the lubricoting and water-proofing 
mixes and check fibre quality. 


COLUMBIAN ROPE COMPANY 
440-70 Genesee Street 
Auburn “The Cordage City”, N. Y. 
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Announcing 


a NEW stevens 


Pump Gun Value 


wi 890-SC 


complete with... 


What a combination for more pump gun 


SAVAGE 


... SUPER CHOKE 


Adjustable Choke Collar... 





sales . . . more customer satisfaction! Now, : j 
: tant, finger-twist selection of any degree ¢ 
the low priced, fast-selling Stevens Model eos £ & 108800 an 0 J —_ f ’ 
. choke from “full” to “cylinder. ‘ 
820 slide action repeater is fitted with the A . 
newly designed and perfected Savace Ventilated Gas Dispersing Sleeve sah 
gives maximum recoil reduction — 
Super Cuoxe. Now, in one gun, you ‘ : - a 
eliminates “blown” patterns. 
can offer your customers six-shot fire 
power, p/us instant selection of the Other Selec-Buliding Features 
, . lo - . : : : 
right choke for upland game Exclusive Click Adjustment Choke Settings ' 
water fowl—skeet—whatever * 
the target. Clear, Highly vue Readings 
Savage Arms Corporation Galton Cuttems 
Firearms Division I 
, No Tools or Sutra Tubes Needed ( 


Chicopee Falls, Mass 


$6975 


retail 


Built for Life of Gun : 


RECOIL PAD 
Newly designed, we 
proportioned walnut 


stock of the 820-SC is 





hirreed with ventilated 
‘ INTERLOCKED BARREL 
rubber recoil pad. An- 
other selling feature Receiver and barrel are precisely aligned 
rs and joined as an integral unit. This fea 
2 ture means solid, positive lock-u and 
S I J 
» S1 assures perfect performance) for the life 
ee Ty 
1 
First im the Field 





Model 820 (Standar 

Same specifcations—same 
high qualiry and sales fea 
tures - without Savage 
SuperChoke or Recoil Pad 


$5900...., 








savace WOOCESIO® Power and Nond Lown Mowe 
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_Sizer_ U.S. HEXLOK 


POULTRY NETTING 


oy feted Oa YL 


The LOCK-TWIST weave in poultry netting was origincted by the 
Indione Steel & Wire Company in 1912 The outstanding superiority 
of the LOCK-TWIST has won it first place for design and construction. 

Now, the originator of this type weove hos perfected on improved 
hexagon mesh fabric — SUPER U. S. HEXLOK POULTRY NETTING. This 
superior netting, LOCK-TWIST woven on new, ultra-modern looms of 
revolutionary design, challenges comparison with respect to appeorance, 
uniformity, straight alignment, ease of stretching, flat loy and all ‘round 
customer satisfaction 
You must see and compore SUPER U. S$. HEXLOK to appreciate its 

Ask your jobber's representative or write today for a somple. 


Available in the following specifications: 
1” MESH No. 20— WIDTHS: 12”, 18”, 24”, 36”, 48”, 60” and 72”. 
2” MESH No. 20 — WIDTHS: 24", 36”, 48”, 60” and 72”. 
PACKED IN NEAT, COMPACT, EVEN-END ROLLS 
CONTAINING 150 LINEAR FEET EACH 


merit 


MANUFACTURED EXCLUSIVELY 
by 


INDIANA STEEL & WIRE CO. 
Muncie, Indiana 
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SAM SNEAD introduces your 


2 OSS) 


line-up for '53! 


Again in 53, champion golfers help you sell TORO — 
the power mower choice of championship golf courses 
for over 33 years! There are 7 home models: 4 rotary 
Whirlwinds with the new Leaf Mulcher* attachment, 
and 3 rugged reel-type machines. ““Toro Time”—the 
industry's original finance plan, and the “Free Home 
Trial” deal make it easier for you to sell TORO— 
America’s most complete line of power mowers! 

*Optional at slight extra cost 










Ri TT a 








20” WHIRLWIND 


[ 21° wniniwino 











18-INCH WHIRLWIND is available with 20-INCH WHIRLWIND has powerful 2 21-INCH WHIRLWIND is self-propelled 
either 2-cycle or 4-cycle engine. Two- h.p. four-cycle engine. Cuts heavy 2.5 h.p. four-cycle engine. Drive shaft 


cycle model weighs only 38 pounds weeds or fine lawns with equal ease driven through worm gears. Separate 
complete, retails for around $89.50. “Suction Lift” action mulchifies clip- roller chain for each front wheel. Leaf 
Leaf Mulcher* available pings. Leaf Mulcher* available Mulcher* available 

- 


27" STARLAWN 








21-INCH SPORTLAWN packs a lot of 27-INCH STARLAWN mows up to 5 GET ALL THE FACTS on the complete 
| are in its 1.6 h.p. 4-cycle engine. acres a day. Riding sulky, optional at Toro line with the nation-wide service 

limbs steep hills with ease—plenty of slight additional cost, actually makes system! For full information, write 
ground-gripping traction. 18-in. Sport- grass cutting fun. Separate reel and ‘Toro Mfg. Corp., 2946 Snelling Avenue, 
lawn available with 1 h.p. engine traction controls. 2.5 h.p. engine Minneapolis 6, Minn 
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AGAIN...t-0-F EASIEST TO CUT 
IN DEALER “BLINDFOLD TEST” 


Benjamin DiMedio, Jr., Says: 
“Brand ‘D’ cut the easiest! It took just 
a light stroke of the cutter and the cut ran 
clean and true.” 
so 
Mr. DiMedio, of DiMedio & Sons, Inc. (lumber, mill- 
work, building materials and hardware), was asked to 
cut four brands of single strength window glass the 
labels had been removed and each 12” x 16’’ piece was 
identified only by a letter (A, B, C or D). 

He tried cutting them in different order. He took 
different sized cuts. He tried angles and curves. Stil! 
“D” was best! .. . ““D" was L-O-F 


You’ll get fewer uneven cuts, less trouble—less 
waste and more profit--with L-O-F. Why? Because 
slow annealing makes L-O-F’s window glass less brittle. 
So it’s a better buy for your customers, too. 

If you do not stock this quality sheet glass, order 
from your nearest L-O-F Distributor. These local busi- 
nessmen are listed under ‘“‘Glass’’ in the yellow pages 
of phone books throughout the country. 

Try The “Blindfold Test’’ Yourself! 
Get some L-O-F Glass from your Distributor. Cut it 
and compare it with any other brand of window glass. 
And send for your free copy of ‘For Greater Profits on 
Window Glass”. Write today to Libbey-Owens: Ford 
Glass Company, 71102 Nicholas Building, Toledo 3, 
Ohio. 


134 LIBBEY: OWENS: FORD the easy-to-cut WINDOW GLASS 
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JUIS BLUE 


FF entered Steel 


a srove ad Li - 



















Now more than ever, it pays to display and 
promote attractive, long-lasting “St. Louis 
Blue” in your store. Remind your customers 
of their heating needs, and tie in with 
J-E’s 64-year-old reputation for top quality 
and value. 


If you're already sold out, re-order from your 
wholesaler now! 


Sold only through authorized hardware wholesalers 


JACKES-EVANS MFG. CO. 
St. Lovis 15, Missouri 


Manufacturers of the famous 


Pectlth Pele cas circurorors 
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KEEP THEM NEAR THE CASH REGISTER 
FOR EXTRA PROFITS 


be sure they're Lavelle for increased customer satisfaction 


It's plus business for you when you keep your plumbing 
rubber products near the cash register! Your customers 
are reminded of their needs — when they see ‘em! 


It's plus business for you to sell Lavelie quality! 
Quality that brings back satisfied customers 
and brings greater sales for you 


pre Rie areas anc 








OUR AQ "vear 


IN SERVING YOU 


Tonk Balls 


a( 


Faucet Washers @ Force Cups @ Hose Washers © Basin Stoppers © Repair Assortments 






































Nos. 96 & 97 No. 36 Lucky Strike 


FORCE CUPS 
Top-quolity, heavy-duty, red Force 
Cups. Reinforcing ribs offer more 
stability. Will not collapse! Power 
ful suction, Sizes, £ 96-52" ond 
# 97-44", 


FAUCET WASHER ASSORTMENT 
Tests prove thot this colorful ossort 
ment creates double sales! 36 indi 
vidual packages per unit—8 bevelled 
foucet woshers in ol! populor sizes 
with necessory brass screws in each 
package 


Security WHITE SOLID 
BASIN STOPPERS 
Just open the handy telescope box— 
ond there's your self-selling display. 
12 stoppers to each corton. Solid 
bose section for long, non-swelling 
usage! 


LAVELLE RUBBER COMPANY + 426 NORTH WOOD STREET, 
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No. 5! 
GARDEN HOSE WASHERS 
Sell ‘em “8 to the clip” for foster- 
turnover, bigger profits! 48 clips to 
each corton — 8 top quality washers 
to each clip. Don't be without ‘em. 


CHICAGO, ILLINOIS 


1952 





FOR MORE 


SATISFIED CUSTOMERS 


SELL WOOD SCREWS 






















THAT MEET 


FEDERAL 
SPECIFICATIONS 


LOOK FOR THESE FEATURES WHEN 


FULL-SIZE SHANK, of equal diameter to 
threads. Federal Bureau of Standards tested 
10,000 individual wood screws in 7 different 
kinds of wood, concluded full shank has far 
greater holding power. Full-size shank re- 
quired by Government Specifications. ~ 


GIMLET POINTS. Sharp gimiet points bite into 
wood and hold on, resulting in much easier 
handling and faster starting. Other types of 
points require greater pressure to start, are apt 
to slip more readily m 





You'll find precision-milled, single-thread Southern wood 
screws provide all these advantages. And that’s not all! It's 
important to you te know that your orders will be filled 
promptly, accurately, and that your supplier has full stocks 
in a wide range of sizes and types 

Southern delivers promptly from its warehouses centrally 
located in all sections of the country. Our factory stock is 
currently 534,000,000 wood screws... production capacity 


FACTORY WAREHOUSES: 4100 DELL AVENUE 


NORTH BERGEN, N. J. 


SOUTHERN 
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CLAIMS FOR OTHER TYPES 


Your customers want wood screws of the type that has been 
Government-tested and proved to have the strongest con- 
struction and greatest holding power ... screws with husky, 
full-size shanks, sharp gimlet points and clean, keen 
edged, cut threads 

Manufacturers of items using wood screws want fasten- 
ers made in accordance with Federal Specifications, so that 
they can qualify for Government orders 

Only screws with rugged single-thread construction meet 
all these requirements 





o>, 
ke) YOU ORDER WOOD SCREWS 


ed . 





PRECISION MILLED SLOT. Milled slots with 
parallel sides mean safe starting and driving 
* Other methods of making slots, such as strik- 
ing the slots when cold heading, result in 
tapered sides, causing screw driver to slip 


THIN, SHARP, CYLINDRICAL, NON-TAPERING 
THREADS. Cut through wood cleanly, without 

7 tearing fibers. Only cut threads can provide 
this sharp cutting feature 


14,000,000 screws per day! Sizes range from '4” No. 0 to 6” 
No. 24 in both steel and brass, slotted or Phillips heads. Pack 
aging 1s modern bulk screws are shipped in hermetically 
sealed steel containers, with easily removed and replaced 
covers. You're safe when you sell Southern! They're top 
quality, precision-perfect products, meeting Federal Spe«.- 
fications and bringing you bigger sales, more repeat business 
and greater profits. Write for our catalogue today 


325 WEST OHIO STREET 
CHICAGO 10, ILL. 


280 DECATUR S.E 
ATLANTA, GEORGIA 


110 RICKERT ST 
STATESVILLE 


SCREW COMPANY 
NORTH CAROLINA 
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MARK OF QUALITY! 


Stock the Brand that means Profits for You 
And Satisfaction for Your Customers... 





KING HARDWARE COMPANY 


490 MARIETTA ST. 
ATLANTA, GA. 
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CONN 





“Blaze a Trail int into Your S 
with this Free Hunting Display 





needs 


5 colorful posters help you 
capitalize on Hunter’s Month 


Right now's the time to claim your share of the multi- 
million-dollar annual hunting business. And right here i# 
free. These beautiful full-color hunting 
scenes tell the world you're headquarters for fall hunting 


powerful help 


The posters 





How to offer customers greater choice with 
an average shotgun inventory 


Here's a new way to sell that customer 
who always seems to want the one item 
you don’t stock. A pump action shot 
gun is now available on which standard 
barrels are completely and instantly 
interchangeable ...no fitting by factory 











. 
. 





or gunsmith. With a few Remington 
**'Wingmaster’’ Model 870 guns and 
interchangeable plain barrels, you can 
offer each customer the precise barrel 
length and boring he wants. 

It’s a new sales idea, because every 
other pump action shotgun made re- 
quires that extra barrels be adjusted to 
the action. And it means a new market 





for the barrels also, since they permit 

your “Wingmaster”’ customers to have 

several guns in one—with one barrel 

for duck shooting, another for upland 

game, etc. Let Remington precision 

make your inventory do double duty 
with the “‘Wingmaster”! 


MY CLERKS SURE LOVE TO 
DEMONSTRATE THAT REMINGTON 
MODEL B70 SHOTGUN 





SOUTHERN HARDWARE for OCTOBER, 1952 













are handsomely lithographed in four 


colors, die-cut in eye-catching shapes 
and not so big that they'll hide 
merchandise! 

You can use them either to dress up 
your windows or to spot attention inside 
the store. Wonderful for your ““Hunters*® 
Month” display. And the whole assort- 
ment is yours for no more trouble than 
clipping the coupon below. Do it now! 

P.S. Check your inventories to make 
sure you have large enough stocks of 
the fast-selling Remington guns and 
ammunition on hand to take care of 
the needs of your community. If stocks 
are low, place an order with your whole- 
saler right now. By the time you start 
running out it may be too late for 
your wholesaler to fill an order in time 
to capitalize on profitable fall sales. 


ae eeeecseeeeeeeeoooocan } 
! 
CLIP AND MAIL TODAY! : 
} 
Remington Arms Company, In i 
Sales Promotion Division, Dept. SH i 
Bridgeport 2, Conn i 
Please rush my 5-piece fall hunting dix 
play without charge ' 
Name : 
Address i 
i 
City State ! 
eeeeeenececeooeoeeoococoeaes ) 
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feature the easy-to-sell 


b raven Line 


with no price increase 









: Clemson Mowers will be money-makers for 
; you again in 1953—the same three Models with the same great 
features that make them the easy mowers to sell. 


EXCLUSIVE BONUS FEATURES 


Every Clemson Mower has features worth talking about to 
your customers—baked-on yellow enamel finish, non-scuffing 





roller, permanently sturdy box frame construction, exclusive Nw te 
simple height and shear adjustment, palm-fitting hand grips, ject to Kayo --t. notice. 
shears bracket, highest-grade steel fly knives. Sold Only Through 


Moreover, Clemsons have a/ways been the trade's best-look- Recognized Distributors 


ing, easiest-pushing, longest-lasting mowers. 


EXTRA SALES HELPS 


There's a model for every budget, and, to make them even 

easier to sell, you'll have the help of hard-hitting advertising 
in The Saturday Evening Post, Better Homes & Gardens, 
American Home and House & Garden. 


You can get—free—a new point-of-sale folder for your coun- 
EM IN ters. Be sure of your 1953 stock of Clemsons by ordering from 
your jobber NOW. 
Made by Clemson Bros., inc.. Middletown, N.Y. As always, Clemsons give you really worth-while mark-ups. 


@ 100 Makers of hand ond power hack saw blades, frames, metal-cutting band sow blodes and Clemson Lawn Machines. 
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f/ ELEPHANT BRAND 


TRUCK AND WAGON HARDWARE 


it's the All-Stee!l Chain- 

Tainer with the Handle! 

Contains 100 Ibs. of any 

one of the 4 fastest-selling 

sizes of ELEPHANT BRAND 

“PROOF” (Green iabel), and 

“BBB” (Red label) Chain, made by the 

oldest chain manvfacturer in America. It's 

secled to protect chain against rust. it's easy to fue 

handle — stock — display — sell! PHANT (a> 


Ask Your Jobber PROOF COIL CHAIN 


Chatu my 4 
ELEPHANT <)> BRAND ea 


gran? 








Products 


NIXDORFF-KREIN MFG. CO., 916 Howard St., St. Lovis 6,Mo., Est. 1854 


i 
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BANTAM LAWN QUEEN 24° ESTATE 








Never, have dealers had such an opportunity to large Louie owners, parks, schools and ceme- 
decide their own future in a major market — the teries? Or, will it be confined strictly to 
market for Power Lawn Mowers. The power lawn small mowers in the highly competitive price 
< me mower market today represents a $150 million market only? 
' pindustry and is constantly growing. 4, Will you select a line that is consistently ad- 
Starting now, many dealers will forge ahead to vertised? Or, will your line be an unknown 
obtain an ever increasing share of the power lawn except to the people to whom you person- 
: imower business. Other dealers will see their ally show it? 
mower business dwindle until it becomes an over- 5, Will the line you select have complete sup- 
the-counter, casual sale only. Which of these port in the form of point-of-sale advertising, 
ealers will you be? sales training programs, service schools, and 
1, Will you choose a line of power mowers that personal demonstrations by factory represent- 
will continue to be a leader ten or twenty atives? Or, will your manufacturer be of the 
years from now? Or, will you be selling mow- “sell "em and leave ‘em” school? 
i ers that may be orphaned in a year or two? Jacobsen can guarantee your place in the success- 
; ' 2. Will you have a line of power mowers com- ful group, Mr. Dealer, if you select Jacobsen as 
prising both reel and rotary types under one your line and concentrate on it in the coming years. 
label? Or, will you have to promote two Dealers from Bangor to San Diego and from 
brand names with the loss that is involved? Seattle to Miami have placed themselves in the 
3. Will the line you choose have exclusive successful group. Join them with Jacobsen — the 
models such as the Jacobsen Manor, shown line with over 30 years of progressive past and 
opposite, that yield plus profits from sales to growing future. 
Exclusive features that set Jacobsen apart: 
@ The Famed Jacobsen 2-Cycle Engine ® Home-Size and Commercial ® Both Reel and Rotary Power 
@ 21-inch Manor Trimming Reel Mower Power Mowers (15 models) Mowers (15 models) 
@ 20-inch Self-Propelled Rotary Mower ® Dealer Sales Training Clinics ®@ Service Schools for All Dealers 
®@ 30-inch Leof Mill Answer to Leaf Dis- © Nationwide Authorized @ Demonstration to Dealer's Pros- 
posal Problem Service Stations pects on request. 


18° ROTARY 20° ROTARY 7 _ 31" and 37” 
\ ROTARY 











26° LAWN KING 












PARK 30 LAWN EDGER 


JACOBSEN 21° MANOR 
The aristocrat of modestly priced mowers. Rear 
wheel drive permits exceptionally close trimming — 
ptoduces unmatched smoothness of cut. 
_ Ask for catalog sheet on this model giving 
details on its many fine features. 





MANUFACTURING COMPANY 


RACINE, WISCONSIN 











The, picture 
is bright for 


Lowe Brothers 
Dealers! 


> Sm 









FI a { Fm 





Right now is the time to take stock of this year's paint 
sales and think in terms of 1953. The profit picture for 
Lowe Brothers Dealers is bright, for they'll be selling 
only the most popular products in the history of paint— 
backed by an unequalled program of powerful advertis- 
ing support! 

Sensational new Stylist Paint Colors will head the 
Lowe Brothers product-parade. The Stylist Color System 


offers a broad choice of modern, wanted colors (either 
flat or semi-gloss) without the problems of “in-store” 
mixing or complicated inventories. It personalizes your 
service, simplifies your selling, produces extra profits! 

. But this is just one portion of the great Lowe 
Brothers program. A giant force of advertising will com- 
bine to back all Lowe Brothers paints with a consistent 
and integrated drive to produce record sales and bigger 
dealer profits in ‘53! 

Yes—it's time right now to act in terms of your next 
year's profits—time to look into the great, consumer- 
preferred Lowe Brothers line and the coordinated pro- 
gram of support which will back it! Write today for 
agency details. 


The Lowe Brothers Company + Dayton, Ohio 


Lowe Brothers paws + varnisnes 
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HARDWARE 


Hardware and Allied Lines - Farm Operating Equipment 
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SALES! 


Small rope sales quickly add up to profitable volume 
when you feature Handy Coils American Manufacturing 
Company's packaged rope that sells from your counter. The 
attractive Handy Coils display-shipping container creates 
impulse” sales with the easy-to-handle 100-foot coils. You 


make more profit with 





“Rope in” those 
twine sales, too! 


less sales effort. Handy 
Coils give you a choice of 
“American Brand” pure 
Manila rope, or Sisal rope 
in 1/4”, 5/16”, 3/8” and 
l 2° diameter sizes Each 
box contains Approx: 
mately 15 Ibs. of rope 
Handy Coils 
your sales of larger ropes, 


increase 


too, by reminding cus 
tomers of their needs. So, 
sell more rope the 


“Handy” way. Feature 





Handy Coils on your 


Sell Handy Twines 
Seven popular Jute twines 
in counter display box. 


counter. Order from your 
supplier, or use coupon 


for name of nearest dis 








tributor 





word “Handy ¢ a registered trademark of the American 
Manutacturing Compan and recorded im th t S Patent Office 
Sal m fai Certitiwate ZS 460.670 


tates ero Company, Brooklyn 22, W. Y. 


Rope + Twine + Ochum + Packing + Carpet end Electrical Yorn: 
Bronch Foctory: $#. Lowis Cordage Mills, St. Lowls 4, Mo. 
Seles Offices: Boston * Chicago * Houston 
New Orleans * Philadelphia * San Francisco 


. Please send American Manufacturing Company : 
j complete infor: | Noble & West Sts. Brooklyn 22,N.Y. | 
| delivery sched- Nes | 
| ules about: — ' 
| © Handy Coils Company i 
| © Manila 2 

1 ie Addr | 
| C) Handy Jute Twines City Zone State | 





Se 





Price Controls to Ease 
for Most Retail 


PRICE CONTROLS, for months a 
source of confusion for business- 
men at all levels, are on the way 
out. Under new revisions being 
worked out by the Office of Price 
Stabilization, more and more busi- 
nesses will be freed from price 
ceilings—and from the chores that 
go with ceilings such as records 
applications and reports. It is pre- 
dicted in some quarters that most 
businesses will be completely de- 
controlled in the near future 

Gradually, ceilings are being 
removed from the thousands of 
products which families buy for 
their own use. Products are being 
decontrolled not only at the retail 
level but at the wholesale and 
manufacturing level as well 

As plans shape up, controls will 
center, for the most part, on the 
basic materials used by industry in 
producing finished products. The 
feelmg is that ceilings on basic 
materials will help to hold down 
the prices of finished products 
eventually bought by consumers 

Until recently, a product, in 
order to be decontrolled, had to 
be wholly insignificant to living 
or business costs, and had to be 
difficult to control. Under new 
plans, a product can be decon 
trolled for no other reason than 
that control is difficult to ad- 
minister in comparison with its 
value in stabilization 

Generally the plan calls for an 
end to ceilings on products which 
are selling below allowable ceil- 
ings and which show no indication 
of moving up to allowable ceilings 
again 

OPS already has moved in this 
direction, having suspended ceil 
ings on radios, phonographs, tele 
vision sets and parts for these 
products. In addition ceilings have 
been suspended on rugs, carpets 
bedding and a number of other 


Stores 


items. Chinaware, some glass and 
silverware, jewelry and a number 
of other products have been de 
controlled entirely. 


6 


Reperting Requirements 
Amended by OSS ..... 


SUSPENSION OF certain reporting 
and filing requirements have been 
announced by the Salary Stabiliza- 
tion Board 

Under the provisions of Amend- 
ment 1 to General Stabilization 
Regulation No. 2, which deals with 
profit- sharing and other bonuses, 
the reporting requirements have 
been dropped 

Previously section 10 (b) of this 
regulation required that an em- 


ployer file a report when there 
was an increase in the bonus fund 
based upon increase in the bonus 
group through hiring, promotions, 
or transfers. Amendment 1 pro- 
vides that employers are required 
only to keep records sufficient to 
establish compliance with GSSR. 
No. 2. These records must be main- 
tained for three years following 
each calendar year in which bonus 
payments are made and must be 
kept available for inspection by 
the Office of Salary Stabilization 


e 


Cepper, Aluminum 
Supplies Adequate 


ALUMINUM AND COPPER supplies 
under existing controls now are 
sufficient to meet all important 
needs of both defense and civilian 
production, Defense Production 
Administration officials announced 
recently in Issue No. 8 of their 
“List of Basic Materials and Alter- 

(Continued on page 86) 


Increases Allowed for Commissioned Salesmen 


THE SALARY Stabilization Board 
has announced that sales em 
ployees, compensated in whole or 
in part by commissions, wil] be 
permitted to receive the benefit of 
certain general increases which, 
up to the present, have been 
authorized only for sales em- 
ployees and others paid on a 
straight salary basis 

This policy which is set forth in 
Amendment No. 1 to General 
Salary Stabilization Regulation No 
5, permits the employer to make 
these adjustments without prior 
approval of OSS. In addition, the 
amendment authorizes the agency 
to make adjustments in commis- 
sion rates 

The provision dealing with ad- 
justments of commission earnings 
states that during the calendar 
year 1952, an employer may make 
adjustments in sales employees’ 


SOUTHERN 





compensation, paid in whole or in 
part as commissions, in an amount 
not exceeding fifteen percent of 
the aggregate commission pay- 
ments made to all such employees 
during the calendar year 1950 

Proportionate adjustments may 
be made for increases in the num- 
ber of employees thus paid and 
must be made when the number 
decreases 

The employer may distribute the 
adjustments in compension in his 
discretion among these employees 
based on the sales they have made 
or other measure of their per- 
formance. These adjustments must 
be made as supplemental pay- 
ments at such time as the employer 
may determine. Employers are 
warned, however, that this type of 
adjustment may not be made 
through an increase in any com- 
mission rate. 
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‘Lonqest-Lasting 
You Can Buy : 


HERE’S WHAT HE’LL TELL YOU: 

















Fa seven years I've featured Lumite screen cloth 
exclusively — and for seven years it’s been a 
great profit item for me. 







“when I tell my customers that Lumite is the longest- 
lasting screening you can buy, that it won't rust or 
corrode, and won't cause stains,they realize that it is 
the best screening for their homes. 














“My seven years of handling Lumite exclusively 
have proven to me that Lumite is the best screen 
cloth buy on the market. My customers always come 
back for more and—better still—send their friends 
to my store to buy Lumite. 













“That's the best test of any product,so, believe me, 
for satisfied customers and satisfying profits,you = \ 
can’t beat Lumite screen cloth!” 















MR. ALBERT G. EDDY 
Eddy’s Hardware & Paints 
Milford, Connecticut 





awe 









LUMITE BOX SCORE 
end you too wil 


compare tumive with coors, Fearere BY [Sy 
‘eorure the features of Lumitel 










meTat “Cc” 


SALES POWERED BY THE 
HARDEST-HITTING ADVERTISING 
IN THE INDUSTRY 
YEAR AFTER YEAR! 


ideal for every exterior use! 





LUMITE DIVISION 
Chicopee Mills, Incorporated 
47 Worth Street, New York 13, N.Y. 
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Business Activity Strong: 
Industrial Output Climbs 


AS INDUSTRIAL production swung 
back to a more normal level fol- 
lowing the steel strike, any doubts 
that business will be good for the 
remainder of the year have been 
dispelled. Virtually all industries 
look for an increase in volume in 
the months ahead. 

In August, industrial production 
pushed back up to the May level 
while back log of orders at fac- 
tories rose in July to 68.7 billion 
dollars. There is every indication 
that factory output will reach a 
postwar high by the end of the 
year 

Meanwhile, retail sales have 
continued to climb. Department 
store sales which have been under 
a year ago, are showing moderate 
increases. Sales for all retail stores 
in July were 6 percent above the 
corresponding month of 1951. The 
trend continued in August as con- 
sumers again put an emphasis on 
buying rather than saving. Among 
retail businesses. hardware stores 
shared in the sales gain 

In actual dollar volume, sales by 


retail stores totaled 12.2 billion 
dollars in July, compared with 11.5 
a year earlier. Meanwhile, part of 
this sales gain can be attributed 
to a willingness on the part of 
consumers to take on more install- 
ment debt. Consumer debt now 
amounts to about 9 percent of con- 
sumer income which has reached 
231.5 billion dollars a year after 
taxes 

Employment continues to rise, 
further strengthening the demand 
for virtually all products and 
services. The only worry to most 
economists now is a_ possible 
softening in business conditions 
when the defense program tape1 
off 


° 


Seutheast Leads in 
Value of Construction 


TWO SOUTHEASTERN regions in 
the first quarter of 1952 led 
the nation in percentage increases 
in construction operations as com- 
pared with the corresponding 





change Stock-Sales 


in inventories Ratio 
July 1952 
from 
July July June 
July June "$2 ‘51 ‘52 


1951 1952 














change 7 mos. 
in sales 1952 
Geographic July 1952 from 
Division from 
July June 7 mos. 
1951 1952 1951 
U. S. Total 
Sales +13 4 2 
Hardware 
South 
Atlantic i) + § 7 
East South 
Central + 16 + 1 4 
West South 
Central | +10 6 7 





14 3 157 205 169 
14 2 | 245 304 261 
22 3 192 284 201 
12 2 | 244 304 250 











Wholesale Hardware Sales and Inventories 
(From U.S. Dept. of Commerce Monthly Report) 





period last year—the East South 
Central region in the value of 
total new construction, and the 
South Atlantic section in value of 
public construction, the Atlanta 
regional office of the U. S. Depart- 


ment of Commerce _ reported re- 
cently 

Included were a 10 percent rise 
in the value of total new con- 
struction in the East South Central 
region, comprising Alabama, Mis- 
sissippi, Tennessee and Kentucky 
which surpassed percentage gains 
in all other areas, and a 58 percent 
increase in public construction in 
the South Atlantic section, em- 
bracing Georgia, Florida, the Caro 
linas and Virginias, Maryland 
Delaware and the District of 
Columbia, which also topped the 
nation. Increases in the nation as 
a whole were 3 percent and 31 
percent, respectively 


« 


Personal Income 
at Record Rate . 


PERSONAL INCOME in June was 
at an annual rate of $266 billion, 
or $1% billion higher than in May 
according to the Department of 
Commerce Farm income ac 
counted for more than half of the 
May-June rise 


* 


Factory and Retail 
Inventories Decline 


TOTAL BUSINESS inventories at 
the end of June were estimated at 
$68.7 billion, which represented a 
decline of almost $600 million, ac- 
cording to the Department of 
Commerce 

Stocks held by manufacturers 
and retailers declined $350 million 
and $250 million respectively. No 
change from the end of May was 
shown in wholesalers’ stocks 
Three fifths of the reduction in in- 
ventories occurred among manu- 
facturers and retailers of motor 
vehicles. 

(Continued on page 88) 
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SHE CALLS IT KZ 
MY “HANDY PAIL” 4/“\\\ 

te 5) 5 am 

war 


YOU'LL CALL 


QML, ; 


= = 
=RED HOT= 
oe —_—. 


LSA YANN ; 


MONEY MAKER & 
-_— ~ 


—<¥ 
— 










My “handy pail” 


sells on sight because Here's the neatest package of pure sales appeal 


that ever crossed a counter! 
IT’S OVAL to fit 
cellulose sponge mops. Its eye-catching, practical oval shape . . . the quality look 
Also, easy to fill, of its gleaming, heavy galvanized finish . . . its colorful, 
pour and carry! hard-selling label—ALL team up to make My Handy Pail 
IT’S BALANCED a sell-on-sight item you can’t afford to be without. 
to stand securely Stop traffic and build volume with My Handy Pail, a 


on steps, sills and 


ladder platform stand out in the outstanding De Luxe Metalwear Line. 











IT’S HOT DIPPED Order from your jobber today! 
AND HAND DIPPED 
for extra durability! SCHLUETER MFG. CO. . St. Lovis 7, Mo. 
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J. BR. Smith to Manage 
Mete-Mower Sales .. 


M. S. Ramsey, president of The 
Moto-Mower Co., Detroit, Michi- 
gan, announces the appointment of 
Joseph R. Smith as general sales 
manager 

Mr. Smith had formally been 
the major buyer for the Z.C.M.I 
Wholesale Distributors of Salt 
Lake City, Utah. Previous to 
that, he had experience in sales 
and the manufacturing industry 


Joseph R. Smith 


Mr. Smith’s duties with The 
Moto-Mower Co. will be the di- 
rection and promotion of national 
sales and national advertising 


* 


Sargent Announces Two 
New Staff Promotions 


THE APPOINTMENTS of Roy G. 
Salaman as merchandising director 
and Theodore Orban as advertis- 
ing and sales promotion manager 
for Sargent & Co., New Haven, 
Conn., have been announced by J 
Bryer Duff, vice president and 
general sales manager of the con- 
cern 

Mr. Salaman was formerly 
rector of advertising and 
promotion, and Mr. Orban adver- 
tising manager. 


di- 


sales 
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Roy G. Salaman 


In his new assignment, Mr 
Salaman will direct the company’s 
merchandising activities. A Sar- 
gent employee since 1916, he 
served in the firm's field 
organization for 25 years in 
Middle West. In 1945, he was 
appointed advertising and sales 
promotion manager, and, in 1951, 
director of advertising and sales 
promotion. He is a member of the 
National Contract Hardware As- 
sociation and the American So- 
ciety of Architectural Hardware 
Consultants 

Mr. Orban joined Sargent & Co 
as a trainee in 1946. The 
following year he became assistant 
to the advertising and sales pro- 


sales 


the 


sales 


Theodore Orban 
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motion manager, and in August 
1951 was promoted to advertising 
manager 


° 


H. J. MeCormick Jr. Named 
Revere Sales Manager .. . 


Harry J. McCormick, Jr., who 
has been with the Rome Manufac- 
turing Co. Division of Revere 
Copper and Brass Incorporated 
since 1946, has been appointed 
sales manager for the company's 
cooking utensil line of Revere 
Ware 

Chester M. McCreery vice- 
president of Revere in charge of 
the Rome Manufacturing Com- 
pany Division, as well as factories 
at Clinton, Illinois and Riverside 
California, announced that Mr 


Harry J. McCormick, Jr. 


McCormick’s appointment is ef- 
fective immediately 

Mr. McCormick, a native of 
Utica, New York, holds degrees 
from both Hamilton College and 
Syracuse University. A member of 
Phi Beta Kappa, he taught school 
at Wellsville, N. Y., resigning to 
enter the armed services where he 
served for 42 months 

Joining Revere in 1946 as a 
member of Rome Manufacturing’s 
Utensil Sales Department, Mr. 
McCormick became Assistant 
Sales Manager in June, 1951 


1952 





for all. 
these steel produ 


U-S-S AMERICAN FENCE, the 


Soutl.’s favorite farm fence. 





There's more in use than any 
other brand ...it must be good! 





iT) 
@ “One source of supply..." works two 
ways. It helps your business when your customers 





know they can depend on you for the wide variety 
of steel products they need in their farm operations 


Phe U-S-S Dealer Emblem, prominently displayed 


U-S-S TENNESEAL V-DRAIN 
ROOFING is winning more 
new friends every year be- 
cause of its practical de- 
sign, strong construction, 
and long service life. 


in your store, is a constant reminder to your Ccus- 
tomers that you carry top quality steel products 
that can be depended on for the best possible 
service 
ty 
One source of supply. 


mind you of the convenience and economy of ore 





should also re- 





U-S-S AMERICAN dering steel products for the farm from T.C.L, a : 
BARBED WIRE is made 
in five styles. All are 
characterized by high 
tensile strength, strong 
barbs, and heavy ¢al- 


vanizing. 


single, dependable source of supply for the popular 
U-S-S Steel Products shown here. 











U-S-S TENNESSEE 
STUDDED ‘'T’’ POST 
drives easily, anchors 
firmly, is economical 
and practical from pas- 

ture to poultry yard. 











U-S-S AMERICAN TIE 4 U-S-S BLUE BONNET BALE U-S~-S TENNESSEE NAILS 
WIRE is specially made TIES for tying straws, al- AND STAPLES are made for 
for use with automatic falfa, bagging, paper and all home and farm purposes 
pick-up balers. Its guar- other materials. Strong, yet in a wide variety of sizes 
anteed toughness and pliable for easy tying. and shapes. Carry a com- 
strength keep bales neat plete line. 


and tight. 
TENNESSEE COAL & IRON DIVISION 


UNITED STATES STEEL COMPANY, GENERAL OFFICES: FAIRFIELD, ALA. 


DISTRICT OFFICES: CHARLOTTE - WOUSTOM - FAIRFIELD - JACKSONVILLE - MEMPHIS WEW ORLEANS =~ TULSA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Stanley Names Blackston 
Senior Salesman... - 


THE APPOINTMENT of Frank W 
Blackston as senior salesman for 
Stanley Tools in the Arkansas 
Mississippi, Louisiana and Okla- 
homa territory was announced 
recently by C. K. Freedell, gen- 
eral sales manager of Stanley 
Tools, New Britain, Conn. Mr: 





Frank W. Blackston 


Blackston succeeds Ted Steinke, 
who will concentrate on the Texas 
territory. 

Mr. Blackston has had experi- 
ence with several Connecticut com- 
panies. After factory training, he 
sold Stanley tools as a missionary 
salesman in the southern states 


. 


Nicholas te Represent 
Ocean City, Montague 


JoserH T. NICHOLAS has been 
named sales representative for the 
Ocean City Manufacturing Co 
and Montague Rod & Reel Co. in 
the Middle Atlantic coast 
effective immediately. His 
tory embraces New York City, 
Long Island, Pennsylvania, New 
Jersey, Delaware, Maryland, and 
the District of Columbia 

A native of Springfield, Mass 
Mr. Nicholas has been employed 
by Ocean City-Montague since 
October, 1951. He has been en- 
gaged in sales and promotional! 
work for the firms in New 
England, New York, and Pennsy]- 


states, 
terri- 
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Joseph T. Nicholas 


vania, and has been active in de- 
signing rods at the Montague home 
plant in Montague City, Mass 


+ 


Fireplace Equipment Unit 
Holds Semi-Annual Meeting 


THE FIREPLACE Equipment Insti- 
tute held its semi-annual meeting 
in Atlantic City recently. Accord- 
ing to Rex E. Conley, Jr., Chatta- 
nooga Implement & Mfg. Co., 
president of the institute, the 
group is developing plans for an 
educational program for retail 
sales personnel with respect to the 
use and care of fireplace equip- 
ment and promotion of year-round 
displays of fireplace equipment 
Fireplace equipment manufactur- 
ers, he said, feel that they have a 
definite responsibility in this con- 
nection to their retail outlets 

Notwithstanding regulations in 


NE ws (Continued from page 48) 


connection with the use of critical 
materials, the industry has been 
able to obtain sufficient quantities 
of brass to maintain production at 
a fairly high level, and it is 
expected that increased allotments 
of brass will be forthcoming in 
the fourth quarter of 1952, Mr 
Conley said 

In connection with the produc- 
tion of firescreens, he pointed out 
that the curtain screen has in 
recent years become the most 
popular firescreen 


* 


Pennsylvania Conducts 
Sales Conference .. . 


PENNSYLVANIA LAWN Mower Di- 
vision of American Chain & Cable 
Co., Inc., recently held a three day 
sales conference in WilkesBarre, 
Pa. The sales conference opened 
with a tour of the model new 
lawn mower plant, in nearby 
Exeter, Pa. The new modern plant, 
which was designed expressly for 
streamlined production of lawn 
mowers was scheduled to be in 
operation in August 

During the conference new im- 
proved models were introduced for 
the 1952-53 season, including the 
Pennsylvania De-Luxe Power 
Mower, 21 inch cut, with improved 
clutch operating mechanism and a 
grass stripper which prevents 
grass from clogging the chain and 
sprocket; the Pennsylvania Exeter 
Power Mower, 18 inch cut; and a 
new 14” Pennsylvania Pennette 
hand mower for the popular price 
market. 





Representatives of Pennsylvania Lawn Mower Division at their recent 
sales conference 
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WITH AN EXCLUSIVE 


Whether you sell BPS Flatlux alone or 
give your customers the benefit of the 
full Patterson-Sargent line, you enjoy 
the rare benefits of protected territory 

protected profits. And today, with 
Flatlux offering those customers high 
quality interior paint colors at a cost 
less than other type paints, those profits 
are heavy and steady. Specifically 
formulated for lasting beauty and 
permanence, BPS Flatlux is a big seller, 
preferred by those who want the best. 
Join up today with BPS ... the line with 


your future in mind! 


The Patterson-Sorgent Compony 
1325 East 38th Street 
Cleveland 14, Ohio 


Please make available to me the facts containea 
in the 1952 BPS Paint Survey 


Nome 


Title 


Address 





THE co. 
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TCI Appoints Geisking 
Assistant to President 


APPOINTMENT OF Mery! H. Geis- 
king to the newly created position 
of assistant to president of Tennes- 
see Coal & Iron Division of United 
States Steel Co. is announced by 
Arthur V. Wiebel, president. At the 
same time, it was announced that 
David A. Challis, Jr., 
general manager of sales for 
United States Steel in Pittsburgh 
would succeed Mr. Geisking 

In his new post, Mr. Geisking 
will be active in helping promot 
the industrial development of the 
South, which constitutes TCI’ 
market area, reaching from the 
Carolinas through Texas and Okla- 
homa 

Mr. Geisking started with United 
States Steel in 1915. He becam 
manager of sales of the company’ 
New Orleans district office in 1931 
continuing in that position until 
1933, when he was transferred to 
Birmingham as assistant to gen- 
eral manager of sales for TCI. In 
the same year, he was elected vice 
president and general manager of 
sales for TCI 

Mr. Challis joined the United 
States Steel Co. in the Pittsburgh 
district office of Carnegie-Illinois 
Steel Corp., after serving in the 
sales department of Johns & 
Laughlin Steel Corp. for 13 years 
In 1941 he joined the staff of the 
sales vice president of Carnegie- 
Illinois and was transferred in 
1946 to the company's Detroit dis- 
trict sales office as assistant to 
manager of sales. He returned to 


assistant 


NEWS 





Mery! H. Geisking 


the Pittsburgh headquarters in 
1950 and was promoted in the same 
year to assistant general manager 
of sales, the position he held at the 
TCI vice 


time of his election as 


president-sales 


e 


Southwester Conducts 
Fifth Annual Meeting 


THE SOUTHWESTER Co., 2130 S 
Kedzie Ave., Chicago 23, Illinois, 
held its fifth annual factory rep- 
resentative meeting in August at 
the factory office in Chicago. 

Members attending the meeting 
were taken on a tour of the plant 
and received full explanation of 
the manufacture of glass rods. A 
review of the show was conducted 
at one meeting, and the new and 
improved 1953 line of fishing rods 
was shown. A final banquet con- 
cluded the firm's meeting 





Southwester Co. representatives at the firm's fifth annual meeting 
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Billings Names Lyons 
Seuthern Sales Rep. . 


THe Bituincs & SpENcER Co., 
Hartford, Conn., announces the 
appointment of J. B. (Jack) Lyons 
as direct southern sales repre- 
sentative with headquarters in 
Atlanta, Georgia 

Mr. Lyons has lived in the South 
for many years and is well ac- 
quainted with the method of tool 
distribution throughout the terri- 
tory. He will represent Billings 
in the Virginias, District of Co- 
lumbia, the Carolinas, Georgia, 
Florida, Alabama, Kentucky, Mis- 


sissippi and Tennessee, plus a 
portion of Maryland. 

Mr. Lyons’ sales efforts will 
supplement those of Taylor 





J. B. Lyons 


Brothers, who have represented 
Billings throughout the southern 
territory for many years and 
whose headquarters are in Rich- 
mond, Virginia 


+ 


H. G. Sommer, Keystone 
Executive, Passes ..... 


Henry G. SOMMER, chairman of 
the board of directors of the Key- 
stone Steel & Wire Co. of Peoria, 
Illinois, died suddenly August 30, 
while working in the yard of his 
home 

Eldest son of Peter W. Sommer, 
a founder of Keystone, Henry 
Sommer had been affiliated with 
the firm since his school days. He 
was appointed assistant secretary 
and assistant treasurer in 1924, and 
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HUNTING CLOTHING 





BUILDS STORE TRAFFIC... 


MAKES MORE MONEY 





It's no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 
line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 

. remember too that at least one of the RED HEAD "/93 
ways to make a profit” can mean that extra sale that will con- 
tinually boost your profits to new highs! 



















These three headliners are real drawing cards 
they are hunting garments thot you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to moke hunting a 
physical pleasure in the roughest terrain. ""Bone-dry 
comfort in itself sells for you add the best all- 
ayound a a es ee ee ae 
»  sfore'’s reputation by making RED HEAD your “top” 
line this fall 





“Bone-dry’’ HUNTING COAT 





"Bone-dry' Hat-cap “Bone-dry" Zovoves 


TRAE MARK PEG 





RED HEAD BRAND COMPANY 


4300 West Belmont Avenue, Chicago 41, Illinois 
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joined the board of directors two 
years later. He was named vice 
president and treasurer in 1928 
and in 1934 was elected executive 
vice president—a position he held 
until his elevation to board chair 
man in 1945 

Mr. Sommer was also an officer 
in Keystone subsidiary companies 
He served as director and treas 
urer of the Mid-States Steel & 
Wire Co., Crawfordsville, Indiana 
and as a director of the National 
Lock Co., Rockford, Illinois 


ae 


Southwester Appoints 
Waddell Representative 


THe SOUTHWESTER Co., 2130 S. 
Kedzie Ave., Chicago 23, Ill., an- 
nounces the appointment of Jack 
Waddell & Son, Box 1316, Nash- 
ville, Tenn. as factory sales rep- 
resentative in North Carolina 
South Carolina, Alabama, Missis- 


sippi, Georgia, and Tennessee 


e 


Yeoman to Represent 
Celeman in Mid-South 


THE COLEMAN Co., Inc., Wichita 
1, Arkansas, is now represented in 
Arkansas and southern Missouri 
by Charles E. Yeoman, Ava, Mo 

Before assuming his new posi- 
tion as district representative for 
the Open Market Division, Mr 
Yeoman completed an _ intensive 
course in sales and service train- 
ing at the Wichita factories of the 





Cc. E. Yoeman 
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Present fcr the H-I 
sales meetirg were, 
left to right: J. M. 


Brennan, assistant 
treasurer; William 
J. Crum, Atlanta. 
Ga., representative: 


E. J. Baumgartner, 
Palmetto, Florida, 
representative, and 
H. S. Fling, Alder- 
son, West Virginia, 
representative 


company. During World War II, 
he served four years with the 
USAAF and flew 43 missions as a 
bombardier with the 14th Air 
Force in China 

He will continue to 
Ava where he is active 
life 


reside in 
in civic 


. 


Johnston Names Rhodes, 
Meech to Sales Posts . . 


TO PROVIDE INCREASED service 
for Johnston wholesalers and their 
dealers, Johnston Lawn Mower 
Division of Jacobsen Manufactur- 





Rhodes Keech 
ing Co., Racine, Wis., has added 
two new salesmen to its staff 


Rhodes will take over the 
territory. Previously, 
he served as district sales man- 
ager for Pur-O-Lator for eight 
years and as sales representative 
for Peden Iron & Steel Co 

Handling the Southeast territory 
will be Richard H. Keech, an 
experienced advertising and sales 
promotion man who is well known 
to hardware wholesalers through- 
out the Southeast 


Val H 
Southwest 


SOUTHERN 


(Continued from page 52) 





Herrecks-Ibbotsen Holds 
Annual Sales Meeting . . 


HORROCKS-IBBOTSON CoO. sales 
are 12% ahead of last year, despite 
the fact that the tackle industry's 
business, as a whole, shows a drop 
of 12 percent, according to gov- 
ernment tax figures. This was an- 
nounced by Richard H. Balch, 
president of H-I, at the company’s 
annual sales meeting, August 4 - 6. 
Mr. Balch also announced price 
reductions on 550 of the com- 
pany’s 3000 tackle numbers for 
1953. 

A feature of the three-day 
sessions—attended by H-I sales- 
men from coast to coast—was a 
preview of the new line, high- 
lighted by H-I Power Glass Rods 

The advertising program for 
1953 was presented by George P 
Hodges of Moser & Cotins Inc., 
Advertising. Arthur S. Cotins, 
President of the agency and Frank 
Devecis, an Art Director, also 
participated in the presentation 


* 


Borg-Warner Purchases 
E. C. Atkins & Co... . 


ACQUISITION oF E. C. Atkins & 
Co. of Indianapolis by Borg-War- 
ner Corp. of Chicago was disclosed 
in August. The company will be 
operated as the Atkins Division of 
Borg-Warner, according to an an- 
nouncement by R. C. Ingersoll, 
president of Borg-Warner. 

The transfer was effected by an 
exchange of Borg-Warner common 


(Continued on page 90) 
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Full pages in full 
color in 3 of America’s 
most shopped 
show windows 


Plan your tie-in £GSl@ Promotion! 


Send today for all these FREE Sales Builders 


@ Get, and use, all this free merchandising 
material! Full-color, easel-mounted reprints 
of COSCO’s national advertising, for your 
counter display! Giant blow-ups of COSCO’s 
national advertising, for your window or 
floor display! Ready-to-use ad mats for your 
local COSCO advertising! Mats, photos and 
copy for your own newspaper ads! And 
hard-hitting radio commercials! Get it all! 
Use it all! Write today! 

HAMILTON MANUFACTURING CORPORATION 

COLUMBUS, INDIANA 


Household Stools, 4 hairs 


and Utility Tables 
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THE 


Standard 
of Companson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliers in stock for your 
best customers—the 
men who know good 



















tools. They just won't 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 

WU rite fer your _— 
free copy of 


the Klein 
Pocket Tool 


Guide today! } 
Contains use- 
ful imforma 


fron 


y/ 

DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Stand- 
ard Electric Corp., 


4 i hy =u 
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WHOLESALER NEWS 





Peden Names Bryan Sales 
Promotion Manager... . 


J. D. Bryan, Jr. has been ap- 
pointed sales promotion manager 
of Peden Iron & Steel Co., hard- 
ware wholesalers, Houston, Texas 

Mr. Bryan, known as Jimmy, is 
a veteran in the hardware field. He 
started with Peden a number of 
years ago in the warehouse and 
has since worked in several com- 
pany departments, including the 
sales division and the purchasing 
department. In his new post, he 
will work closely with the pur- 


—- aT 


veiw \ 





chasing, sales and other depart- 
ments, under the supervision of 
George T. Morse, Jr., president and 
general manager of the company 


e 


Wallace Constructs 
Medern New Warehouse 


WALLACE HARDWARE Co., Inc 
hardware wholesalers in Mor- 
ristown, Tenn., has completed 
construction of a modern new 
warehouse which features up-to- 
date loading and unloading facil- 

(Continued on page 88) 
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lee thease WINCHESTER 
whe You 
ee MORE SALES 
Give a WINCHESTER —the Lifeti time. Gift 


| 
| 





















For Generations of Use---GIVE 


WINCHESTER 


|\auos FINEST RIFLES & SHOTGUNS 
." COLOR WINDOW STREAMER 















Will help you sell WINCHESTER firearms for gifts 


when they see this attractive 9” x 24" streamer in your 






window or prominently displayed inside your store. 













WINCHESTER 


> 


\ 






. o @) 
; L —_ 
7 dam, 
va — vi 
60 V [Z Ps — 
mn , - . —S 
il (6 ll 5 
7 ‘ ~— ’ 4 / Give a 


CHRISTMAS GUN “CRADLE” 4 COLORFUL TAGS 

Holds and displays any model WINCHESTER firearm. Puts 

your best-selling WINCHESTER model right in the limelight, Say: “Give a WINCHESTER” to 

in your window, on your back counters or display counters, your store traffic. You can hang 
these tags (4"' diameter) from light- 


cords, gun trigger guards, or barrels 


SELL YOUR CUSTOMERS ON GIVING | Or 20, Cesr guards. oF barrels 


WINCHESTER) — 


TRADE - MARK ARMS AND AMMUNITION DIVISION 


FIREARMS THIS CHRISTMAS OF OLIN INDUSTRIES, INC, 


NEW HAVEN 4, CONN. 
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W. C. Berry, manager 







of the Fairmeadows 






Farm, Jonesboro, Geor- 


gia, seen with Dixistee! 






Fence which will enclose 


a new pasture. The 400- 





acre farm is owned by 


H. J. Schneider. 





eS tenant iit iials 


[a 


“YOU CAN’T BEAT 
DIXISTEEL FENCE” 


‘* 





i Here’s a man who knows what he is talking about. because 
ve he has put up plenty of Dinisteet Fence and Barbed Wire 
. on the beautiful Fairmeadows Farm, breeders of registered 


Aberdeen-Angus cattle. 

As a dealer, you naturally want to sell fence that will 
bring you repeat business. 

Dixisteet is that kind of fence. Its superior features 
soon convince your customers that here is a fence that’s 
made right for easy stretching and heavily galvanized for 


SELL THE FENCE THAT vy 





HELPS YOU SELL! DixisteEL Barbed Wire and Dixisteet Staples will help 
Dixisteel Fence, Barbed you meet the complete fencing needs of your customers. 
Wire and Staples are ad- ‘ 

consistently in all 

















customers turn to for in- 
formation: 
Progressive Farmer —— “ann “ 
Florida Grower 
sii Velie ES Fence * Barbed Wire © Staples * Nails 
Florida Cattleman 
Bureau News 


ATLANTIC STEEL COMPANY + ATLANTA, GEORGIA 
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Special promotion is boosting our 


APPLIANCE SALES 





By Stanley Bumby 
Joseph Bumby Hardware Co. 


Orlando, 


yeaa COMPETITION from 
every possible source is limit- 
ing the hardware dealer's oppor 
tunity to share in the profits, we 
have found it wise to use extra- 
ordinary methods to boost 
of major appliances during 1952 

Like most hardware merchants 
who maintain a large appliance 
department, we have learned to 
lean heavily upon it for operating 
revenue, and believe that this 
source is so important that nothing 
should be spared to keep thie de- 
partment on a paying basis 

Therefore, to start off our 1952 
sales program, we decided to throw 
out all of the more or less stand- 
ardized methods of the past, in 
favor of a sensational promotion 
which would attract not scores, 
but literally hundreds, of worth- 
while appliance prospects. 


sales 
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Florida 


We felt that we had an ideal 
prototype for such a promotion in 
the distributors’ shows which are 
staged by appliance distributors in 
every territory, simultaneously 
with the release of the current 
year’s models. In other words, we 
decided to put on an entertaining 
educational show, and to attract as 
many prospects as possible with 
fast-moving entertainment, prizes 
give-aways, and favors 

Naturally, we did not have suf- 
ficient space to put on a promo- 
tion of this type in the store it- 
self. The only logical] alternative 
was to rent a loca] theatre, and 
after a bit of investigation we 
found that it would be possible to 
rent a modern motion picture the- 
atre during the morning hours 
at the rate of $100 per day 

Next, we contacted local talent 
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Spaced between entertainment periods were presentations of new 


appliances. These “plugs” 


were presented with as much 


interest 


as possible and were of educational value to the audience 


entertainment 
entertainers 


agencies associa 


tions, etc for whom 
we felt would present a clean, fast 
moving type of entertainment 
which every 
Shortly we 
obtain at 
and that 
expensive 

With the site and the personnel 
thus in hand, we began promoting 


would 
that we could 
uch acts 


visitor 
found 


dozen 


enjoy 


least a 


none was prohibitively 


the event two weeks in advance 
We received quite a boost in this 
endeavor, incidentally, in using our 


appliance sales manager, Pat De 
Haven, to singing 
mercials on radio broadcasts. on a 
15-minute program every day. M: 
DeHaven 
actually 


present com 


n accomplished singe! 
wrote singing 


comme! 


cial for the event and sang them 
himself. You may be sure that 
this somewhat unusual departure 
from standard sales methods got 
a lot of attention 


We naturally used newspape: 
advertising as well, and sent ou 
direct mail invitations to al] of 
our past appliance customers 

Inasmuch as this was the first 
such event to be staged in Orlando 
for many years, we were able t 


get really outstanding cooperation 


Following the show at a nearby 
theatre, the audience visited the 
store for additional refresh 
ments and a first-hand inspec- 
tion of the new appliances un- 
veiled at the show 


from newspapers, other radio sta- 
tions, appliance distributors, etc 
On the opening day, we received 
thousands of dollars worth of free 


newspapers, and 
photographs 
newspaper report- 
ers of outstanding local personal- 
ities and their families, visiting the 
show 

With seating 
than 1,000, we 
crowd by 
novelty 


publicity in Iccal 
literally 
made by 


scores of 


were 


more 
lured a_ sell-out 
offering refreshments, 
gifts for children, and. of 
the itself. With an 
experienced on the plat- 


space fol 


course show 


emcee 


form, we presented a two-hour 
event, with entertainment spaced 
between presentations of new ap- 
pliance developments in the lines 
we feature, These “plugs” were 
likewise presented with as much 
and we felt 


interest as possible, 


that every woman attending went 
out with a thorough appreciation 
of the strides made in improve- 
ments of ranges, refrigerators 
home freezers, washing machines, 
and similar lines. At the end of 


the show, we staged a drawing for 
give-away prizes, which included 
chiefly electrical housewares, such 
coffee brew- 
ers, and a grand prize of an elec- 
tric mixer 

Our 10 appliance salesmen were 
pressed into service as ushers, and 
were on hand to answer questions 
They were introduced to the pub- 


as automatic toasters 


lic, with the suggestion that af- 
ter the show the audience make 
a trip to our store, only a block 
away, where extra refreshments 
would be served, and the visitor 


would have an opportunity to look 
over the new appliance lines first- 
hand 

The only string which we 
placed on the entire presentation 
was that every visitor register up 
on entering, and fill out a card 
with her name, address and com- 
plete information on the appliance 
already in use, plus her age. These 
we later broke down into prospect 
lists, which would make it simple 
for our salesmen to divide them up 
into blocks and make personal fol- 
low-ups 

All of the appliances were pre- 

(Continued on page 74) 
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By Rebert Latimer 


URING THE winter season, Curry 
Hardware Co., Waco, Texas, 
sells an average of 50 gas-burning 
space heaters a month. According 
to Owner Jack Curry, they're a 
long-profit item, well worth extra 
merchandising effort, as proven by 
customer response to the aggres- 
sive promotional program he has 
built around heaters 
Located in a suburban area, 
Curry Hardware Co. realizes a 
space heater volume that is far in 
excess of that handled by a lead- 


ing mail-order house only a few 
blocks away 
“Like almost any other item 


which has to do with human com- 
fort, space heaters have a variety 
of points which can be ‘sold’ to 
various types of customers,” Curry 
pointed out. “Too often, the home- 
owner has a space heater installed, 
without regard to the size of her 
room, the specific job it must per- 
form, and with resultant disap- 
pointment. Moreover, many child- 
ren have been badly burned be- 
cause of the improper choice of a 
non-insulated or exposed type of 
heater. We take all of these points 
into consideration in building our 
sales program.” 

Point Number One in space 
heater promotion is a “mass dis- 
play” which fills four-fifths of the 
main display window throughout 
the Fall and Winter months, plus a 
similar massive display just inside 
the store. Shown here are the 
products of three leading manu- 
facturers, each chosen for both 
eye-appeal and heating efficiency 
Backing these are a wide variety 
of small heaters of the type used 


Mass display is Point No. | in 
Curry’s space heater merchan- 
dising program. This display 
fills four-fifths of the display 
window throughout the winter 


This 3-point program sells 


ee Heaters a Month 





i. 
2. 
3. 


for bathrooms, base- 
ments, etc. “A glance at 


our store any time after 





mass displays 
installation service 
personal contacts 





August 30 will show 

the passing home-own- 

er that we definitely are in the 
space heater business,” Curry said 
“And this, incidentally, is about all 
the advertising we need.’ 

Second, Curry engineers every 
installation—no matter how large 
or small. He believes that a dis 
appointing performance by a space 
heater, sold by the store, will 
create far more ill-will than the in- 
dividual profit will compensate 
for. Thus, he works carefully with 
every prospect in figuring the size 
of the room, its cubic-foot area, ex 
posure to the north, south, etc., the 
number of people who will occupy 


the room, its insulation, etc. If 
these factors cannot be found 
through conversation with the 


prospect, Curry or a salesman will 
drive out to the home and check 


the customer's room for himself 

‘We talk BTU’s from start to 
finish,” Curry said, “so that any 
customer who has made a purchase 
knows whether she has a 25, 20 
or 15 thousand BTU output space 
heater Most rooms, we have 
found, can be adequately heated 


with a space heater of 20,000 out- 
put, but the customer will almost 
invariably buy a 25,000 BTU unit 


This, of course, is perfectly agree- 
able with us, inasmuch as the 
extra heating capacity is con- 


ducive to goodwill. We have found 
that most home-owners who have 
taken our ‘short course’ in space 
heater engineering keep the facts 


in mind and recommend us en- 
thusiastically to friends 
(Continued on page 78) 
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The major wall display of paint is supplemented by 
a special display of “touch-up” paint near the 
housewares department, where it attracts women 


C— MODERNIZATION of hi 
A store has meant new profit 
for R. W 
Morgan Hardware Co., 
Arkansas 
“Modern 
modern setting if 
tract its share of available custom- 
During the 65 


well 


Morgan, owner of the 
Camden 
merchandise needs a 
a store is to at 


ers,’ Morgan said 
years we have operated, I, as 
before me 
times 


as those modernized 
the store many 
striving to keep the store in step 


with current merchandising trend 


each time 





The store's garden tool rack. 
which has been used for two 
decades, turns on casters and 
offers easy selection. At right. 
island display fixtures are of 
stair-step type, offering open 
display and easy selection 
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The modernization plan included ample floor space 
behind the housewares window for demonstrating 
lawn mowers and displaying bulky merchandise 


During this lat 
est modernization 
program we found 
that not all of the 
old fixtures and 
displays were out 
moded. so a few 
of the best were retained. But 
generally we sought the new ap- 
proach to display, for the new 
method of displaying merchandise, 
which places virtually everything 
at the customer's fingertips, is like 
having a super salesman in the 
store. Such display encourages the 
impulse buying which builds vol- 
ume 

This modernization program 
started at the very front of the 
Backless display windows 
installed, affording a 


store 


were clear 





NEW FACE--- 


By S. W. Ellis 


view of the entire store and spot- 
lighting those items displayed di- 


rectly behind the windows. Ac- 
cording to Morgan, the cost of 
these windows was justified al- 


most immediately 

‘Well-designed display windows 
provide the best means for pro- 
moting merchandise 
Timely merchandise, displayed at- 


seasonal 
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Designed especially to appeal to women, the new fixtures enable the 
store to display a wide variety of merchandise and to spread it ou: 
before the customer's eyes, such as the housewares items shown below 





NEW PROFITS! 


tractively in a modern and unusual 
setting serves to attract customers 
into the store. Customers must be 


drawn into the store, for few are 
sold on the sidewalk.’ 

A profitable item every month 
in the year—paint—was selected 


for the choice wall display directly 
behind the display windows which 
are devoted, for the most part, to 
housewares and cleaning supplies 
The shelves are spaced to accom- 
modate all sizes of cans, from five 
gallon to half pints, and the dis- 


play is kept well-stocked to furthe: 
impress customers with the varie 
ty available 

This major wal] display of paint 
is supplemented by a special dis 
play of “touch-up” paint, the stand 
being located near the housewares 
department to catch the attentior 
of women customers 

The modernization plan called 
for ample floor space behind the 
housewares window for displaying 
bulky merchandise. During the 
warm months, for 
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example, the 





in the 
store displays 
cleaning items, while a revolv- 
ing rack aids broom selection 


This special platform 


center of the 


occupied by power lawn 
with sufficient space a- 
for demonstrations to 


spot is 
mowers, 
vailable 
customers 

Hand-operated mowers 
which still account for important 
profits, have a special display fix- 
ture. They are displayed effec- 
tively on the lower plat- 
form of a long table, where each 
with price attached, is in 
plain This display is par- 
ticularly advantageous in that the 
mowers are never in the way, and 
little chance of being dam- 
mer- 


lawn 


open 


mower! 
view 


have 
aged or of damaging other 
chandise 


A special platform in the center 


of the store displays cleaning 
items, while a circular broom rack 
that revolves on casters offers 
easy selection of brooms, “Display 
is a chief selling weapon,’ Morgan 
pointed out. “I want every item 
seen by the customer: Whatever 


must be hidden has 
peal.’ 

One of the store's most profitable 
old fixtures is effectively 
still in this modern display plan 
This is the garden tool rack, which 
two decades 
display on which 
racked neatly. There 
(Continued on page 76) 


no sales ap 


used 


has been in use for 
It is 


all tools are 


a circular 


Hand-operated lawn mowers are 

displayed effectively on the open. 

lower platform of a long table. 

with price tags attached. Here 

they are easily seen. yet are safe 

from damage and wil] not damage 
other items 
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()' ALL THE factor involved in 
the successful promotion and 
sale of water systems, the most im- 
portant insuring the customer's 
complete satisfaction with the sys 
tem he purchases 
Luther, manager of the 
pump and windmill] department at 
Charles Schreiner Co., Kerrville 
Texas 

One of the early specialties of 
this store, which was first organ 
ized by Charles Schreiner when 
he founded the town, was the sale 
and installation of windmills. To 
day, owned and operated by the 
founder's son and grandsons, the 
company still sells windmills, but 
it also sells water pumps, In fact, 
“We sell about 50 systems a year, 
Luther pointed out 

Kerrville is not located in a rich 
farming community, therefore very 
little farming is done. In the hill 
country the land is too rocky, with 
a thin iayer of subsoil. Around 
Kerrville the ranchers herd goats 
and sheep, and this has a direct 
bearing on the sale of water 
pumps 

“Nine months out of the yea 
Luther said, “there is sufficient 
wind to operate a windmill. Water 


says Leland 


wate! 


Manager Luther skips no de 
tails in explaining the fun~tions 
of a water pump to a custo:ner, 
above and right. The customer 
cemnot get too many details, 
he warns, and he isn't satisfied 
with merely a neighbor's rec- 
ommendation of a system 





good and wells only have to 
79 down 300 to 350 feet. That ex- 
plains our preference for the pump 
we now sell 

When the company first began 
elling water systems. it handled 
first one pump and then another 
The units were all of standard 
manufacture, but they were not 
suited to the territory’s particular 
needs. At last, the firm selected 
the pump which it currently pro- 
motes 

When a rancher begins to think 
seriously about a water system,” 
Luther said you can rest as- 
sured that he has read all the ad- 
vertisements on the various pumps 
From these, he has selected a fa- 
vorite. What he doesn’t know are 
the features that are not mentioned 


ATISFACTION 


coee int merchandising 


By C. Thomas 


in the ads. And these very fea 
tures are just the ones that make 
a certain pump unsuitable for his 
particular needs, nine times out 
of ten.” 

When a customer indicates in- 
terest in buying a pump, Luther: 
assumes the customer knows noth- 
ing about water pumps. In order 
to sell the customer the best unit 
for his needs, he begins by ask- 
ing questions 

First, Luther asks if the system 
is to be used for the family’s needs 
Then, how many in the family’ 
This gives him a rough idea of 
how large a tank wil] be needed 
Luther has learned that a family 
of two will need, on an average, 
a 20-gallon tank; a family of four 
will need an 80-gallon tank 
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serviceman whom we know to be 
the best in the county. But ou 
customers can instal] their own 
pumps, if they wish 
Of, course, the store guarantees 
the system, and if the serviceman 
ecommended does the installing 
his work is guaranteed also 
- , ™ ’ % While adjustments have been 
Is W HAT Col ATS negligible, customers do encounte! 
a little difficulty at times. The ma 
jor problem arises the first time 
the customer encounters a wate! 
water systems No matter what hour a custom 
er calls us about his water svstem 


Luther said, “I immediately go ou 








to his home—nights, Sundays o1 
holidays. As I adjust the trouble 
Here’s a dealer who sells 50 water I make sure the owner is around 
systems a year. In building volume to watch, and I explain as I go 
¥! 7 along what caused the trouble 
sales in this line, his first aim is ane tenet quate 6 eam bn Geeeeel 
te assure trouble - free operation ol 
Luther has learned not to try 
to teach the owner in advance a 
his, he says, only confuses him 
and he will diagnose the trouble 
Next, Luther asks the depth of two. The saving in pipe is an im incorrectly and subsequently } 
the well and its flow. The rancher portant factor in selling the sy make the wrong adjustment | 
will know this, having talked it tems, he explained At first, I thought that teach 
over with his well digger, This in- Also,” he said, “with this pat ing customers in advance possibly 
formation determines the size ticular pump, a 12-year-old child would save me a trip he ex | 
pump needed can switch the unit from power! plained But it is far easier to 
“In this locality,’ Luther point- supply to the windmill People make the trip and find an un } 
ed out. “a one-horse-power pump do not want to pay for power! molested system than one that ha : 
is the most popular. Rather than when they can utilize the wind been further damaged by tinker j 
have one large pump and pipe free ing 4 
the water to many places, ranch- The average water system sale In purchasing the first water 5 
ers will dig wells and use more amounts to approximately $700 system, the customer cannot get 
small pumps. For example, one This is for pump, tank, pipe, and too many details, Luther ha 7 
rancher has 10 pumps at as many fittings learned. And there is a tendency i 
wells.” “We do no installing,” Luther’ to skip some of the fundamentals i 
The system that Luther sells said. “Whoever buys the system taking for granted that the cus : tf 
needs only one pipe, whereas pays another person for installing tomer already knows them : )} 
others of popular make require it. However, we do recommend a Also, he has learned not to de 
pend too much on another cus | 
tomers recommendation of a sys ; ¢ 
tem : ; f 


“You can discount the neighbor 
recommendation,” Luther conclud 
ed, “but vou cannot discount hi 
knocking a certain system. There 
fore our chief objective is to in 
sure complete customer satisfaction 
with every system we sell—for 
satisfaction is what counts in sell 
ing water pumps 


Luther shows the customer pipe 
and casing needed to install 
the water system. Pipe is cut 
and threaded right irside the 
store, but no installation work 
is performed. Instead, he rec- 
ommends a reliable serviceman 
for installing his water pumps 
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The profitable farm market for 


ng ee gen provide a MM ET Al ROOFI NG ‘ 
steady market for metal roof } 
ing for the Kolmeir Hardware 4 ° 4 - B 
Company, Fredericksburg, Texas 
’ These sales yield the company sub- 
stantial profits, and R. E. Weber, By Cc. T. Harris 
general manager, emphasizes his 
belief that the average hardware 


dealer should concentrate on said. “Since the average barn re- lations. Profit for the hardware 
selling roofing, leaving the instal quires more than 2,900 square feet dealer comes from selling roofing 
i : lation to specialists of roofing, such sales are substan- not installing it 

il ‘ “The bulk of our volume on _ tial ones.’ “Roofing for an average barn 
metal roofing comes from sales to While Weber will handle the in- would require, say, 2976 square 
farmers and ranchers Weber  stallation if a customer insists, he feet, a sale amounting to $416.14 
neither seeks nor wants this work at current prices, Our gross prof- 
| This is work for firms special- it would be $120.00. If we handled 
izing in such jobs. Taking the long the installation, three men would 
: view, the average dealer will re be required to lay the roof one 

alize but little profit from instal- (Continued on page 78) 


a 


wl atk 








At top, Manager Webb and cus- 
tomer inspect metal roofing in 


the racks and handy storage y 
compartment. Above, tinsmiths » 
make more money rolling sheet 

a 


metal than laying roofs, thus 
installation work is avoided 
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The lay-away plan used by this store 
has increased sales of ammunition. 
moving much merchandise even be- 
fore the season starts. At right. W. E. 
Graham makes up a customer's am- 
munition list for the entire season. A 
full case in mixed sizes will be 
placed in lay-away. Below: H. L. 
Graham points out to a customer 
features of a camp stove 


This dealer's 


lay-away plan is 





q 
e j 
Was Us } G | 
By S. W. Ellis 
I AY-AWAY, promoted vigorously for a new gun, ammunition, fine 
weeks or months before the fishing tackle, or camping equip- 5 


item will be used, helps to build ment, when they do not have to gon’t want our books loaded with 
sporting goods sales for Graham pay cash immediately,” says H. L. accounts that represent merchan- 
Bros. Hardware & Appliance Co., Graham. “We could charge many ise taken from stock and in use by 
North Little Rock, Arkansas extra thousands of dollars worth the customer. We had much rath 

“Customers will spend heavily of sporting goods annually, but we er have the rear of our store piled 
neatly with items that the custom- 
er is paying for in off-season 

“We find it more profitable to 
have lay-away items in storage 
with the customer's name attached 
than for them to remain on display 
up front, waiting to be bought 
Lay-away represents sure cash we 
can depend upon. Also, lay-away 
moves a lot of merchandise weeks 
before the season starts,” he point- 
ed out 

A typical illustration of the val- 
ue of lay-away is the increase in 
ammunition sales. When hunting 
season Was many weeks away, am- 
munition was being sold by the 
case in this store 

‘Weeks before the custome! 
needs shot gun shells, we put the 
shells on display and urge hunters 
to make up their year's list of 
shells that they will need and put 
the ammunition in lay-away 
Every ammunition customer who 
buys his shells on the lay-away 
plan buys more than he ordinarily 
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would buy. We sell mixed case 
made up from the customer's list 
and then do our own buying ac- 
cordingly. This plan helps us to 
sell ammunition that we haven't 
yet bought. It helps us to know 
how to buy. Right now we have 
sold several full cases to custome! 
who would have bought only a 
single box if they had waited un- 
til the hunting season opened to 
buy their ammunition.” 

Graham and his partners give 
ammunition sales a boost by telling 
the customers that they might not 
get all the sizes they need if they 
wait too long to determine their 
needs for the hunting season 

Ammunition is displayed near 
the gun rack, a few boxes being 
sufficient to remind customers that 
they can buy all the shells they 
need now and have a case of as- 
sorted sizes paid for by the time 
the ammunition is needed 

Guns and ammunition are sold 
and promoted profitably 
fishing season, because lay-away 
lets the customer buy immediately 
and pay a small amount each week 
By the time he has paid for his 
ammunition and hunting equip- 
ment, he is a prospect for fishing 
tackle and supplies, which he will 
buy and place in lay-away while 
he is shooting ducks, turkey o1 
deer 

Recently a customer came in for 
a tackle box. He paid for the b-x 
and then had an entire fishing out- 
fit placed in lay-away. This in- 
cluded an expensive fly rod that 
the customer probably would not 
have bought if he had been pay- 


during 


68 





In the _ sporting 
goods department at 
the front of the 
store, an area of 
open floor space is 
maintained at all 
times for demon- 
stration purposes. 
Lawn mowers and 
vacuum cleaners 
especially sell well 


in the _ sporting 
goods department 
here. At right, 


while the sportsman 
is enjoying hunting 
season, he is a likely 
prospect for fishing 
equipment and will 
respond to a lay- 
away plan that of- 
fers easy terms 


ing cash for his 
upplies 

“It’s easy to ‘sell 
ip’ the customer 
with lay-away 
Graham said 
Most sportsmen 
want fine equip- 
ment, and many of 
them will buy it when they can 
pay for it a small amount at a time 
Another advantage of the lay-away 
system is that the customer keeps 
coming back to the store to make 
his payments. If he doesn’t come 
in every week or two, he sends his 
wife. And if we don’t make an- 
other sale before the customer 
leaves the store, it isn’t because we 
don’t try.” 

In the sporting goods depart- 
ment at the front of the store, an 


SOUTHERN 





area of open floor space main- 
tained at all times for demon- 
strations. A good demonstration 
which lets the customer get the 
feel of the equipment he wants to 
buy often closes a lay-away sale 
Sometimes the demonstration sells 


the customer a more expensive 
item 
For example, a customer who 


came in for an inexpensive camp 
stove recently changed his mind 
and placed a $15.98 unit in lay-a- 
way. He selected the more ex- 
pensive one after the salesman had 
demonstrated it and showed hin 
that it could be 


grill as well as a camp stove if the 


ised as a backyard 





need arose 

“Layaway helps us avoid bad ac- 
counts and a lot of credit check- 
ing Graham said. “Anyone car 
buy what he wants on lay-away 


and we're not left holding the bag 





Any article priced from a dolla 
up can be placed in lay-away 
Sometimes a customer selects tack- 
le priced at a dollar or two and 
has it laid away until payday. But 
most of the lay-away sales in the 
sporting goods department are 
large ones that require longer per- 
iods of payment 

Instruction on bait casting is 
given in the store at any time, in 
the cleared demonstration area up 

(Continued on page 74) 
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Owner Earl Clowser, right, ex- 
Plains the use of a new rifle 
to a customer. His store's 
$5000 stock of guns and ammu- 
nition is backed by a strong 
merchandising and promotional 
program, and sales ind cate that 
volume in 1952 will exceed the 
400 guns sold during 1951 


By B. Miller 





$25.000 annual volume from this 


Profitable Gun Department 


AS THE RESULT of a complete 
merchandising and promo- 
tional program, more than 400 
guns were sold by Miller's Hard- 
ware, Winchester, Virginia, during 
1951, and saies to date indicate 
that 1952 will be equally as good 
a year. 

The company maintains a $5,000 
stock of guns and ammunition, and 
these two lines alone account for 
an annual gross volume of $25,000 

George B. Boyd, buyer for the 
store, emphasizes that the success- 
ful operation of a gun department 
depends upon a broad inventory 
in keeping with customer demand 
in the individual trade area 

“Located in a valley surrounded 
by mountains, hunting is a popular 


sport here with 
vacationists and 
city folks as well 
as with our farm 
customers,” said 
Boyd, who ex- 
plained that the 
current stock of 


240 guns included 
various models of 
seven leading 
manufacturers 
“We merchan- 
dise guns through 
windows and 
newspaper adver- 
tising. For the 
customers we have a highly satis- 
factory repair service and lay- 
away plan. But most important of 


convenience olf 
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thor- 
trained in selling of 
guns. We that they 
have the product knowledge essen- 
tial to effective selling.” 

It is the job of the salesman 
Boyd continued, to determine the 
interest of the customer who ha 
come in to about 
to learn how the customer 
wishes to spend and then make a 
the 


salesmen are 


the 
certain 


all, our floor 
oughly 


make 


inquire gun 


much 


recommendation on 
this information 
With guns in inventory 
page 


prope! 
basis of 
ranging 


(Continued on 80) 


Newspaper ads supplement gun 

window displays, above, from 

September until Christmas. 

Left, George Boyd, buyer in the 

gun department, helps a gun 

customer select a hunting 
jacket 
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— ADVERTISING IDEAS 


that turn a $20.000 toy stock 3 times yearly 











TOY DEPARTMENT that turns a 

$20,000 stock three times each 
year is fast becoming the most 
profitable department in the Fred 
Miller Hardware Store, Port Ar- 
thur, Texas; and owner Fred Mil- 
ler credits his advertising program 
with much of its success 

“In writing our advertisements, 
we try to explain that toys are 
something besides a means of keep- 
ing children from disturbing their 
parents and the neighborhood,” 
Miller explained. “Our ads are de- 
signed to make customers feel that 
they are saving money because 
we wil] sel] them toys that will 
serve a definite purpose—not an- 
other worthless item that wil] be 
discarded by their youngsters in 
a few days and left to rust or col- 
lect dust in the attic.” 

One of the store’s most success- 
ful advertising ideas, and one 
which has continuing effect, is the 
ad that tells parents three ways 
to let their children earn a bi- 
cycle—by mowing the lawn, wash- 
ing dishes, and running errands 








3 WAYS TO SAVE... 
WITH A BICYCLE 


1. For School TRAVEL 
2. To WORK and BACK 
3. For PLEASURE and EXERCISE 


THIS IS TRADE-IN 


BIKE WEEK 


FOR THIS WEEK ONLY 





| YOUR OLD BIKE 
will make the 
DOWN PAYMENT 








Schwinn & Columbia Bicycles 


‘FRED MILLER 


MAIN STORE — a AUSTIN 


AS LITTLE AS 


ASSOCIATE STORE — tet leTH OT 





$1.00 Weekly 





3 WAYS to SAVE 


WITH TOYS FOR THE KIDDIES 


1. WEALTHY EXERCISE FOR YOUNG MINDS AND BODIES 
2. EDUCATIONAL AND SELF IMPROVING 
3. REST FOR WORRIED PARENTS 


Does the toy serve a defumte purpose? 


TAYLOR-TOTS FOR INFANTS 


es 
@ CLEANER ONLY 
@ HELP THEM WALK SOONER 


«SC SEE PORT =ARTHUR’S 


BIGGEST TOY WONDERLAND 
OPEN THE YEAR "ROUND! 


EVERYTHING for any age child--- 


FRED MILLER STORES 


Main Store — 526 Austin ; Dial 5-5519 
Associate Store — 2301 16th St. Dial 3-1654 
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Many customers drop by the 
store and tel] us that since seeing 
our ad in the paper they have de- 
cided to purchase the bicycles they 
had planned to buy later, when 
they had saved up enough money,” 
Miller said. “After seeing our ad, 
they decided to pay the down-pay- 
ment and let their youngsters do 
the three things we suggested to 
earn money for the weekly pay- 
ments 

“At first, we thought the kids 
might resent our suggesting that 
they work to pay for these items,’ 
he continued. “Instead, they wel- 
comed the chance to get the bike 
Also, it made them feel like young 
business men and women.” 

Other advertisements point out 
three ways to save with toys for 
the children and three ways to 
save with a bicycle. These latter 
include: travel to and from school, 
to work and back, for pleasure and 
exercise, healthy exercise for 
young minds and bodies, educa- 
tional and self-improvement fea- 
tures, and, best of all, rest for wor- 
ried parents 

The 6-inch, double column ads 
are run each Sunday in the local 
newspaper. The headings almost 
always dea] with “saving,” and 
the store has found that this is a 
magic word, since everyone is in- 
terested in saving money 

To supplement the newspaper 
advertising, the store prepares 
window and store displays to tie- 
in with the program. These con- 
sist of posters, sometimes with 
comic designs or illustrations to 
catch the public’s eye. Additional 
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posters point out new toys and ex 
plain their merits. With both win 
dow and store displays, plus news 


paper advertising, revolving a- 


round the same theme, the store 
is rapidly turning the toy depart 
ment into a year-round business 

Not only is our advertising 
proving a boom to the toy depart- 
ment, it is increasing sales al] ove: 
the store,” Miller said. “For in 
stance, lawn mowers have shown 
an increase When a customer 
comes into the store and wants 
to purchase a bicycle for his chil- 
dren, our salesman asks if he is 


going to let them earn it. If the 
customer's answer is ‘yes’, he 


is a good prospect for a mower. Our 
sales recently increased 30 per- 
cent, as a result of tying-in sales 
with the toy department.” 
Occupying the entire second 
floor, some 4,000 square feet, the 
toy department has mass displays 
of wheel goods, smal] furniture 
and mechanical toys arranged ot 


(Continued on page 76) 


Teen-age sales lady. above, 
shows toys to a young custom- 
er. Store finds that teen-agers 
can usually suggest a proper 
toy to the adult shopper. Cen- 
ter: Store takes full advantage 
of upstairs display windows for 
showing toys. Large neon signs 
attract customer attention at 
night. Left, sales personnel 
check stock to insure wide 

selection for customers 
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William Bottenhorn 


Self-service 
» displays help 


| SALES SKYROCKET — 


fy ince TWO self-service display 4 
\/7 were installed by Minges Hard Seren “(0-@Qne 
ware Co., Newport, Kentucky, a : fa ad 
bout a year ago, sales of shelf 

merchandise have increased to al 


most seven times the amount pre memory failed, and he experienced what could be the cause of cus- 
viously sold difficulty in locating immediate tomer agitation 

Previously, such stock was cal ly the wanted item. As a rule the One solution to the problem was 
ried in boxes on shelves and the customer readily accepted the open, partitioned displays similar 
customer was virtually compelled  salesman's apologies for the delay, to those used in variety stores. But 
to ask for what he wanted. There but Leon B. Parker decided some- this apparent solution posed a fur- 
were times when a_ salesman thing had to be done to eliminate’ ther problem—floor space in the 


ee 


store was limited 

Floor space on both sides of a 
main aisle were taken up by con- 
ventional glass display counters 
which were needed for the display 
of certain merchandise not suited 
to open display 

However, opposite his service 
counter was a flat counter which 
served as a base for a glass dis 
play case. Consequently, Parker 
developed an angular fixture which 
comprised four rows of separate 
compartments, each 6% inches in 
width. While the base of the fix 
ture measures but 28 inches, the 


This 84-compartment counter, 
with sloped top to add length. 
is located directly in front of 
the service counter, above. 
where it encourages self-serv- 
ice and creates impulse sales 
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ee tm AND CABLE COMPA, 
NCAR CHAU vryiiion .. .vORR MA 


MRC, MADE Ww UBA 
CHAIN AND CABLE 
MetmCan 


Cm aim DivigiON ~~~ 


AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
— particularly now. 

Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and Acco-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these “American favorites" now from your 
AMERICAN CHAIN wholesaler. 


American 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Window displays, containing a wide selection of merchandise, are de- 
signed to create window shopping and to draw customers into the store 


sloping face of the display is a- 
bout equal to that of a counter 
three feet wide. The large “pock- 
ets” are about eight inches long, 
and the topmost pockets are with- 
in easy reach of customers. The 
old counter that served as a base 
for the glass display cases now 
serves as a base for the new fix- 
ture 

The fixture has 84 pockets the 
bottoms of which are arranged in 
steps. Each pocket measures about 
three inches deep at the front and 
nearly eight inches deep at the 
rear. This is an added advantage 
in displaying long merchandise 
Such merchandise can project over 
the low front end of a pocket and 
still not obstruct a customer's view 
of merchandise in the compartment 
below 

Generally, the fixture is 28 inch- 
es in depth and measures 11% 
feet in length. Its lower row of 
compartments is 30 inches from the 
floor, the face of the fixture slop- 
ing about 40 degrees 

According to Parker, probably 
80 percent of the customers will 
select from one to a _ half-dozen 
items from the self-service fixture 
while waiting to have nails weigh- 
ed or a piece of pipe cut to length 
Since the display is located across 
from the cash register, customers 
often select some additional item 
while waiting for a salesman to 
make change 

Because of the results obtained 
with the self-service display, Park- 
er recently added another similar 
fixture, eliminating one of the glass 
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display counters 

This new display is a floor-type 
fixture, 6% feet long, 28 inches 
wide, 33 inches high in front, and 
50 inches high in the rear. Three 
shelves are provided in the rear for 
storage space, while two shelves 
in the lower section face the 
aisle. The top of the display is di- 


vided into eight horizontal rows 
of compartments, each compart- 
ment being on three sides and 


open at the front. These pockets 
have a depth of about 13 inches, 
and are used to display merchan- 
dise of a bulky nature 

This display fixture was not in- 
tended to supplement the first, but 
rather to further encourage self- 
service, Customer reaction to the 
self-service idea has been notable 

“Before the self-service counte! 
was installed, customers seldom 
helped themselves,’ Parker said 
“They would wait on a salesman 
for five minutes to ask for a couple 


of light bulbs, even though the 
display unit was always prom 
inently located. The self-service 


display changed their buying hab- 
its. Now they serve themselves. It 
is a big help to the salesmen 
and to sales 

> 


Appliance Sales 
(Continued from page 60) 


sented on the stage with a formal 
“unveiling” made possible by light 
frameworks and handsome drap- 
eries 
Now, as to results. We were well 


SOUTHERN 


pleased with the sales made pos- 
sible by a one-day event of this 
sort, inasmuch as during the first 


week following the theatre pro- 
motion we sold 31 new refriger- 
ators and had as many sales 


“almost signed” that we felt justi- 
fied in ordering an additional 
carload of refrigerators. Volume on 
automatic washers, ranges and 
other items was almost equivalent 
Because we made many new 
friends in this way, and set the 
stage for scores of sales in the fu- 
ture, we believe this promotion 
effective enough to repeat it year 
after year 
* 


Lay-away Plan is 
Winning Sportsmen 


(Continued from page 68) 


front. The space also is used for 
demonstrating power lawn mow- 
ers and vacuum cleaners, two items 
that are found profitable to pro- 
mote in the sporting goods depart- 
ment. 

“When a customer buys an ex- 
pensive hunting or fishing outfit 
we give him a hint or two that the 
wife might need a new vacuum 
cleaner,” Graham said. “Custom- 
ers actually have placed a vacuum 
cleaner in lay-away, with a down 
payment, subject to the wife's fu- 
ture inspection and exchange, if 
she does not want that model.”’ 

When a purchase is made and 
the article is placed in lay-away, 
the customer’s name and the a- 
mount of the payment he made 
are placed on the package. This 
simple record system saves book- 
keeping and time 

Sometimes, when lay-away sales 
are heavy, a section of the base- 
ment is used for storing packages 
especially large, bulky ones 

“We like our lay-away plan be- 
cause it helps us to sell many ar- 
ticles in off-season,” Graham con- 
cluded. “Actually, we do not have 
a distinct hunting or fishing pro- 
motion season in the store. When 
the fishermen are coming in fo! 
tackle to use immediately, we have 
some kind of hunting goods pro- 
motion going on, with small dis- 
plays and some pointed sales talk 
that makes the hunter see the wis- 
dom of laying something away 
that he will be needing when hunt- 
ing season begins 

“And when hunting season o- 
pens, we remind the hunter that 
it won't be long until he will be 
glad he has a new fishing outfit 
all paid for on the lay-away plan 
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A TIMELY-TIP 
a cane 








STANLEY RO (ROUND CORNERED) BUTT HINGE ‘ 

(RD242 shewn) eliminates need to squore up corners of 

mortises . . . saves builder's time, cuts costs. Self-seoting, . 
' non-rising pin, hole in lower tip for easy pin removal 


More and more builders are calling for Stanley RD 
(Round Cornered) Butt Hinges RD241 and RD242. 
Why? Because the 44” corner radii precisely fit 
mortises cut by an Electric Hinge Mortiser—no 
hand chiseling necessary. And more important, 
because the combination of Round Cornered 
Hinges, a Hinge Mortiser, and Template allows 
builders to hang doors at least six times faster! 


The interchangeability of Stanley RD Hinge 

Leaves makes this speedy combination practical. j 
Some builders mortise and apply hinge halves to i 
doors and jambs separately with complete assurance ! 
of perfect fits when doors are hung later. 

HINGE MORTISER 

qastns OS You'll find a ready market and increased sales 
qgedtnS ony ens y by introducing this fast method of hanging doors 
HBBA Router suggested ) where it isn't already in use—and by carrying a 
stock of Stanley Round Cornered Hinges. 


Write today for details. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


- poor AND 
JAMB TEMPLATE 
adjustable for 
ony ize of door S A N HAROWARE © TOOLS © ELECTRIC TOOLS 
; +2 » Gupte to aun. Sesee L STEEL STRAPPING © STEEL 





time ond lobor on the job site 
(Stanley Electric Too! T3 Door 

ond Jomb Templote suggested ) 
Reg. U.S. Pot. Off. 





“All Stanley Butt Hinges con be furnished with round corners. 
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: R P M Manufacturing Com- 
5 


pany, the world’s largest 
manufacturer of rotary power 
mowers, presents America’s 
newest lawn mower . . . the 
LAWN-BOY by RP M. Here's 
the one mower that offers 
your customers more new fea- 
tures than any other mower; 
backed up by the largest, 
most powerful promoti 1 
campaigns that ever intro- 
duced any mower. The LAWN- 
BOY's your guarantee of a 
trouble-free priced-right lawn 
mower . . . designed for prof- 
it-building sales appeal. 





- a. 


CONTOUR CUT. . . the feature that 
checks scalping. The LAWN- 
BOY's cutting blade is auto- 
matically guided by the wheel 
placement design. Here's the 
mower that won't scalp. 


SIMPLE, uncomplicated . . . the 
LAWN-BOY's direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here's the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What's more, this fea- 
ture eliminates long rows of 
clippings. 


CHECK THESE FEATURES 


LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 
magic, featherweight ease of 
handling, bound to appeal to 
every customer. 


CLOSER TRIM . the LAWN- 
BOY trims as close as 3/8 
inch . . . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. And others! 


BALANCED WEIGHT DISTRIBUTION 


THE LARGEST MUFFLER AREA OWN ANY 


MOWER 
COMPLETELY SHIELDED, EXTRA-SAFE 
CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


Pe 










22 inch cut 

Front "Gress Sprey™ 
discherge 

2 cycle engine 


21 inch cut 

Rear “Gress Sprey™ 
discharge 

4 cycle engine 


WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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FreeCast* Reel 


Loy NEW SPEED CONTROL 
that takes thumbing and 


back! ashes out tot casung 


Provides any degree of 
spool tension. Easily, accurately adjusted 4 
for weight of lure and wind conditions : 


No. 666 $u 


Triple Feature 


Amazing Slip-Clutch Semi-Pro Offset 


on the Rod Handle 
SmoothCast" Locks Tip, Locks Reel, 
Reel Aligns Guides in 


One Easy Operation! 


It releases spool at any 
Finest handle made. Hand- 


pre-set tension. Saves line 


and fish. Sportier! Also fitting offset design. Grip 
direct-drive and Nylon is in same plane as tip— 
gears. No. 790S— $13.50. gives greater accuracy. 
Available on South Bend 

glass, hollow glass 


and metal casting rods. 





Complete new selection of feature pac ked, 
fast-selling Bait Casting — Spinning Fly and 
Salt Water Rods. Dont miss these pace-setters 


Ask your jobber about them now. 


SOUTH BEND BAIT COMPANY 
900 High Street, South Bend 23, Indiana 


See This Tackle + Booths 704-705 + National Hardware Show + October 6-10 + New York 
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3 BIG REASONS WHY 
THERE’S SUCH DEMAND 


FOR GREENLEE CHISELS 


















HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering 
Attractive green 
transparent plastic 
weather-resistant 
safe from flash fire 
Special hand-frting 
design makes it 
extra casy to guide 
and hold blade 
exactly where 
wanted. Just 

the kind of fine tool 
making you can always 
quality throughout expect from Gaaences 


PINE-CUTTING, DURABLE 
6BO8S for long-time, 
accurate performance 

on a wide variety 

of work. The blade 
ot every Greenies 
Chisel is of 
special-analysis, 
high-grade 

steel expertly 
formed and 

heat treated 
highly polished 
And then carefully 
inspected for tof 








a 





PLASTIC-SEALED When vou sell Gaeenter, you 
FOR PROTECTION 


can be sure you're selling top 
From factory to your 


quality always. Write today for 


complete information on 
Gaeences Chisels and these other 
high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 

Gouges, Draw Knives, Turning 


customers, this 
heavy protective coating 
shields Green tee 
blades protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions 
Eliminates costly 
stock mainte 
nance tor you 

keeps your chisel 
mventory in perfect 
shape brings 
full value to the user. 


= 
GREENLEE 





Tools, Spiral Screw Drivers, 
Automatic Push Drills and many 
more. Ask for 

new Hand Tool Quick 
Reference File. 








STOCKED BY LEADING WHOLESALERS 
GREENLEE TOOL CO., 1830 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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Sells 50 Space 
Heaters a Month 
(Continued from page 61) 


Appearance counts heavily in 
space heater sales, Curry pointed 
out. “As proof of that, we sell at 
least 40 percent of our volume in 
an expensive, well-known line 
which sells for $15 to $18 more 
than a similar heater of equal 
capacity. In each case, it has been 
appearance which has made the 
difference.” 

In addition to these sales points 
Curry has made a real specialty of 
installation. “No matter how well 
it is made, the usual space heater 
needs proper balancing and adjust- 
ing, when installed, to give full 
satisfaction,” he said. “Therefore, 
we handle every installation our- 
selves, usually during the even- 
ing hours, installing copper pipe, 
adjusting the air mixture properly, 
and seeing that circulation around 
the space heater is adequate 
Naturally, this means a lot of time 
must go into heater installation, 
but, with the volume we handle 
we have always felt that this is 
well worth-while 

“The customer appreciates the 
fact that not only do we handle 
the installation, without extra 
charge, but that we will come out 
and service the heater whenever 
needed. The entry into the cus- 
tomer’s home, which such installa- 
tion brings about, incidentally, has 
frequently led to the sale of other 
gas appliances.” 

At times during the Winter 
months when sales become slack, 
Curry makes it a practice to tele- 
phone satisfied space heater cus- 
tomers, asking them for the names 
of friends or relatives who might 
be considered prospects for heat- 
ers. Pleased customers almost al- 
ways know of at least one or two 
such prospects, who are in turn 
telephoned a friendly greeting 
from the store and an invitation 
to stop in and inspect the large 
space heater line carried. At least 
one out of every five such tele- 
phone calls results in a sale 


a 


The Farm Market fer 
Metal Reofing ...... 
(Continued from page 66) 


on the ground passing up material, 
one man at the top and another 
at the bottom of the roof. Three 
men can lay a roof of this size 
in two days. We could charge the 
customer $10.00 per man per day, 
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POWER f 


introduce 
revolutionary advances > 


Loaded with advantages and teatures far beyond anything tound 


® - 
ROTARY | 


today's ordinary rotary mowers, these two new Eclipse models are here 
just in time to cut you a big share of the new high demand for power mowers 7 
forecast for 1953. Designed with the specialized skill that has made 


buy-word” in mowers for over 5O years these 


Eclipse the 
new models offer undreamed of safety, economy 


trouble-free performance and maneuverability just what 4 





j 


your prospective buyers have been looking for 


HAND 
PROPELLED 


power 






ADD UP these “PLUSES”...and you'll know 
why there’s more profit in featuring Eclipse 


i preps 


A complete line of hand and power mowers - ; vs 
sion through addinon of 


identified by the best known name in the busi 
ness...exclusive and outstanding features. .. prof 


power-driven caster wheel 





itable accessories nationwide acceptance 

consistent powerful national advertising an 

unmatched reputation for quality a warranty BOTH NEW ECLIPSE ROTARY 
with every model outstanding dealer rela 

tions ... availability of parts and service hard MOWERS PROVIDE OUTSTANDING FEATURES 
hitting sales and promotion support in your 

local market and a lot more we would like to Extra safety of specially designed J Power driven caster wheel curns 
tell you when vou steel housing. Cutting knite does full 1a can be added later 

. NOt project it desired.) 
m®> WRITE for the full story of Eclipse Lawn — epee gig oop Correctly balanced weight for 
Mowers and the Eclipse Franchise aioe ae ~ yn eiee best performance 
> . ord > > d 

THE ECLIPSE LAWN MOWER CO. eck. 


Deesston of Buffalo-Eclipse Corporation 


Exclusively designed cutting knit Fing >» clutch co ol o 
4010 Reilroad Street Prophetstown, Illinois - : 2 CG eiagertip ce conmel on 


of harde ned special carbon steel power-propelled model 
tull 20 it 


Vv 
ead 


si! pse own shock absorbing 
coupling blade to engine 


Famous Eclipse Natural Gr Unitorm cut on lawns, weed 
6": : 12 } } 


stable ar st and and heavy grass 


a | Briggs & Stratton 4 cycle, 2 hy 
ver Al Shaft type engine 





~~ ; +4 a 
/>~ va ‘ ad = j 





op Me Fy, NM, 0 


Vogue 16” ond 18 Parkhound 2 Rolloway 25 Rocket 20 Ternedo 800-36" Lork 18” Model | 16° and 18° 
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and out of the $60.00 we receive 
as cost of the labor, we possibly 
can show a profit of $17.50 

“But we cannot be assured of 
sufficient steady installation work 
to justify our employing a full 
time crew of workers. Few hard- 
ware dealers could do this. There- 
fore, in order to handle the job 
we would have to transfer three 
men from our tin shop to lay the 
roof. Their work in the shop ac- 
counts for more profit than in- 
stallation work brings. And aside 
from upsetting our schedule we 


would have a truck tied up for 
two days. 

“In addition,” he said, “when 
we lay a roof, we have to guaran- 
tee it against leakage. If a strong 
wind lifts a corner of the roof 
our entire profit is absorbed be- 
cause of the free repair work that 
must be done.” 

Roofing contractors who main- 
tain a steady crew would offer 
stiff competition to the hardware 
dealer who attempts to promote 
installation, Weber added. There- 
fore, he considers it sound business 








Now you can enjo 

of factory branch service ri 
back yard ...speddy deliveryy easier i 
contact; better local service. 
Factory Branch at 1325 McKinney Ave., 
Dallas 2; Texas is one more Vaco step in 
the right direction to increase 






/ 
; 


} all the odvag 
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your screw driver sales. 


Hii. vat The ie 


1) Ls ie 








For FREE Voari-Board and Catalog information: 


Complete information regarding 
BOARD .. 


styles and sizes... 





. or 32-page, illustrated catalog covering 
every item in complete Vaco line of more than 250 
sent on request! 


NEW, Modern, Versatile 
VARI-BOARD DISPLAY 


Another sales-building aid to step up 
your driver sales is the unique VACO 
VARI-BOARD ... . today’s outstanding 
point-of-sale screw driver merchandiser. 
Not only is this display beautiful, service- 
able and durable ...every item is a pre- 
tested fast seller! The blue, red and 
yellow display catches the eye... each 
driver is numbered and priced on shelf 
front for quick, easy purchase. Your 
choice of two basic display sizes with 
or without legs for wall, counter or 
window use. 







the VACO VARI- 
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to concentrate on selling the ma- 
terial, where, as he puts it, the 
profit is assured. 

“Actually, laying a metal roof 
requires no great amount of ex- 
perience,” Weber said. “It should 
be pointed out to customers that 
almost any carpenter can be hired 
for two days at day wages. by the 
owner. With a couple of unskilled 
helpers he can complete the job 
easily in two days. Usually this is 


the least expensive way for the 
customer to have his roof in- 
stalled.” 

Weber explained that roofing 


often is financed and paid for in 
regular monthly _ installments 
“Roofing material is bought just 
like any other item in the store 
Some customers pay cash, others 
buy on open account, provided 
they have a charge account with 
the store.” 

The company purchases metal 
roofing in carload lots, evidence 
of the sizable sales volume. How- 
Weber said, unless a method 


ever, 
is worked out for handling the 
bulky merchandise easily, such 


heavy buying has its disadvantag- 
es. 

Weber has a series of storage 
bins located next to his tin shop, 
the bins having a door opening 
directly onto the street, a conven- 
ience in loading and unloading of 
trucks. The metal sheets can be 
transferred from the trucks direct- 
ly into the storage bins. 

Roofing sales are handled in 
the tin shop which Weber operates 
as a department of the hardware 
store. Here, four full-time tinsmiths 
are employed to make such items 
as galvanized flues, water troughs, 
stock tanks, etc. 


“We make more money in fab- 
ricating water well casings than 
on any other one item,” Weber 


said. “In fact our shop is so busy 
that we do not like to shift tin- 
smiths over to laying roofs.” 

In handling meta] roofing, Web- 
er feels that dealers should re- 
member that the least a dealer has 
to rely on labor the better off he 
is 

* 


Developing a Profitable 
Guan Department ...... 


(Continued from page 69) 


in price from $14.95 to $165 and 
including all popular calibers and 
types of action, customers’ needs 
usually are readily met 

A lay-away plan has been of 
much value in winning new gun 
customers. Under the plan cus- 
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SALES BUILDER 






INSIDE READING 
ASSORTMENT 





REGULAR READING 
ASSORTMENT 











6 | v6 | «6 | 96 | GET MORE SALES—MORE PROFITS 
6 | wo | 6 | aor WITH THIS FREE RED END RULE 
: sj? ~~ MERCHANDISING UNIT! 


























Buy only a fast moving assortment of two dozen rules and you receive this 
modern merchandising unit free. It's heavy glass, making a permanent, attrac- 
tive addition to your store. Completely enclosed, it guards against theft. Notice 
that space hes been provided for marking prices . . . and that it can be used 
on the counter, in a window, or hung on the wall. Both No. 200 and 200F 


IMMEDIATELY assortments cover a complete price range and are well balanced and fast 
AVAILABLE FROM selling . . . Order your assortment from your jobber today — and get your 
YOUR JOBBER brand new sales builder display absolutely free. 


196 


THE /WFA/N RULE COMPANY 


SAGINAW, MICHIGAN — 132-138 LAFAYETTE ST., NEW YORK CITY — BARRIE, ONTARIO 
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tomers have from 90 to 120 days to 
complete the payments on their 
purchase. A 15 percent down- 
payment is preferred by the store, 
though 10 percent will be accepted 
Thirty day statements are sent 
out reminding the customer of his 
contract to pay within the pre- 
scribed period. A gun, normally, is 
not released to the customer until 
completion of the payment 
though in instances when the 
hunting season has opened and 

















After 28 years as a 
pulpwood contractor 


Mr. Forbes knows 
his Bow Saws! 


customer has only one remaining 
payment to make, the company 
sometimes allows the customer to 
have the gun 








Boyd stresses the importance of 
mR. S. D. FORBES trained salesmen, and listed “Gun 
Pulpwood Contractor Digest” and “Arms and Ammuni- 
Chorlottesville, Virginio 

tion” as two books which his sales- 


men used to acquire a good, work- 
ing knowledge of the various types 
of guns. Boyd also has his sales- 
men take advantage of the instruc- 
tion offered by visiting factory 
representatives 








A really complete gun depart- 
ment, Boyd pointed out, requires 
an equally complete stock of 
allied merchandise. For example, 
a variety of scopes has a special 
appeal to the gun enthusiasts, and 
the store retains the services of a 
trained mechanic, who, though 
not located in the store, satisfac- 
SANDVIK FISH & HOOK torily handles the mountings of 


scopes and sights. The store also 
BRAND BOW SAWS ARE has an arrangement with a gun- 








Seatvik Saw ent Teo! Corp. 
47 Garren Mreet 
few Tork, Hew York 





Cont lemon: 


f think you of)) be interested tn knowing thet for the pest 
severe] years your ber sews hove been weet tn thie seetion 

of Virrinte, for the preperetion of pulpewet, eat thet they are 
growing tn fever yoor by yerr- 





My reesen for moking the above stetement te thet lane mele 


yal Edy 8A ng Ag TODAY THE NATION'S smith for making repairs 

frosinetsiy, Ton of tho cone I tay te oon sith thems” oben the NUMBER ONE SELLERS! Further, the store offers the 
ores ere o weer ing condition there i¢ sothing : a ia aa 

pry he hang mA ny STOCK, DISPLAY AND sportsman a wide variety of ac- 


sy wale cessories such as boots, hunting 


SUGGEST SANDVIK ... clothing and hats. And additional 
IT’S THE PROFITABLE equipment every gun custome! 
THING TO DO eventually needs such as slings, 
swivels and extra clips account 
for an important share of annual 


volume 
shipped 1500 carloads of pulpwood. That's a lot of wood... Boyd stated that sales of tools 


Last year, Mr. Forbes’ organization cut, corded and 


and you can bet that only the very finest Bow Saws can paint and other merchandise are 
boosted as a result of the sizable 
number of customers who come 
“ 2 into the store regularly for guns 
what does he think of SANDVIK bow saws? te: Pn 
. there is nothing that will beat the SANDVIK Bow When hunting season opens 
Miller Hardware promotes its mer- 
chandise in an attractive window 
World famous SANDVIK Swedish Steel used for both display of guns, ammunition and 


related items. These items are dis- 


give him that kind of production! 


Saw,” he says. 


‘ ame _w é é re of 
blade and frame . made with all the skill and ca camel aesieak @ tne al 
Swedish craftsmen . .. this is the combination that produces mounted animals such as deet 
a saw of vastly superior quality and unequalled performance! rabbits, squirrels and birds. This 


window, with occasional change 
is Maintained through December 
/ Window displays are supple- 
jandvik faw & Joo 47 WARREN STREET mented by daily newspaper ad- 
Se ————— NEW YORK 7, N. Y. vertising beginning in mid-Sep- 


tember and continuing until after 
Christmas. Radio commercials are 


Division of Sendvik Steel, Inc. 
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Gift Weaygaed 





Autograf Nail Hammers 
= :c00 


Plumb Nail Hammer 
Autograf Half Hatchet 
Plumb Half Hatchet 

Plumb Belt Axe with Sheath 


XOANI111¢ 


PLUMB TOOLS ADD A 
HOLIDAY ATMOSPHERE 
TO YOUR STORE 
displaying Christmas w 
Plumb Tools in your 
Department or windo 


Fayette R. Plumb, Inc. *| 
Phila., 37, Pa. 
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---do these 4 things 


and you make money 


Display a complete line: Carry all 20 items that 

housewives want 80% of the time Nothing dis- 
courages a customer like not finding a utensil she 
reasonably expects you to have. You lose sales. Write 
Belmont for this list. 


Keep display neat and clean: You kill sales 

when you show mixed odds and ends, jumbled 
sizes and colors of ware, dust covered pieces she’s 
afraid to touch with her hands 


Put display where she can reach it: Give it a 

location where your customer can see it and 
handle the ware easily. Enamelware pays off well per 
square foot on good location. 


4 Concentrate on 1 popular brand — Belmont: 
Offers you sales-proved Belmont black-trim and 
Sanitare red-trim lines in whitest of white extra dur- 
able titanium enamel; modern designs; craftsmanship 
and quality second to none—but at popular prices. 


Write today for the new story of the 

new super-white super-durable Belmont 

Titanium Enamelware — now your best 
bet for volume and profit! 


Top Quality, Popular Priced ENAMELWARE 


“ Selmout 
by Stamping & Enameling Co. 


111 Belmont Street « New Philadelphia, Ohic 
Division of The Ridge Too! Co, Elyria, Ohie 
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used frequently by the company 
For maximum success in a gun 
department, Boyd feels that va- 
riety of stock is the key. Dealers, 
he said, should stock at least four 
models of each of three leading 
manufacturers—the models to de- 
pend upon local demand. Thor- 
ough product knowledge is essen- 
tial since gun enthusiasts are in- 
terested only in facts. And cus- 
tomers should be offered quality 
accessory merchandise, the mark 
of a well-rounded guh department 


= 


New Face—New Profits 
(Continued from page 63) 


is sufficient room for the customer 
to pass around the entire display, 
though the stand turns on its own 
casters 

“That old rack has sold many 
thousands of dollars worth of 
garden tools. I didn’t want to get 
rid of it because it is going to sell 
thousands of dollars worth for 
us again,” Morgan said 

Most of the modern island fix- 
tures that were installed are of the 
stair-step type, affording open dis- 


play and facilitating easy selec- 
tion 
“Easy shopping means more 


sales,’ Morgan emphasized. “When 
we planned the modernization of 
the store, we aimed to make buy- 
ing easy and pleasant for the cus- 
tomer. We had the wcmen cus- 
tomers in mind, especially, for they 
like to select from a variety, Our 
new fixtures enable us to display 
a wide variety of merchandise 
to spread it out before the custom- 
er’s eyes. Further, their time is 
saved, and we can serve more Cus- 
tomers and sel] each: one those 
extra items that mean more vol- 
ume.” 

In wall displays, glass shelves 
the display of small 
electrical appliances and house- 
wares. These are kept brightly 
polished to catch and reflect light 
“Few women customers merely 
pass by new housewares attrac- 
tively displayed. Most will stop 
and examine the merchandise, 
and this method of display en- 
courages impulse buying.” 


e 


are used for 


Advertising Ideas 
(Continued from page 71) 
racks in the middle of the depart- 
ment, making it possible for shop- 
pers to examine them easily. Sep- 


HARDWARE for OCTOBER, 1952 














4 Pennsylvania, Jr. 





More Pennsylvanias and 
Models for 1953 


Two new “lawn tested’” PENNSYLVANIA mowers round 
out the PQ line for 1953. There is the new 14” Pennette rubber 
tired competitively priced hand mower, and the stylish new 18” 
competitively priced Exeter power mower with features that will 
make it sell ... and the improved Pennsylvania 21" De Luxe 
Power Mower. 

Eight great mowers make up the Pennsylvania line: Heavy 
mowers for the professional, light mowers for the home owner. 
Hand mowers for small lawns, power mowers for large and small 
lawns. Plus a trimmer and edger. You can get every mower you 
need—and plenty of them—from Pennsylvania for 1953. 


Quality Control Plant 


The brand new Pennsylvania Lawn Mower factory at Ex- 
eter, Pa., is now producing 1953 models. This plant was designed 
by the men who have grown up in the tradition of Pennsylvania 
quality. New production methods insure an adequate supply of 
Pennsylvania power and hand mowers to take care of your orders 
promptly. But Pennsylvania Quality (PQ) still comes first as it 
has since 1877. 








Sales Opportunities 


Lawn mower sales will be bigger again in 1953. More new 
families, more new homes mean more lawn mower sales—new 
sales opportunities for you. With Pennsylvania’s complete line— 
including NEW hand Pennette and NEW power Exeter—you 
can increase your lawn mower sales. 


Pennsylvania Helps You Sell 


Again in 1953 Pennsylvania Mowers will be advertised in color 
in leading consumer magazines. Circulars and point-of-sale ma- 
terial will create final interest and give specific details. It’s easy 
to sell the well-known reliable Pennsylvania Lawn Mowers. Check 
with your distributor now. 





PENNSYLVANIA ==: 


QuALirY LAWN MOWERS SINCE 1877 ACCcO QUALITY 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn * Exe 
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Pennsylvania 
18” Exeter 


Pennsylvania 
21” De Luxe 
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BRIGGS & STRATTON 





7 
eh 
Qanes b StRaTrOm 


ll 


Wide 


factory 
su viseo 
Senvice 


Preferred power on sewer cleaning machines and related equipment the 
world’s most widely uaed single-cylinder gasoline engines on machines, tools, 
sppliances used by » malities, industry, const n, railroads, oil 


fields, and on equipment for farms and farm homes 


@r.:: ahead in design, performance, value — 


Briggs & Stratton single-cylinder, 4-cycle, air-cooled 
gasoline engines are preferred whenever dependable 
air-cooled power is required. Briggs & Stratton 
Corporation, Milwaukee 1, Wisconsin, U.S.A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 


SOUTHERN 











arate sales areas are devoted to 
dolls, model kits, stuffed animals 
and games 

In order to encourage browsing 
customers to walk upstairs to the 
toy section, Miller has placed toys 
and whee] goods throughout the 
main floor. A large sign at the 
stairway tells customers what they 
will find upstairs 

“The second floor provides us 
with an excellent spot for demon 
trating wheel goods and mechani- 
cal toys without disturbing other 
customers Miller explained 
“Most youngster want to take a 
ride on the wheel goods they buy 


and, too parent are sold twice 
as quickly once they see tne 
youngsters riding the new model 
bikes 


Each Saturday the store has a 
15-year-old youngster working in 
the toy department, demonstrat- 
ing model airplanes and other hob 
by supplies. He can do a better 
job than a regular salesman, be- 
cause he can talk the young cus- 
tomers language 

“We try to get something into 
our advertising besides the desire 
to purchase a toy to keep children 
quiet,” Miller concluded. “We try 
to help parents make young busi- 
ness men and women out of their 
youngsters, while saving money 
at the same time. The number of 
people who like this attitude are 
increasing our toy sales volume 
daily 





WASHINGTON NEWS 





(Continued from page 44) 


nates.” 

The list shows for the first time 
both copper and aluminum in 
Group II, which comprises “ma- 
terials in approximate balance 
with defense and essential civilian 
demand 

Commenting on the outlook for 
controlled materials, DPA Ad- 
ministrator Henry H Fowler 
pointed out an approximate loss of 
242 months of steel production 
since March 1952. “It is expected,” 
he said, “that under existing con- 
trols and barring further produc- 
tion delays, the industry will re 
turn, during the first quarter of 
1953, to approximately the situa 
tion existing prior to the strike in 
most of the steel] products. This as- 
sumes, however, that scrap and 
ore supplies wil! not adversely af- 
fect production prior to the second 
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Ked Taggs 


4i 
Me chanaising Let your customers 
Tips: Gp see for themselves why 


Cyclone is not just another 
Hardware Cloth” 





— reE’s a big difference in hardware cloths, 
and it’s to your advantage to be able to show 
your customers why Cyclone “Red Tag” Hard- 
ware Cloth is the finest they can buy at any price. 

The quickest way to convince them is to open 
a roll of Cyclone Hardware Cloth and point out 
the Cyclone features of construction that make it 
better looking . . . easier to cut. . . easier to work 
with. 

In the first place, it’s a precision-woven hard- 
ware cloth with the strength and flexibility you get 
only with this method of fabrication. Wires are 
straight and they stay straight throughout the 
length and width of the cloth. 

Combined with the superior, precision weave is 
Cyclone’s famous Welded Selvage. It produces a 
flat, symmetrical edge that makes a snug fit under 
molding, welds more easily to steel frames and 
adds to the strength and durability of the cloth. 

When they see these features of Cyclone “Red 
Tag” Hardware Cloth, customers will know you're 
offering them top-quality merchandise. And they'll 
be further assured by the familiar Cyclone “Red 
Tag” label that has stood for quality for more 
than half a century. 


EA OO 





CYCLONE FENCE DEPT. AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS . SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S*S CYCLONE 


“ped Taq” 
HARDWARE PRODUCTS 
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‘wt EVERSHARP 
A ROTARY POWER 
2 CYCLE 1.6 WP. MOWER 


Nationally Advertised! Vy 
25,665,515 ads 


in seven big 
magazines 





NOW! A COMPLETE LINE OF EVERSHARP ROTARYS! 





Here's your pace-setting sales maker in the complete line of 
EVERSHARP Rotary Power Mowers! Every one features the 
smartest styling in the field . . . each is precision built with famous 
EVERSHARP engineering . . . and all are priced to offer unparal- 
led value! 


IT’S THE ONE LINE COMPLETELY REDESIGNED FOR ’53 


now more than ever the one most complete, profitable source for 
your every power and hand mower need! 


ROTARY MOWERS: 18 and 21 inch models— 


Send for new, illustrated . EL TYPE owas 
rand : 18 and 21 inch models— 
catalog showing: asoline and electric . ¥ 


HAND MOWERS: Three 16-inch models 


MIDWEST MOWER CORPORATION 


1006 OLIVE STREET + ST. LOUIS 1, MISSOURI 
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quarter,” he continued 

Mr. Fowler also said that co- p» 
supplies have improved to the ex- 
tent that most prchibited us<s are 
permitted now and allo‘rrent per 
centages have been increased. Full 
allotments for most civilian reeds 
may be possible as early as the 
second quarter of 1953, he said 





BUSINESS TRENDS 





(Continued from page 46) 


Olin Divisions Reinstate 
Fair Trade Policy .. . 


BECAUSE OF recent Congressional 
action in passing Fair Trade Bill 
HR5767, the Arms and Ammuni- 
tion Division of Olin Industr-es, 
Inc., has reinstated its fair trade 
policy. Olin’s Arms and Ammuni- 
tion Division manufactures sport- 
ing rifles and shotguns and sport- 
ing ammunition under the trade 
names of Western and Winchester. 

J. T. Boone, Sales Manager for 
the Arms and Ammunition Divi- 
sion, pointed out that the new bi!'l 
enables the company to enforce th> 
Fair Trade Laws against non- 
signers in the forty-five states 
which have a Fair Trade Enabling 


Act 





WHOLESALER NEWS 





(Continued from page 56) 


ities. The new unit contains three 
large doors, so that three railroad 
cars can be unloaded at the same 
time. Also, large loading docks 
offer sufficient space for three 
large trucks to be loaded or un- 
loaded simultaneously. 

The new construction joins two 
other warehouses owned by Wal- 
lace Hardware Co. One of these 
is located on the railroad siding, 
so that two railroad cars can be 
unloaded at the same time, and 
the other adjoining warehouse is 
known as the firm’s Number One 
warehouse, which fronts East 
Main Street. All three of the ware- 
houses, plus the main building, 
are accessible to the railroad sid- 
ing which runs the entire city 
tlock, President D. M. Wallace 
pointed out. 

The company also has completed 
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saves time and space... 
helps you make more profit 
on sales of STANLEY DRIVERS 





Check These “Self-Selling” Features_ 


SHOWS MORE—SELLS MORE 
FF —A complete Driver department in less than 4 
3 3q. ft. — boosts impulse sales, soves valuable bin 
» 1) space. Stands 30” high and 19” wide. Displays 
© carefully selected stock of most-wanted Stanley 
* ond Defiance Drivers. 






VERSATILE “SALESMAN” 


Sells on sight from your woll or counter. 
Sturdy ease! bock. Rugged design for a long 
profitable selling life. There's no doubt about this 
new Merchandiser holding its own . . . in stock 
ond soles. 


Put these new sales tools to 
ety Sonne a aR ptm work for you now... . and turn 


bered. Customers con see what they wont. . . 
Liisi in more Screw Driver profit! 
SEE YOUR JOBBER 








SIMPLIFIES HOUSEKEEPING 
“makes re-ordering easy. There's o spot 














ites UNIT No. 2 
for every driver—stock is always in place, _ ‘ii aa ail 
looks neat. You con check stock of a glance, 4 95 Deflence Drivers—wood ond plestic handled. A 
And costly pilferage is minimized. 53 List complete stock for every need in 3 price ranges. 








Unit No 2 incivdes— 





















22 rivers —- 3° — 8° 
9 Phillips Drivers in pop- Your profit in $18.10 
UNIT No. 1 Gotenced enortment of 80 top quality ior 1 & 2 point sizes one stock turn — 
Stonley ond Defience Drivers in two price 2 Stvoby Drivers 
$59, 5° usr ranges All Drivers hove tough plost« hondies 
° to withstand continved herd we—will not 
230 Drives — 4° — 6° conduct clecwicity or sock up oll or woter, THE TOOL BOX OF THE woRtD 
















=SEE mmr | [STANLEY] 





Reg. US. Pat. Of. 
Stanley Tools, New Britain, Conn. HARDWARE © TOOLS © sLECTRIC TOOLS 


See us at Booth No. |, National Hardware Show, STEEL STRAPPING @ STEEL 
October 6-10, Grand Central Polece, New York 
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ie ener 


a new catalog which is being 
issued to customers 





INDUSTRY NEWS 





(Continued from page 54) 


shares for the outstanding stock 
of all of the Atkins stockholder 
A branch factory of the Atkins 
company in Portland, Ore. also 
was included in the transfer of 
ownership and will be operated as 
a unit of the Atkins Division, it 
was announced 

More than 1,000 persons nor- 
mally are employed in the 160,000- 
square-foot Atkins plant in India- 
napolis. The present factory build- 
ing was completed in 1949, though 
the Atkins company was founded 
in 1855. It is one of the nation’s 
leading manufacturers of power! 
saws and related instruments for 
the metal-working and wood- 
working industries, as well as 
hand-operated saws of virtually all 
types 

‘Borg-Warner intends to main- 
tain and, if possible, to enhance 
the long established and high repu- 
tation of the Atkins company in 
its particular fields,’ Mr. Ingersoll 
said. “We believe that Atkins 
customers, wholesalers and retail- 
ers will be as pleased as we are 
by the linking of two great name 
in industry.” 

Elias C. Atkins, who relinquishes 
the presidency of his company 
with its transfer to Borg-Warner, 
is grandson and namesake of the 
man who founded the business 
nearly 100 years ago. He also 
represents the fourth successive 
generation of the family to be 
identified with its management 
Elias C. Atkins II assumed the 
presidency in 1944 and later be- 
came chairman of the board. The 
first E. C. Atkins established his 
first saw factory in Cleveland in 
1855, then moved the operation 
to Indianapolis the following year 
In 1873 he produced the Silve: 
Steel saw and registered the name 
as an Atkins trade mark. He was 
the first producer of band saws in 
the United States 

During World War I. a major 
part of Atkins’ manufacturing 
facilities were devoted to the pro- 
duction of armor plate and cross- 
cut saws. Again in 1939, the com- 
pany offered its facilities to the 
government, and in 1940 it began 
operation of the Fall Creek 
Ordnance Plant 
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HERE’S THE 
BOLT BAR 
YOU ASKED FOR 


war owARE 


orn ry 


hardware 


HOUSEHOLD REPAIR HEADQUARTERS 
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LAMSON 


BOLT BAR... 





Jhe Bolt Bar 3B 


LAMSON 
7 — 
ees 
- = " . ‘ y 
+ > 7 
= & He - ‘ y 
> aie 





.«. INCREASES FASTENER SALES * GIVES YOU AN EXTRA CLERK 
IMPULSE SALES BUILDER * BEAUTIFIES YOUR STORE 





Gates es BOLT BAR 


SUGGESTED RETAIL PRICES 





WILL IMPROVE ANY 1‘ SQUARE PROVIDED FOR YOUR CONVENIENCE COLORS: CORAL AND GRAY 
YARDS OF YOUR STORE WITH BLACK KICKBOARD 
The Bolt Bar ii 
SIMPLE INVENTORY AND me ey | ~“PLASTIKOLOR PIX 
RE-CROERING BY STOCK NUMBER | ILLUMINATED ILLUSTRATIONS 
61" OF TYPICAL BOLT USES 
, I FLUORESCENT LIGHT 
—— rt APPROVED WIRING 
GLASS COMPARTMENTS ——— ° mt 
| 


ATTRACTIVELY DISPLAY 106 ITEMS | 
Sr 4 —— BOLT GAUGE AND 
PAPER BAGS PROVIDED 


EACH COMPARTMENT FITTED NO == | 
ail 7" FOR COMPLETE SELF SERVICE 


WITH IDENTIFICATION AND 4 3 
AG H ~ . gt 
PRICE TAG HOLDE . =. 
* 60 WEIGHT .. . 200 LBS. WITHOUT BOLTS 


a, 
STURDY CONSTRUCTION 
MITERED AND RABBETED JOINTS SULT UNDER SIMPLE ASSEMBLY INSTRUCTIONS INCLUDED 


WASHABLE ENAMEL FINISH DESIGN PATENT No. 165,255 





HERE’S WHY EVERY MODERN HARDWARE 


STORE NEEDS A BOLT BAR 








" 9 
@ COMPLETELY ELIMINATES TIME-WASTING FUMBLING =r *? AND SEARCHING. 
>? 
WA _ 


@ BALANCED STOCK OF 106 FASTEST MOVING HARDWARE SIZES OF 














CARRIAGE, MACHINE, LAG, STOVE BOLTS AND WASHERS. 





@ RETAIL PRICE TICKETS ce EACH ITEM PRICED FOR 50% PROFIT. 


@ THE BOLT GAUGE <> AND CARRY HOME BAGS of SAVE 
¥ 


YOUR TIME AND YOUR CUSTOMERS. 


@ HELPS YOU BEAT CHAIN STORE COMPETITION! 


cal ff ¢ 


@ INCREASES STORE TRAFFIC KERR AND HELPS SELL OTHER PRODUCTS. 
AND MOST IMPORTANTLY... 


PRE-TESTING PROVES YOU CAN GET SIX STOCK TURNOVERS 
A YEAR FROM THE BOLT BAR 





® Convenient 


R-W Garage Door Operators |: assen 


® Efficient 
For every need—two R-W controls, designed 
and engineered for smooth sure performance 












No. 1251 Standard Control 
—operates from drive-side 
key-switch. 










And... R-W 999 
Garage Door Hardware 


Complete overhead gorage door hardware conveniently 
packed in one box! 999-1 for single doors up to 9 ft. 
wide weighing not more than 200 Ibs.; 999-2 for double 
doors up to 16 ft. wide weighing not more than 375 Ibs. | 
Write for folder giving full detoils. 


No. 1504 
Radio Control 
—battery operated radio 
with dash control button 
opens and closes doors 

within 75 feet. 





Check these important R-W features! 
V Easy to install—Completely 


carton ot the factory. 


bled, including track, in a single 





v Easy to service—Simple adjustments requiring no special tools, 
keep the doors working smoothly. 


Jv Safe—A large friction clutch prevents operational foilures with 
resulting domage to property. in power failure, doors may 
be operated manually. 





ea a-tackte asi lee) 


R AWY i ae a oe 


AURORA, ILLINOIS, U.S.A. Branches in o 





&B TRACK «+ FIRE eS ae 


ee *. Of 
OVER 72 YEARS 
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For complete information on 
R-W AuT-o-DoR line ask 
your jobber or write for 
cotelog number A-87 
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New Garden Teol Line 
Offered by Union .. . 


A new 
garden 
(73c in 10 western 
offered by The Union Fork & Hoe 
Company, Columbus, Ohio. They 
have the same blue handle finish and 
gold trim as long-handled Speedline 
tools, to promote the purchase of 
matching tools. Heads are sharpened 


small 
each 


line of Speedline 
retailing at 69c 
is being 


tools 


states), 


polished steel; handles are of ash, 
shaped to fit the purpose of each 
tool 

The introductory offer to dealers 


consists of an enameled steel display 
rack and initial stock of three dozen 





assortment of 


balanced 


tools in a 


eight items—regular trowels, trans 
planting trowels, cultivators, forks, 
weeding hoes, cultivator hoes, hand 


rakes and lawn weeders 


. 


New Flex-0-Glass 
Sterm Window Package 


A new, 
window kit 


popularly priced storm 

made of the genuine 
crystal-clear Flex-O-Glass has been 
introduced this Fall by Warp Bros., 
1100 N. Cicero Ave., Chicago 51, Il 
In addition to the standard 36” wide 
rolls of new transparent Flex-O-Glass 
that can be bought by the yard from 
Warp’s dealer's dispenser, this new 
kit assembles everything needed for 
the installation of a tough, shatter 
proof storm window that will last for 


many seasons. This package will be 
nationally advertised this Fall at 
$1.98 and will carry a_ two-year 


guarantee 


94 





Warp’s new storm window package 

nsists of 18 feet of wood moulding, 
a package of nails, and a 72 x 36 inch 
sheet of Flex-O-Glass—plainly iden- 
tified by the trade mark “Warp’s 
Flex-O-Glass” branded along the 
edge 

Each dozen is packed in a sturdy 


carton that unfolds into a colorful, 
double-sided dispensing display to 
attract customer attention from 


either side 

According to the company, survey 
show that this new kit has been 
widely accepted by women, who ap 


The new Bolt Bar 
being introduced by 
T & s ions 





requires about 1'2 
square yards of 
floor space. Indi- 
vidual glass com- 
partments, each 
with identification 
and price tag hold- 
ers, provide display 
space for 106 items. 
To encourage cus- 
tomer self-service, 
the display fixture 
comes equipped 
with bolt gauge and 
paper bags. The 
unit is available 
from Lamson & 
Sessions distributors 
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preciate the convenience of being 
able to make a single purchase of a 
tack-up storm window together with 
everything necessary to install it 
They have proved how easy it is to 
put up professional-looking storm 
doors and windows with the Flex-O- 
Glass kit 


* 


Belt Bar Intreduced 
By Lamson & Sessions 


With the introduction of its new 
Bolt Bar, The Lamson & Sessions Co., 
197 West 85th St., Cleveland 2, Ohio, 
is providing hardware dealers with 
the latest in its line of modern 
merchandising devices designed to aid 
dealers in retaining complete cover 
age of bolt and nut products 

In earlier years, the company, 
having noted that the hardware deal 
er was facing competition from other 
retail outlets selling hardware 
ucts, introduced such merchandising 
aids as the Speed Merchant, the 
Ready Reference List, the Lamson 
Fastener Chest and the Stove Bolt 
Chest 

Also being introduced with the 
Bolt Bar is the Jewel Box, a small 
plastic box containing a popular as 
sortment of those bolts, nuts and 
screws which the average family re 
quires for those small repair 
around the home 


prod 


jobs 


the Bolt Bar 


1952 





The New Bolt Bar, according to the 
company, will enable dealers to take 
bolts and nuts out of the dusty bins 
in the rear of the store and display 
these products towards the front of 
the store 

The Bolt Bar is 60” long and 30 
deep, requiring about l*2 square 
yards of floor space. Its glass com 
partments, each with identification 
and price tax holder, provide display 
space for 106 items. The Bolt Bar is 
equipped with a bolt gauge and 
paper bags to encourage custome: 
self-service. Sturdily constructed, the 
display fixture has a washable ename 
finish, the colors being coral and 
gray with a black kickboard 


RING UP MORE SALES 


The Bolt Bar may be obtained with BA 
4 


from any Lamson & Sessions dis 
tributor. Cost of the unit complete 
with stock is $276.40. Resale value of 
the contents is $331.21 


* 


Davis Announces New Hand 
and Pewer Mewer ..... 


clutch, which gives one-finger engine 


| 

G. W. Davis Corp. Richmond, 5 
Indiana, has made additions to place j 
in one line mowers for every home t 
need. Leading the line are two reel- ’ 
type power mowers (18" and 22”) F 
featuring the Davis Flex-a-matic 5 
hd 


"= 





YOUR CASH REGISTER WILL RING —and keep on ringing — when 
you display Cortland Brand Nails and Brads prominently. Put them 
out on the counter where customers can see them—you'll be amazed 
at how quickly they sell! 


Why? Because Cortland Brand Nails and Brads come smartly-pack- 
aged for self-service sales—-green packages for nails, yellow for 
brads, with both clearly marked for weight, size and gauge. 





Customers prefer them because they 
feature true-formed heads, clean-cut 7s SERRCHANIEIENES ees 
barbs, sharp points and uniform finish. TT A 

They're tough, rust-resistant and ac- 
curately drawn in Wickwire Brothers’ 





own mills. 

Make room on your counter for fast- 

selling Cortland Brand Wire Nails and Colorful streamers to identify 
Brads. A complete stock of sizes—in our store as Nail and Brad 
Y Ib., % Ib., 4 Ib. and 1 Ib. packages eadquarters. Includes Poul- 
takes only a minimum of space. Order try Netting, Wire Screenin 

them from your jobber today! streamers and folders. Sen 


for your kit now! 











control and insures smooth mowing 


without jars and jerks. Two gas- WIRE SCREENING POULTRY NETTING 
powered Davis rotaries (18" and 20”) 
that mulch as they mow are featured, SaAn® HARDWARE CLOTH 

" as is the new Davis 16” Electric 


Rotary specially designed for the WB 


small lawn market. Three hand- W | C 4 W | R if B R oO T H 7 R Ss, | | Cc P 


mowers complete the Davis line-up 


Davis Mowers for ‘53 are uni- CORTLAND, N. Y. 


formly styled in “sunshine yellow” 
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Ask For Them By Name 


Bolts... Nuts... . Rivets 
... Screws~have provided 
their users with the same 
dependable uniform quality 
and accuracy of finish for almost 
a Century. 


















For Greater Security... 
Fasten Fast with Clark Fasteners 


CLagx Bros Rout Co 


MILLDALE, CONN. 


BOLTS - NUTS 
RIVETS - SCREWS 


Get Them From Your Locol 
Jobber or Distributor 











Become An Accredited MALL 
Dealer By Stocking These 3 Tools 
Nationally Advertised In The 


cg uipe-MAstER 
Portable 


Saturday Evening Post" 


POWER TOOLS 





Mode! 149-8 

Drili—Cop. 

metol; )” 
wood 


$20.50 







promote famous 


BOOST Holiday Gift Sales 
MALL “Guidemaster” Home & Hobby Power 
Tools, MALL Floor and Furniture Polishers, Sand- 


ers, Buffers, Portable Saws. A wide range of 


useful attachments and accessories. Every sale 


Model 7! Saw 


’ 


2%” Cop you make sparks a continually expanding tool 
a. Cw 9.50 
ws — and accessory market for your store! 


SEND TODAY for Bulletins showing MALL Port 


able Electric Power Tools and Attachments 
Mode! 128 Drill e ad ° 
4 ¢ Power 
t Lon 40 Factory-Owned Service Warehouses, Coast To Coast, 
$34.95 Te Service Our Customers and Thousands of Dealers 
Profit Through Mali Direct Factory-Dealer Distribution Plan. 


Clip end mail this CHECK LIST for deteoils 
“ pao 


oft Ds LJ an sy 
ft 2. iP ss, 7 
TOOL COMPANY => ry ir 
~ : So ? =. excaonis 


7714 &. Chicage Avenve > ecm wa cm am / oun J 
Chicage 19, Illinois ~“ 1 esc J oe 
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for point-of-sale identification, and 
the line will be promoted behind a 
new slogan—*“Get behind a Davis 
and take it easy Plans calling for 
the largest advertising campaign ir 
Davis history have been approve 


and are in stages of preparatior 


+ 


American Rope Available 
im New Display Bex ... 


A new corrugated display box 
which holds approximately 15 Ibs. of 
rope in 100 ft. connected coils of 
American Brand Manila rope is an 
nounced by the American Manufac 
turing Co., Brooklyn, New York 

Printed in red and green, the at 
tractive box manufactured by Hinde 





& Dauch, Sandusky, Ohio, is easily 
set up and forms a display and dis 
pensing unit while occupying little 
counter space 

Selection of this box over the 
previous packaging method has re- 
sulted in a reduction in initial cost, 
a savings in packing, and a cleaner 
easier - to - handle more compact 
package; and use of this corrugated 
box has enabled the company to re 
duce the size of the package approxi 
mately one-third, it was announced 

Trade name, sales features, and 
rope size are printed on the box 
Eight display boxes are packed to a 
master corrugated shipping unit 


* 


Hedden’s Issues New 
1953 Price List ... 


James Heddon's Sons, Dowagiac 
Mich., has issued its new price list 
for 1953 and announces new items 
for introduction next year, many of 


which will be available this fal! 
The new tackle and price list 
1953, effective August 1, 1952, fully 


tures new baits 


describes and pic 
tubular glass casting rods and spin 
ning rods, tubular glass fly rods, 
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Moke this a 


PEERLESS 


Yeor 





| PEERLESS 


Super Value 


FREEZERS 





} tas, § assiwOul 


waD WOOD 
"Snare 





WINCHENDO MASS 


Your Jol 


| The PEERLESS FREEZER CO. 
| Ask 
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special purpose rods 


genera! purpose tubular 


Portable Island Display 
Announced by Wil-Mil 


W ( i? Ff } 


54 


pace yet provides 
‘ lisplay shelves, it wa 
Vil-M land display unit car 
ed disassembled in ap 
three minutes. Made of 
in such a manne 
s to erect, the 
screws, clamps or 
rmation is available 
" facturer upon request 


Christmas Promotion 
Folder Offered by DAM 


for t ntire 


an attractive 


he 
ve ‘ 
r-page folder recently is- 
Draper-Maynard Co., manu- 
f hietic equipment dis 
1e wholesale hard 
sporting pain distributors 
stmas promotion folder is 
nished D. & M. distributors 
n i to all of their dealers 
ng with the folder an order blank 
which the dealer can use 
merchandise from his 





W. Scallan, president, points out 
fe athletic equipment at 
time is an ideal and 
y for dealers to increase 

1952 

















They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 


and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 


Bassick 
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their sales. The attractively pack 


aged sport sets are designed to help 
the dealer sell complete sets instead 
of individual item I'he ontain 
sturdily built item and have 
special appeal for Christm elling 
In addition to seven sport set own 
in D. & M.’s folder, footballs, he! 
mets, shoulder pads basketball 
fielder’s gloves, boxing glove and 
MacGregor golf ball tennis racket 
and badminton sets also are featured 


A copy of the D. & M. Christmas 
promotion folder may be obtained 
from any D. & M. wholesaler r by 


* 
"7 tT writing Draper-Maynard Co 486) 
‘ o Spring Grove Ave Cincinnati 32 
Cc Ohio 


STEEL TRAP . BRING THE WHOLE FAMILY 
INTO YOUR STORE—with 


WITH THIS NEW 





Jacobsen Offers New 
30” Leaf Mill... 


Tacobsen Manutactarine co, a | SOUTH BEND CRoQuer' 


cine, Wis., has announced that it 
new 30-inch Leaf Mill is now in ful 


production. The Leaf Mill eliminate Catch the eyes of youngsters anc 
all raking, hauling and burning of . 
leaves, and completely solves th grown-ups alike by displaying this 


leaf disposal problem, it was an 
popular family game —it will mean 


more sales of all outdoor items! 








: 
: 
i 
| 
: 
- 
’ 
: 3 
) nounced. It brushes leave nto tl 
: hopper, grinds them into minute par 
: : ticles ind redeposits then " soil 
mulcl 
The machine i lesigned so that 
Vhis new Vietor Log Display is right ticks, stones, et are ejected wit! 
out lag >m 1. Operator 
for the wall, right for the window and it damage to the machine and 
ul j build | \ can keep rolling right over ound 
w right ‘ eve 
e right way to build bigger wtor where twigs are mixe vith th 
wry oa! , 
Steel Trap sales leaves. Descriptive literature avai 
It’s a “stopper” display painted able from J cobsen Manufacturi: MODEL 
to match the bark of a tree with Company, Racine, Wisconsir 12 different models NO. 836 
bright vellow and red lettering that to meet every family need. 
a 


catches the eves of vour customers 


Six popular Victor Steel Traps hang 


on the display to spark your cus- New Safety Can Added SALES REPRESENTATIVES 
F East —Julius Levenson, 7 East 17th Se., N.Y 








. 
bemnase te Sap te Eagle ime... -- Sout Louis Williams & Co., 3rd National 
When you order five-dozen Victor Bank Bidg., Nashville, Tenn. 
Steel Traps - ; A newly designed ifety in ha Midwest—South Bead Toy Mfg.,So. Bend, Ind 
Stee raps vou get the display at been introduced by the Eagle Mar Calif. & SU Anderson Sales Company 
no additional cost. So get in touch facturing Company, Wellsburg, West 730 W. 10th + vw — — “> 3 . 
with your wholesaler now and “hang Virginia, as an addition to the Eagk prams ¢ - ag test deny, 9 aga oon 
ee » of oile nd por < xporters, Inc., 10 East 
up” big sales this season The a Eagle aid can meet " vith Sereet, Ni * York « i : 
ANIMAL TRAP COMPANY OF AMERICA the requirements of all states ar 
; : municipalitic havin afety lav SOUTH BEND TOY MFG. CO. 
Lititz, Penna. © Pascagoula, Miss. ais x emilee coleman aaaun Gham ne. enn 
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Display and promote Auto-Lite— 
the line of carbide Sportsman 
Lamps that sells on sight the year 
‘round. The first choice in the 
South since 1914, you will find it 
pays to feature dependable Auto- 
ite products...“standard equip- 
ment” with the Southern Sports- 
man for more than 37 years. 


118s MODEL 
Furnished 
with 4” ribbed 
reflector. Burn- 
ing capacity 4 
hours. Rust 
proof con 

struction 
Rubber Bum 
pergrip pro 
tects bottom 
Strong wire 
brace. 





107 MODEL 
7” plated re- 
fiector. 4 hour 
capacity. Pat- 
ented Ball 
Dropper in- 
sures steady 
even flame at 
all times. An 
all-purpose 
lamp 





117 COM. 
BINATION 
Consists of 115 
Model Auto-Lite 
amp with a 
sturdy brown 
cloth adjustable 
hat with metal 
attachment. A 
real special this 

year 





875 MODEL 
Will burn 6 
hours on one 
full charge of 
carbide and wa- 
ter. Furnished 
with 7” plated 
reflector and 
convenient fold- 
ing handles 
Ideal for camp- 
ing 








Contact your jobber today or write 
us for an illustrated catalog and 
the name of your nearest whole- 
saler 


UNIVERSAL 
LAMP CO. 


Springfield, tttinois 























storing of gasoline and other flar 
miable liquids .1 fills: the need f 
mn Underw rs 
safety in for all industri 


where this precaution is essential t 


labeled 
protection of plant, personnel and fir: 
it was announced 
The new Eagle safety can, it 
claimed, provides mportant Eag! 
features in design nd constructior 
which make it convenient, efficient 


insurance tes 


and economical to use The Eagk 


safety can is available in three size 
1 gal., 2 gal.. and 5 gal ipacitic 
- 


Red Devil Adds Glaziers’ 
Chisels to Lime .... 


Red Devil Tool Irvington 1 N 


J.. announces the addition of thre 
glaziers’ chisels to its line of paintet 
and glaziers’ tools The chise 

specially designed for removing « 
putty, glaziers’ points, and small! nai 
from sast wher replacing broke 


windows 

Chisel No. 45 available in thre« 
widths—! 13 and 2”. The toc 
ength. The blade is 
made of high grade steel and the 


is 9” in overall 





handle of ethyl cellulose. The shank 
extends through the 


handle so that the tool can be tapped 


h blade 


with a hammer when desired. The 
chisels are packaged one to a box 
List price is $3.20 for the 1%" size 
$3.30 for the 1%4” size and $3.50 for 


the 2” size 


° 


Judd Issues New Drapery 
Hardware Catalog ... 


H. L. Judd Co., 87 Chambers St 
New York 7, N. Y., has issued a new 
Judd Drapery Hardware catalos 
featuring new merchandise, new art 
work and color 

Described a an 
drapery fixtures, the 66-page catak 
features almost 300 different draper 
hardware items, all organized int 
natural groups for 
easier handling 

Each item in the book is istrate 
by photograph or sketch and bear 
in identifying number for orderings 

Further information is availab)h 
from the manufacturer upon reque 


encyclopedia of 


simpler in 
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Stluer King 


NAIL HOLDING HAMMER 









The Cheney Silver King 
Xmas Box serves a5 © 
decorative display and 
an attractive holiday 
package. An ideal 
Xmas gift forthe master 
mechanic oF the home 


carpenter. 
Order now for immediate delivery: 










JOHN HM GRAHAMECO Inc Newton YT 
SANFORD BROTHERS Chrettencege Tene 





weney CHENEY “One"* 


Arras Paris. w Fw Ss. & 








Johnston Introduces New 
18” Retary Pewer Mewer 


Johnston Lawn Mower Corp., Ot- 


e 
. 
The plier 
. tumwa, lowa, unveiled a new 18- 
design that inch rotary power mower at a recent 


meeting of salesmen and company 


executives. The new machine, pow- 
ered by a 1.4 hp., 4-cycle engine, has 
a direct drive from engine to cutter 
bar. It is protected by special spring- 
loaded {r.ction discs which slip upon 
striking obstructions, thus elimi- 
nating the danger of impact break- 
all others Cutter bar is a suction lift type HOLD-E-7 

which draws grass up to provide a 

mooth cut The two reversible 

THE NEW No. 420 
- The Original 


. 
Automatic Grip 


CHAN neg, LOCK 
SCREWDRIVERS 


easy because Hold-E-Zees 
have everything alelare, 


| tied 





ground bits, insulating, un- 
breakable handles, chrome- 
wcelaloleti iasMolicle(-t Mil Miclualel'r 
Gripper yet retail for no 


salelacMaalelamelacilalela A i4e-30a+leh 


ers. Take these ready profits! 








MODELS FOR 
kle section blades are replaceable ALL TYPE 
1. Interlocking principle prevents removing a single nut and bolt for SCREWS 
| slipping under any load. 2. New each blade, Other features include 
: type wide base lugs cannot shear. fold-over handle for easy transport 
: 3. New nose design for gripping nd a vertical position of handle for 
i small objects. 4. Patented design convenient storage 
' of tension edge eliminates stress This new rotary is a strong, all- 
: concentration at channels. 5. New steel unit that can take the bounces 
: interlocking design minimizes ind jolts of rough weed-cutting work 
: stress on joint bolt. 6. Precision as well as handle regular lawn main- 
machined interlocking surfaces re- tenance. Heavy gauge deck and big 
5 sult in perfect fit, distributing ir cushion tires are construction 
pressure evenly. 7. ‘Rite Angle’ features in the new machine 
teeth guarantee maximum bite 
and minimum wear. - 


Here is a plier that will last for 
years! Channellock Pliers—made Harnell and Varmac 
only by Champion DeArment Tool Catal Availabl 

Co., Meadville, Pa. atalogs Avaliable . . 


Sead your ataleg loday. Release of the 1953 Harnell catalog 
om ¢ 1953 Varmac catalog is an- 


and 


ioe tee at ae tans nounced by George Hine Products 
aad Co., Venice Cal., exclusive dis- 


9 OESION ry, 
* / tributor of Harnel] black spun-glass 


tubular rods and Varmac fishing rod 
components. 

The Harnell catalog, now enlarged 
to 12 pages, features new blanks, kits 
and finished rods — with maximum 





~ 






t 
8soceres ath © “te, 





recommended line listed for each rod. R THRU YOUR JOBBER 
A new section shows rod construction i 
p . i. 
detail and Harnell specification tackle “kK OlT-OF-SALE 
CHAMPION DeARMENT maées as determined by accepted fishing mr: DISPLAYS 
5 club deflection minimums. ' IN 4-COLORS 
CHAN we, LOCK The Varmac catalog shows a new 


big game combination, a new, hecvier 











NM De ARMEN oo ¢ 
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‘Suture! NOT the scalpel — 
the PARKER COPING SAW!’’ 


You can be well 

prenered for every 

Coping Saw demand, 

NS wilhout nalf the trou- 
bie cf the surgeon 


y ey / above. Keep a good 
y . siock of Paiker and 
= 5 Trojan Coping Saws, 


right out in plain sight 
—ive betler the vari- 
ety of the II piece 
ranges and styles, the 
better your turnover. 
Every saw is a leader 
in its price field. 


Fey te | Parker |Z 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. 
and ACKERMANN-STEFFAN DIVISION 


Manvfecturer of Famous Trojan Coping, Jig ond Jewelers’ Suw Blodes 
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Pd (ght 
BUILDERS 
HARDWARE 


iM 


Cy GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware ... 

quality produced b: 


Grit''n. 





BR 
4 § 
\ Dever DOOR NEEDS THREE! 


~GRIFFIN- 


ufacturing Chmpany 


ERIE + PENNSYLVANIA 
THE 8. S. ALDER COMPANY 
45 Werren St vet 





New York nY 
HARVEY ©. RUSH & SONS WALTER S. JOHNSON AE SONS ££. H. FARRAR 
4638 Nichols Portwoy 917 St. Chories / verve 6637 Geil Drive 


Kenses City, Missouri Ationtea, Georg Delles 5, Texes 
WILBUR H. DAVIS H.C. GLOVER CHARLES L. LEWIS 

1639 W. Ferge Avenue 2611 Gerrison Bivd 1355 Meorket Street 
Chicege 26, Iiinois Baltimore 16, ™ ad Sen Frencisco 3, Coiif 
GEORGE A. GREGG ROY L. ROGERS ® fF. sevens 


17134-6 Wyoming Avenue 1620 Gorfieid Street 4524 Fost 60th Street 
elt 21, Michiges Denver 6, Colerede Seottie, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Brood Street 6954 Oleothe Avenve 


* 
. Massochusetts St. Levis 9, Missouri Jockson 6, Mississippi 





ee eee Se eee 











IT’S EASY TO SELL 
+ 





ROTARY POWER MOWER 


AMERICA’S 
FASTEST SELLING 





PRODUCED BY PIONEERS OF 
THE DIRECT DRIVE MOWER! 



















Offer your customers the 
power mower backed 
by experience! Over 
160,000 machines now 
in use! Designed and 

beautifully finished for 

attractiveness on your 

floor and many years 
of trouble-free 
service on 
your cus- 
tomers’ 


aC. wow 
Belt 
drive 
20° 


~- 
it \ GET READY NOW for 
the BIG DEMAND! 
Electric 
16” One out of three lawn 


mowers sold next year 
will be a power mow 
er. Don't get left 
out of this new giant 
business —line up with 
- the complete K.C. Mow 
line and sell the best! 


Only K. C. Mow Offers 

ALL THESE FEATURES 

Suction Action” for clipping 
pulverization and even cut 

* Patented “Sorb-O-Sh 
Clutch « Every exp 

metal surface painted o 
lated « Solid, | -piece blade of 
alloy spring steel. Formed, heat 
treated, and sharpened 


WRITE TODAY! for complete 
information and prices 





aC Thaw 
16” 2-cycle 
direct drive 










2500 Washington, Kansas City, Mo 
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Dig irre ocktoy ree eat ‘poth 
items to be ready in December, 1952) 
and pictur the new sting weight 
splay box 

Copies of both Harnell and Varma: 


1953 catalogs will be mailed upon re- 
quest by writing George Hine Prod 
uct Co 41100 Ocean Park Ave 
Venice Ca 

° 


New Quick-Way Circular 
Saw Sharpener .... 


A new sharpener for circular saws 
that sharpens each tooth accurately 
and uniformly has been announced 
by the Quick-Way Saw Co., of Corn 
ing, N. Y. Regardless of spacing or 
unevenness of teeth, the Quick-Way 
ircular saw sharpener is said to as 
ure exact results with the same edge 
n every tooth. Its feature is the new 
Quick-Way Model 6-12P Index Plate, 
which has precision spaced holes as a 
guide for proper grinding of each 
tooth 

The Quick-Way Saw Co 
that the new model is a 
sharpening unit for circular 


stresses 
complete 
saws 





The home craftsman need buy noth 
power table can be 
nverted into a precision sharpener 
with the Quick-Way unit 

Priced at $16.50, Model 6-12P in 


ing more his 


clude saw holder, blade hole 
idaptors spacing bar, mounting 
plate with adjusting slot and miter 
face block, adjusting bolts, Index 
Plate, and a special $3.00 high speed 
grinding wheel, Quick-Way sharpens 
cross cut rip, combination, and 
planer saws up to 12” in diameter 
Further information is available 


from Quick-Way Saw Company, 25 
Riverside, Corning, New York 


+ 


Cerbin Offers New 
Counter Merchandiser 


A new counter merchandiser, called 
the Corbin Lock Shop, is being of 
fered by Corbin Cabinet Lock Divi 
sion, The American Hardware Corp, 
New Britain, Conn. It is available 
with either of two assortments. The 
A50 assortment includes both pad 
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The Stanley “241” Butt Hinge 
is the standard of the world. 
More doors swing on Stanley 
Hinges than on any other kind. 
Check these quality features. 


@ Non-Rising Pin Self-seati-g, 
no twisting, no turning 


@ Clean, accurate 
countersinking 


@ Smooth, square corners 
@ Superior finish 


@ Correct number and size of 
screws 


@ Streamline swaging — no 
tool marks 


Smooth joints — no burrs 
Distinctive packaging 
Specified by most builders 


Hinge leaves 
interchangeable 


It’s easier to sell Stanley 


Hardware. 


The Stanley Works, New Britain, Conn 


[ STANLEY ] 


Reg. U.S. Pot. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 








1952 





Back. daatn 
NATIONAL ‘ 
LOCK 150 


DISPLAY BOARD AND 


ASSORTMENT 








nae a 


cagietl pieeeiel 


N Diode 


cusTrow uo a 
aro poeene wean: we 408 
108 
- cs A 
- oe 


ae 200 : omer 





ee teen : a euweu 

St, 208 & 
A 
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ma a 
neces 00 

—— & G&G =< = 

=e 200 " 


New A. Boohac 


FORGED BRASS HARDWARE 
NEW TYPE CONCEALED HINGE 
* | BEAUTIFUL CONCAVE KNOBS 
SMART DIE-CAST HANDLES 
OTHER FAST-SELLING ITEMS 


Here's one complete deluxe board to replace several 
other boards. Only 21” wide, it mn counter space 
. makes space more profitable. rtment 
Seveniony while providing all major cabinet hard- 
ware items. Appeals to those who want the finest. 


fj ; . + 
Superlative Luatity 
Items in this assortment have been carefully selected 
as the ultimate in National Lock quality. They're 
designed to sell and sell again. Open stock, if de- 
sired. Ask your jobber about the profitable 150" 


DISTINCTIVE HARDWARE If 


ALL FROM ] SOURCE 4'' 


NATIONAL LOCK COMPANY 


ROCKFORD © Hhitnwors 
MERCHANT SALES BiVision 


a 


+ 
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Old Hi Says 


Watch 


For 








Your 
Tackle 
Specialist 


Tacnst SPeciAausT 


sports 
E mnerennes © aT FAMOUS FISHING 
<3” 


m 


THE TACKL 







ane on" per 
— 






~— 





eens 


Your H-I salesman—Mr. Tackle Specialist—is coming 


your way. He'll show you the largest, fastest selling 
most profit-packed line of fishing tackle on the market 
today—the H-I line for 1953. It's not only the finest 
and largest tackle selection we've ever offered, but 


more than 500 numbers have been reduced in price! 





Next year will be the biggest tackle selling season in 
history. Get ready to cash in with H-l—the tackle line 
that's preferred at both famous fishing and active buy 
ing spots! The first step is to see your H-I tackle 


specialist. Plan to spend plenty of time with him 


it will be worth your while 


<< 


Moanvfocturers of the Largest Line of Fishing Tockle in the World 
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GAS WALL 
HEATER 





on , . 
0 BTU 2 
he er a 
pp C tr 

E € t ef evel ft 
ca ea } be . 
Ada | use 5 be 
sna Cc ¢ i contr 

@ Royaltex finish is desianed + 
bie a lor 

- Ha famous | fet me is syal ca 
iron burner with drilled raise 
ports. 

@ AGA approved for Nat., Mfg 
or LP Gas. 


See the Royal Line of 
heaters at Booths No. 
70% and 710, GAMA Con- 
vention, Atlantic City. 


CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


Chattanooga 6, Tennessee 


cks and ca et k 
2 Ne P45 padiocks 2N Pe 
cks, 2 No, P75 pad i \ 
lrawer locks, 4 N 102 B « 
ocks. 1 No. 02066 drawer k te 
No. 02067 wardrob« \G 
uggested retarl price $11.30 ee 
he price to dealer $ 0 = 
Ne A6O0 is ar ’ p 
ment including 4 ‘ P45 4 
4 No. P65 pad ks nd 4 No. ] 
padlocks. The tota ested 1 
price 1s $11.20, and tt price t 
ers is $7.40 
Each assortment pack 
ed-and-black cot ‘ lis} 
neasurin 4 
The new merchat ‘ 
igned to hely fealer ip 
Corbin Cabinet Lock onsume 


vertising progran 


New Motion Display for 
MIRRKO Pressure Pian . 


Cooking Without Look 


feature of the MIRRO-MATI( 
ure pan, now is being emp?! 
i new motion displa LA 
battery-operated ! hanisn 
the blindfold up ; iow 
oman eve and l 
pe t MIR \ 
p ure I ‘ 





Seuthgate Sash Cord in 
Window-Type Carton .. 


MORE PROFITS... 
MORE CUSTOMERS 


Southgate we 
‘i 

ord is the third sash 

Puritan Cordage M 

packaged in the new 100 RI 

window type carton, acc« tising Material 

William Ballard, vice | iaeainnadti 

sales manager of Puritan (¢ 

Mills, Inc., Louisville, Ky 6060008 98968 
“Southgate is now packaged in FLEMING & SONS. Inc. 

that will in ania Snae 


red and cream package 


attract the attention of th 





QUALITY... SINCE 1891 
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JUST PRESS 'N TURN 


A. AY 









FRABILL’S 


FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 
Customers insist on BOB EM 2-WAY fish floots 

de right designed right they work right! 


FRABILL MFG.CO. ii. s 
MECHANICS’ TOOLS and | 
HARDWARE SPECIALTIES 


MAKE STEADY PROFITS FOR YOU 


PLUMBER'S ITEMS 


| FORGED FOR LONGER 
| LIFE AND BETTER SERVICE 


— _a 











FORGED STEEL MELTING LADLES = 373 


0b) Bo» 


CAULKING CHISEL +307 
Made of octegon steel A a forqe Thickne s and 
y Full lengths in 7 and 7\ Also f ne of other shepes 
and sizes 


Also Solder Pots, sizes 4" to 13'/2" 
WRITE FOR CATALOG 


GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 
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Easy Way to BIGGER 
Wood Chisel Sales 





Gift Sets \ 


of 3 popular eg ae 


GENS( [) swedish i CHISELS 


PLUS THESE 
SELLING FEATURES 










Now, an ideal combination & { Y 
of famous Gensco Swedish woo 4 
chisels to boost your unit chis« i 
sales and increase ur profit ) 4 
Set includes Every chisel . 
widths packed i pce eee 
edge gilt box : o> ; 
for identification ar 23 we 
Thi } 
ior an 
ideal 
works 
Ask 


won apna chip 


<n chen ready for 
wee. 


Write for Prices 





See Your Jobbe: 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1806 North Kostner Avenue « Chicego 39, Iilinois 


ae 





——- AN ARTMOORE PRODUCT —— — 


ORIGINAL TRIPOD DRYER | 
THE SALES LEADER : 


STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRrip®* 
LINOLEUM PASTE 
More spread per 






gallon (20 yards or 
customer,” said Mr. Ballard. “As i Dees h 
ee Ps er body... easy to 
the case with our Puritan and Ken i : 
dal cartons, the Southgate carton " ++ 00 dis- . 
agreeable odor . . . no presetting neces- 


illustrates the basic utility uses fo 
this cord, as only a small percentag: 
of it is used as sash cord. A con 
tinuous loop between cartons make: 


sary ... never gummy or tacky. 


LINOLEUM TROWEL 





a 200-foot sale easy. It is equally Spring steel, correctly 
easy to cut the connecting loop and serrated for proper 
ell single packages of 100 feet.” spreading. Aluminum 
shank, turn-proof han- 
: ° die. Durable, light- 
| weight. 
! 
Wing oe CONSUMERS 
‘° 
; s ~ow Maree, WATERPROOF CEMENT — 
. | | i ~ . Ideal companion for | “Atuwnoe) 
moder and Tripods | Pig Pip aq Tiger-Grip.Wheredamp- | — 
cally. Collapses compactiy for quick stores in i 2s fey ness exists —sink tops, a att od 
tingerte a" ome, ete. A ctep-earer lenge =f a, ig Ss baths, lavoratories, for 
Slightly Higher West of the Rockies | 2 is a“ closing seams, etc. 
See your jobber or write | ’ 78 es Order from your wholesaler. 
| : 78 
ARTMOORE CO. | is 
Dept. SH-10, 1319 North 3rd Street ! CONSUMERS GLUE co 
Milwoukee 12, Wisconsin Js S_MAOLEY ST LOUIS 6 MO 











‘ a tht ? ‘ ll TE 
( ! 
A price calculator for Warp’s o 


window materials, is now avail- 


able, without cost. to dealers. SELL BEST because 


veR! 











For every work horse and mule It carries the same prices as are 
“The pad with the ¢-proof shown in all of Warp’s fall and 
ee winter advertisements and is they’re REALISTIC! 





red hooks also a footage computer. The 


unit is available from Warp Experienced hunters can't be fooled 
Bros., 1100 N. Cicero Ave.. that’s why they buy realistic Victor 
: 3 . Veri-Lite decoys time and time again 


Chicago 51, Illinois 
These light-weight decoys are made of 


ae SEAT CUSHIONS sandy, Saterprocted molaed pein 


- They're pre-balanced, equipped 
anchor line swivel and finished in life 
like, glare-free colors. Advertising in Field 
. & Stream, Hunting & Fishing. Outdoor 
Great Neck Intreduces Life, Sports Afield and Ducks Unlimited 

New Coping Saw Frame builds profitable business for you 
The Victor decoy line includes Victor 
Veri-Lite, Victor Wood and Victor Majesti« 





Great Neck Saw Mfrs., Inc., of plastic), each available in several species 
Mineola, New York offer their new and shipped promptly from either of our 
lo. 9 covi ; . , — _ two plants. Order money 
No. 9 coping saw frame, with an ea a i 





from vour wholesaler 


For every tractor and farm 


-+ 


implement seat 


See your jobber or write us. 





- 





ar 





THE AMERICAN PAD & TEXTILE CO. 

















pete i eee) @ co 
MAKERS OF FAMOUS TA-PAT.CO aHIMAL TRAP COMPANY OF AMERICA 
HORSE COLLAR PADS SINCE * LITITZ, PA . PASCAGOULA, MISS. 
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‘a > 


These are the publications 
advertisers are using to sell 
America's fastest-growing region 


For more than Oifty years W. R. C 
Smith Publications have served the 
South and Southwest, and have pro- 
duced profitable response for adver- 
tisers. Tempting sales opportunities 
exist in the market today; the future 
potcntial is tremendous. Intensive 
regional coverage is not only warrant- 
ed — it is a necessity if you are to fully 
cultivate the market. 


In their specific fields the Smith 
Publications provide this dominant, 
comprehensive coverage you need. 
For detailed facts on any or all the 
markets served and Smith’s service to 
advertisers your inquiry is invited. 


W. R. C. SMITH PUBLICATIONS 


806 Peachtree St., N.E., Atlante 5, Ge. 
























SOUTHERN HARDWARE 
offers the most complete 
coverage of the wholessie 
and retail trade in the 16 
Southern and Southwestern 
States 
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CAULK GUNS 
ano CARTRIDGES 


A Complete Line + A Gun To Fill Every Caulking Need 


HANDY Vital CAULKER 
(BAIL OR HALF BARREL TYPE) 





Two of the fastest selling caulk guns 
on the market—ot a price that 
can't be beaten! Disposable car- 
tridges end messy caulk handling 
Just insert load and start caulking ! 
Sells itself, get a display and watch 
soles grow, os thousands of deal- 
ers have done — ORDER TODAY! 


GuNS 
« . vect (8 wtae 


>» TOP QUALITY LOWEST PRICES <«€ 


Bulk orcartridge load from dies.Built-in cartridge pis- 
I pt.to 22 qts. Finger-grip ton. Quality built for years 
triggers, contoured han- of service. 


o 2+ @¢ O86 2 > ea 
NOZZLE 
ASSORTMENT 


Attractive self-selling disploy 
- 10 popular shapes — inter 
chongeable for all Vito! pro- 
fessional guns 


PRODUCTS MANUFACTURING CO 
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. eature é Klein Introduces New 
, king it indestru rhe ¢ Leug Nese Plier . . . 


° , ed t ea 


Barracuda Spark-\(-Lare 
Olicered hy Florida Ce. 





MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 








NE VY IMPROVED 


Minute Man GUN BLUE : 


ONE APPLICATION 


NOT A PAINT — NOT A LACQUER — 
MAGIC COLD CHEMICAL — 


P be A i E : ; =S : SF, BLUES INSTANTLY 
z= MAKES OLD GUNS LIKE NEW | 
R) 2d 





Nationally advertised in 
The Saturday Evening 


Post and Good House- new METHOD MFG co 





Ji keeping a top- 8 New Meinod Bids 
WHALE - of-the-line quality Bred f va 00 09 
CLOTHES LINE iP product VOUR JOBSER WA PORTSMEN’S 
extra-tough, “ae el Write for FREE Descriptive Circuler \ ESEARCH 





We Have Been Making Gua 


S” Guaranteed by > 
od Housekeeping 


solid braided cot- 
ton, smooth, 


glazed and pliable. 


CALL YOUR JOBBER ad 3 Vite Master Seties 


ABOUT THE COMPLETE a. 


a 

















~~ ip 

SAMSON LINE. . fe /\ ad aa 
All nationally advertised ~al , 
— Tite-Rope, the wire a sizes ond is constructed of se- 
centre, plastic-coated clothes , Lt | lected woods, ond has a bot- 
line; Spot, Phoenix and yf tom of ARMCO PAINTGRIP 
Aetna sash cords, venetian As | \ steel. It is finished in bright 
blind, awning, marine cords wa ‘ 1 yellow and green ovt-door 

“ aoa“ enamel, with @ veari-coleored 
write us for Free Samples ag awning top. All bolts and 
and Complete Information. - screws are zinc plated ‘ 


SZ Aue neon Sold through Wholesalers Exclusively 


DaTEo mera PROoOUCTS a ee 
rPeae stecer cis what 2 ono 
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STRONG on SALES 
LONG on PROFIT 





make your store 


their Christmas 





Shopping Headquarters 


ThacGpey” 
GOLF BALLS 


) 
oem wholesole distributors 
itable throve 





FRABILL MFG. CO. ues my | Ie Pal 
‘ - D&M 


F i T y, r R FOOTBALL SPORTS SET 


SERVES THE SOUTH mete 


— 


















- aKer 
A ROPE FOR EVERY NEED opRANk PA ; 
WATERPROOFED TENNIS RACKETS “~~ Bes mpistributors? 


am whe 
N eveilable throw -° 
(Now 





Go after more Christmas business .. . feature D&M 
Sports Equipment. Make it a big holiday season 
Stock a complete line of Draper-Maynard Sports 
Equipment. Order from your wholesale distributor now. 





= ROP) , 
@ Manilo Rope @ Sisal Rope 
@ Loriat Rope @ Fishing Rope 


oa Tran smis ion Rope 





For 148 years the South has been a consistent 
user of FITLER E kt for the Blue and 
Yeilow Registe trade mark on the outside of 
54,’ diameter and larger a on the inside 
of all smaller _ f Fitler Brand Pure Manila 
Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 
SOLD 8Y DEALERS EVERYWHERE 















THE DRAPER-MAYNARD COMPANY, 4861 Spring Grove Ave., Cincinnati 32, Ohio 
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Pom) (DIETZ COMET 


WANTED: 


ifacturers’ representatives in the 
iwdware field to sell a fast moving 

ilar priced, fan type garden 
prinkler. If you are handling any 
ther garden lines, this is an ideal 
tem with a sale on every call. Ex- 
clusive territories open. Write Box 
662, c/o SOUTHERN HARDWARE, 
06 Peachtree St N.E., Atlanta, 











Georgia ~~, Pe. 
i » Red Devil i of opening by finger. The plier also DIETZ 
now adds the newest is available without the leaf spring 
type of floor machine to its if preferred 
complete line ...a versatile This new treamlined long nose 
floor conditioning unit that plier is hammer forged from high 
polishes, buffs, waxes, scrubs, rade tool steel, individually fitted, 
“steel wools,”* and sands*. tempered, adjusted and tested. It is 


Twin 6” brushes — easiest 
to guide * Weighs 19 Ibs 


* Powerful “4 H.P. motor 
Good to Look At 










' Underwriters’ Approved 
* White plastic bumper 
: | Backed by national adver- _ Important fo Own 
| |  tising, complete merchandis- : 
| ing — — Because the little red COMET 
1) unit in reconditioning kit _// | Lantern is decorative when not in 
H at slight extra cost use—it will sell on sight to the 
large percentage of your customers, 
available in 54-inch size only. Refer who need a safe, dependable light 
: to No. 307-54%L for plier with leaf for emergency use 
pring, and 307-52 for plier without - : 
leaf pring when contacting the Write for Dealer Helps 
manufacturer, Mathias Klein & Sons Wa latrace Ck 
00 Belmont Ave. Chicago 18 
lime - SYRACUSE 1, N. Y. 











a e 
») SELL WINDOWS | "8, n3",fostn tox 
* Announced by Simensen 
An all new fiber glass tackle box 
IN ROLLS is announced by Simonsen Indus 
SOL trie Chicago, Illinois. Outstanding 


feature is the resistence to denting 








; nde Now, a mpletely 
: ~ 4 new mer cratching, rust or corrosion 
. sae LO Made of long glass fibers, with 
Lite Window M color molded in, it is unaffected by 
terials the f 
“r tomers iit or fresh water. Adjustable 
hands ‘ 
rt 
| and ® 
att ‘ 
; F 





SALAD BOWLS 
EXPERTS USE 


FIVE complete distinctive lines to 
enthuse all classes of trade. Bowls 
in the exclusive Parrish finish— 


the finest made—in_ choicest 





New color 
- fully pack : aa a 
-_ aged storm woods; also popular priced lines 
a ta of beautiful quality for home and 
es sg professional use. Complete lines of 
-- \ sales tre 
eee | mendousiy 4 ; woodenware backed by more than 
' Highly com minum partitions are in both half ; , or 
ae 3! t ind combination draw-bolt a a century oO ood cri 
_ cs with keys manship. 
SEE YOUR JOBBER OR WRITE DIRECT This fiber glass tackle box will in : ; 4 id ' 
FOR FREE DEALER PROFIT PLAN Simonsen features, such as Write for illustrated folder anc P 
mtinuous hinge, form fit handle price list that shows the way to 


sales and profits. 


! eamiless water tight construc 
SOL-O-LITE tion. The box will be known as model 

i'r. is 16" long 7 wide by c=" | J, SHEPHERD PARRISH CO. 
MANUFACTURING COMPANY hich. Weight 324 Ibs. and it is 368 W. Wesker Brive Chicege 6, it. 


tilable in deep green color 
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43058 W. North Ave., Chicago 39, Hlinois 
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LOWEST PRICE for FASTER SALES 


and BIGGER PROFITS 


J : FFY CONDITIONER 


Priced right and backed up with a smashing 
advertising - promotion program including 
national, local and store 


identification. Here's the 







best product in a new, 
high-profit field. 








s * 83%. Active | 
neha AEROTIL® 




















THE MOST POPULAR OF ALL BRANDS 


Year in and year out, Phoenix leads the field in sales. 
That's because year in-year out, Phoenix leads the field 
m service 

There's a size, weight and style for every horse and mule 
working under any conditon. It's easy to see that Phoenix 
means business. So cut yourself in on the profits! Stock 
and recommend Phoenix Horse and Mule Shoes NOW! 


Werld's Largest Manufacturer 
of Horse and Mule Shoes and Calks. 


PHOENIX MANUFACTURING COMPANY 


Joliet, tlinois A Catasauqua, Po j 
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Write or wire now 
P. k d 4 —o product of 
for details and enn elas Americon 

popular 4 oz., 8 oz., Cuenenid Ce ; 
lowest prices. and 32 oz. sizes. + Trode Mort , 
ROYAL HOME PRODUCTS, INC. : 

1111-27 RICHMOND ST. - CINCINNATI 3, OHIO 
M 





SOLD 
EXCLUSIVELY 
THROUGH 
JOBBERS 


~ . 4 A, 
YONS 
“" KS 










Increase your ~ 

sales of America's 

leading wicks . . . GLASWIK 

and FLAMEMASTER. These oftractive 

merchendisers increase sales and MAKE YOU MONEY! 

Wick can be dispensed quickly and easily, with no waste 

or spoilage. They moke excellent counter displays or 

can be hung on a wall or side of the counter 

WRITE FOR COMPLETE DESCRIPTIVE UL: TERATURE 
ROOM SA? Gewrest creres 


ATLASconpant 







NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 








Crescent Tool Officers 
New Snip Display» 


pright on the counter with DB-20 snip assortment 
i « tention t DB-20 assortment consists of 
Y g h Wwive S47 7° standard snip, 1 S48 8” stand 
p fans, « d snip, 1 S49 9 tand snip 
wi h S4 0 ! I a s t i S411 aa 
DB-20 e « t stand S4 12” standard 
. , 
2 c and 1 


snip, 








CARPENTER SQUARES 
America’s FIRST 


with 
CRAFISMEN 
FOR EVERY USE 


; 


\ Nee ° 
1 WC eens 


/ 





TROWELS 
FOR THE TRADE 
FOR THE FARMER 


FLOATS, CEMENT TO 


f 


NICHOLLS MANUFACTURING CO 


FOR THE HOUSEHOLDER 
Quality with §conomy~ 





OTTUMWA, IOWA —USA 














The Big Profit Line! 
TOOL CHEST 





Sa INDUSTRIES 


A 


Cal. Ne 
243-4 


flexible 
metal poppet 





ALL POSITION 
Patented, Flexible Monel 
Meta! Poppet cannot leak. 
Quiet and very sensitive in 





For cold or hot 
water or steam. 200 pounds 
pressure 


Operation 


order from 
One-piece brass 


your jobber shell. Made in seven sizes. 


Ask for Bulletin 204 
STRATAFLO 
PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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MASTER MECHANIC'S 


INC. 








UKELELES, GUITARS, VIOLINS 


and other string instruments 
° 
Moke extra profits by han- 
| dling these additional lines. 


COM tye Tat MUSIC 

















146 Marietta St.. N. W, Atlanta 3, Ga 











Tee femous WRIGHT rooster tredemert 
repect soles from experienced users. This colortet 
rooster trademerk gives your heragone! setting stock 
ettractive —— 

Representative 
od. Cc. HORNISROOK — € tt. 'HORNIBROOK 
Box 176 Avondele Estates, Ge 
AWRENCE J. aeater ~ & SON 
306 Corendetet Bidg. New Orleans 


¢.- WRIGHT wire co. 
PEWORCESTERs MASSACHUSETTS — 


1952 


12, te. 
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FARM EQUIPMENT 


Section of SOUTHERN HARDWARE eat ee 






MEAT TREATED 
FOR TOUGHNESS — 


TEMPERED 
FOR PERFORMANCE 


Special analysis “‘hot top"’ steel makes “EMPIRE” 
tillage tools split-proof and curl-proof. “‘EMPIRE"’ 
built products are scientifically heat treated by our 
exclusive Isothermal process for extra springiness, 
clean scouring, keen cutting and longer life. There 
are none better. 


‘it pays to sell the line with ready trade acceptance." 


e, ™ EMPIRE PLOW COMPANY & 


Ccand (“talarty 


CLEVELAND 27, OHIO 





mH MP PL 
irr. 


wt LL 





Pee} 





thi A 


Hf . 

et Bie Hac On ee | 
LLP 

~_ 








Models ABN, AKN, AEN Models AFH, AGH, AHH 
4-cycle single cylinder 4cycle single cylinder en- 
engines. Power range: 3 gines. Power range: 6 to 


to 8 he 9 hp. 





bs 





Models VE4, VF4, VP4D 
4-cylinder V-type engines. 
Power range: 15 to 30 hp. 








Models TE and TF 2-cy! 
inder engines. Power 
range: 7 to 13 hp. 


SELL the Complete Line of 
WISCONSIN Heavy-Duty Air-Cooled ENGINES 


The Authorized Wisconsin Engine Dealer doesn't miss many sales because he offers the most 
complete line of air-cooled engines in the world. No other dealer can offer so much ...a 
type and size engine for every power need, from 3 to 30 hp., in 4-cycle single cylinder, 2-cylin- 
der and V-type 4-cylinder models. 


SELL at Least Two Good Lines of 
WISCONSIN-Powered Equipment 


You can't miss on this one, either, because more different kinds and makes of mechanized farm 
equipment are powered by Wisconsin Air-Cooled Engines than by all other makes combined, 
in the Wisconsin power range. And every dealer handling Wisconsin-powered equipment gets 
the benefit of Wisconsin Engine national advertising, prestige, and customer service-satisfaction. 


SELL Original Factory Parts and Service 
to WISCONSIN ENGINE Power Users 


Every owner of a Wisconsin-powered machine or a Wisconsin Engine is a potential customer for 
original factory parts and service. And every form community provides a soundly established 
market for this highly lucrative form of business. 


















Yes, you profit 3 ways . . . when you follow this prescription for bringing more business and more 
profits into your store. If you can qualify as a Wisconsin Engine Dealer, let us put you in touch 
with the distributor who serves your territory. 


MOST u . 
“a WISCONSIN MOTOR CORPORATION 
{ World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 





A 7286-1PC 
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SERVICE 
SPECIALISTS 


Unusual services—rang ‘ng 
from ditch digging te dirt 
hauling—boost equipment 
sales fer these dealers 


By Theron Garvin 





: 
geste A FARMER wants a_ that many farmers prefer to buy J. E. Bridges, left, checks the ' 
new tractor, repair work, a from the dealer who can fill al! aan H 
trench dug, a load of dirt hauled, their requirements in farming op- the company. Such sideline ' 
or a grain bin erected, the Farm _ erations. services help win new equip- ' 
Repair and Equipment Co., Beau- Since the firm opened in 1944 ment customers : 
mont, Texas, is ready and equipped it has grown from a one-room 7 
to fulfill virtually every need of structure to its present building 4 
the customer. that spreads over an entire city The company offers a new service 
These dealers are service spe- block or sales idea at least once every ; 
cialists. They have found that the J. E. Bridges, owner of the com- ‘ree months as a means of main- 
many “extra” services they offer pany, credits this eight-year taining the active interest of 


customers 

Several years ago Bridges pur- 
chased a small truck and auxiliary 
equipment which he uses for 
trench digging, laying pipes and 
other purposes. With the aid of 
this equipment he has been able 
to eliminate much of the work 
for the farmer while helping him 
do the job more efficiently. The 
usual expense to the farmer is 
merely the cost of the labor and 
gas and oil for the truck 

“Many people ask how we can 
afford to do this work so cheaply 
We point out that we perform this 
work as a customer service, not as 
a money-maker,” Bridges said 
“Farmers repay us for the service 
by buying their new equipment 
from our company, by giving us 
their repair work, and by recom- 
mending the company to neigh- 


bors - 


are effective in boosting sales of growth to the many sales and 
new machinery. They have found service ideas that have been used 





Some of these extra services are 
unusual, to say the least. F 
Insistent demand by farmers an-. ranchers for a wagon that cculd be example ites a j : . h — 
used with combines promptec: the company to develop this self- = _— page Mes trae 
propelled grain bin. The company has bul: $0 of these units over for several years, questioned 
the past two years and hopes to have 125 in use by the end of 1952 Bridges about the possibility of 
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working out some type of self- 
propelled grain bin that could be 
used with rice combines 

During the winter of 1951 
Bridges worked with two of his 
mechanics and developed a unit 
that one man could operate 


Self-Propelled Grain Bin 


out of an 
wheels, a 
f 


The built 


old car 


unit was 
frame, four 
small motor and four pieces of 
steel for the hopper bin. The 
motor and wheels were the only 
items purchased, with the re- 
maining needed parts manufac- 
tured in the company repair shop 

As soon as the first unit was 
completed, farmers from a 50-mile 
radius were invited to witness a 
demonstration on a nearby farm 
Between 10 


and 20 orders were 
taken when the test was com- 
pleted. Today there are 90 such 


units in operation, and orders for 
the coming harvest are 
expected to boost the total num- 
ber of units made to 125 


season 


Home Repairs 


“We have tried to work closely 
with farmers on items that we do 
not carry or have in_ stock,” 
Bridges said. “When a customer 
comes to the shop looking for a 
piece of iron to mend a piece of 
equipment, we take him to one 
of the mechanics and let him 
draw a picture of what he needs 
The mechanic then makes it for 
him 

“We make it a point to encour- 
age farmers to make small repairs 
to their tractors and machinery 
This saves them money, and is a 
saving for us too, for this type of 
repair usually is unprofitable be- 
cause it takes our mechanics away 
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Company building presently 
covers an entire city block. 
Building has three entrances 
where customers may drive 
in for service. The seven trucks 
shown below are devoted to 
various types of service which 
may be requested by customers. 
Services which include welding. 
dirt hauling and ditch digging. 
pave the way to sales of new 
equipment 





from the larger jobs and slows up 
delivery on work we have prom- 
ised to have completed at a given 
time. Our mechanics and salesmen 
glad to point out how the 
repair should be made and invite 
farmers to call the office if they 
cannot finish the job or need 
further advice.” 

A profitable sideline that brings 
in new customers almost every 
month is the erection of grain bins. 
Bridges constructs the cement 
base and installs these bins on 
farms as far as 75 miles from the 
store 


are 


Customer Conveniences 


When a farmer stops by the 
shop for parts or information, he 
is usually in a hurry to get back 
to his work. However, he is never 
so rushed that he can’t take time 
out for a cup of coffee and a 
doughnut at the company’s coffee 
bar. Three large lounge chairs 
are available where customers may 
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relax while enjoying their coffee 
The number of customers that 
take advantage of it daily is proof 
of its popularity 

The Farm Repair and Equip- 
ment Co. has 12 service trucks 
and each is devoted to different 
types of service calls. For example, 
one contains combine parts, an- 
other small tractor parts, still an- 
other has welding equipment, etc 
Eight months of the year these 
trucks are busy making service 
calls during the rice season. Dur- 
ing the remaining four months, 
they are used in constructing the 
grain bins and making calls 

“We are well-pleased with the 
results of the big service job our 
repair shop is doing,” Bridges con- 
cluded. “Our many allied jobs 
keep our mechanics busy and our 
customers happy. To sell six or 
eight small tractors each month in 
an area where 75 percent of those 
used are the large units, you hav: 
to have extra drawing power t 
win customers.” 











A report to you about men and machines that help 


maintain International Harvester leadership 


TEAMWORK BUILDS successful customer and 


community relations 





at Raccoon Implement Co., Perry, lowa 





important management decisions are team deci- 
sions at Raccoon Implement Co. The three partners, left to 
right, are Wayne Fritz, responsible for service; Roger Lein- 
bach, who supervises sales and overall operations; and Roger 
Harvey, whose specific management area is parts. Dealership 
headquarters are in a modern base of operations. 


+ ‘ ~~ 


“We'll fix you up —right now,” Service Manager H. D. 
Burgess, right, tells farmer Roland Whiton after looking 
over Whiton's 4-row cultivator on his Farmall M. With 
service completed, Whiton was back in the field cultivating, 
the same afternoon. There are six trained men in the Raccoon 
service department, to provide fast, efficient IH 5-Star Service. 





Customers always get courteous, friendly treatment 
at the Raccoon Implement Co. parts department. “It's a good 
feeling to know we're helping to keep our customers’ m@ 
chines on the job with IH parts,” says Roger Harvey, left, 
he ties in with an IH 5-Star parts promotion and sells a set 
of new cultivator sweeps to customer Sheldon Todd 









EE 


= 
RACCOON If 


TRACTORS FARM EQUP 
ory SALE 





Everyone sells service, by keeping in close touch with 
farmer friends and customers. Here salesman Arlie Fritz 
talks over weather, crops and new IH equipment with cus 
tomer Lee Dusing. Raccoon Implement Co.'s sales and 
service trucks are familiar sights on country roads and farm 
steads around Perry 


Raccoon Implement Co. has established itself firmly os o progressive " 


local business leader through sound management and loyal employe team 
work. There's a keen awareness of responsibilities and obligations to customers 
the community, and the retail farm equipment business. This overall program 
enables Raccoon Implement Co. to provide outstanding community service 





Motor Trucks 
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“SEE YOU AT THE POLLS” 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use — McCormick Farm Equipment and Farmall Tractors 
Crawler Troctors and Power Units 





Refrigerators and Freezers—General Office, Chicago |, Illinois 











Once new equipment has been 
gold it is the policy of ths 
company to make a free servic> 
call after the machinery has 
been in operation for 50 hours. 
Here, Edgar Colvin, manacer of 
the firm, inspects a farmer's 
mew tractor in the field 


They hold their customers with 





Service after the Sale 





Once a farmer has | 
to make minor repairs an 
giving the customer thorough 


I* WINNING NEW business and in 
keeping old customers satisfied, 
it is the follow-up that counts! At 
least that has been the highly ef 
fective sales technique of the farm 
equipment division of the Blanton 
Motor Co., Fredericksburg, Virgin 
ia. 

Once new equipment has been 
sold to a farmer it is the policy 
of this company to make a free 
service call on the customer after 
the machinery has been in oper- 
ation for 50 hours. According to 


purchased new equipment 
d adjustments. The 
instructions 


he is taught how 
mechanic above is 
in proper use and 


maintenance of his equipment 


Colvin, manager, this is 
the most important ges- 
ture a company can make in hold- 
ing the good will of the customer 
Further, this free service call gives 
the dealer added opportunity for 
sales of other new equipment as 
well as parts for old machines 
Colvin feels, with good reason, 
that a service call, after 50 hours, 
is the right time psychologically 
to contact the farmer again. 

“By this time the farmer has 
become accustomed to operating 


Edgar 
possibly 


By B. Miller 


his new machinery, and as a di- 
rect result of his satisfaction he 
may be ready to consider the pur- 
chase of some new implement.” 

On this free service call Colvin 
takes along a variety of parts for 
tractors and implements. Also, he 
usually carries a number of farm 
tools such as a wood-saw, loader, 
post hole digger or manure spread- 
er 

“Frequently, when a farmer 
buys a tractor,” Colvin said, “he 
does not know, for example, how 
much corn he is going to put in 
At the moment he is concerned cn- 
ly with learning the operation of 
his new eauipment. But by the 
time of our 50-hour service call us- 
ually he not only is pleased that 
he has learned the proper opera- 
tion of his equipment, but fre- 
quently is enthusiastically in the 
market for some additional piece 
of equipment. And since, by this 
time, he has decided what crops 
he is going to put in, the dealer is 
contacting him at the most bene- 
ficial time.” 

But Colvin points out that every 
effort is made to educate the cus- 
tomer in the proper use of his new 
equipment. 

“First of all,” he said, “regard- 
less of the ccst or size of the item 
we have sold the customer we ed- 
ucate him thoroughly in its op- 

(Continued on page 128) 
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“That's Covereneat, Son...” 





; \ fe , — Tr re es. 


You know, folks are inclined to think of our government in 
a lot of different ways . . . as a row of marble columns, or 
a towering dome of granite . . . as an array of silk hats 
and frock-tailed coats . . . as hour upon hour of stirring 
oratory, and sheaf upon sheaf of imposing documents. 


But these things don't constitute government. 


All these things are just the ornaments and the decorations, 
the gear and the raiment, the tools and the implements of the 
real government—the kind you see across the street. 


No, the real government isn't hidden behind any marble 

columns or beneath any dome of granite. Instead, you'll find 

it in humble places like this . . . in schoolhouses, fire stations, 
general stores, garages, and vacant buildings all over the 

country . . . places set aside where people can vote on election day. 


And rather than silk hats and frock-tailed coats, the 
traditional garb of government is the gingham of the house- 
wife, the worsted of the accountant, the poplin of the 
mechanic, and the denim of the farmer. 


Instead of stirring oratory and imposing documents, you'll find 
that real government boils down to just the brief words of 
identification, the pull of a lever or a simple mark on a 

ballot that indicates the free choice of the people. 


That is government . . . American style. That is government of the 
people, by the people, and for the people. 


And, as long as the people conscientiously carry out this 
great trust, we can be sure that ‘this nation, under God, 
shall not perish from the earth.** 
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To convince customer that trac- 
tors in his line withstand hard 
usage, Boening first shows him 
through the shop, pointing out 
several oli tra-tors. nm _ for 
repairs, that can be counted on 
for further dependable service 












Mere’s a successful system for 





The next step in Boening’s sell- 
ing plan is to get the prospect 
seated on a tractor. In this way. 
Boening feels, the customer is 
more likely to become sold on 
the features of a tractor. When 
seated in the office, Boening 
says, the prospect thinks only 
of hard cash, not the features 
of the equipment 


Selling More Used Tractors 


pee IN moving used tractors 
J actually begins with the prop- 
er selling of new machines, ac- 
cording to A. O. Boening, Boening 
Implement Co., Fredericksburg, 
Texas. 

Boening, who in a highly com- 
petitive town of some 5,000 per- 
sons sells an average of 50 new 
tractors each year, states that the 
selling job must be done on the 
display floor 

“If a farmer is not ‘sold’ prior 
to an on-the-farm demonstration 


all the odds are against you,” he 
said 

As Boening points out, where a 
prospect hasn't been “sold” doubt 


remains in his mind, causing hin 


Sales talk alone often is not 
enough to close the sales. Here, 
Boening uses information from 
manufacturer's literature to 
further impress the customers 
that this is the unit which best 
fits the needs of their farming 
operations 
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By C. Thomas 


to hesitate. “And there is no such 
thing as a prospect buying against 
his will.” 

When a prospect shows interest 
in the company’s line of tractors, 
Boening assumes that the farmer 
has received favorable reports on 


the equipment—an initial advan- 
tage for Boening in closing the 
sale. 

“And it is reasonable to assume 
that the prospect is interested in 
gathering more information on 
the equipment,” said Boening who 
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TWO TIMKEN 
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Look at the “vitals” of a Deming “Marvel”. Here is pump construc- 
tion that assures smooth, QUIET, more dependable operation... 
guarantees longer service at lower cost! Sell the Deming “Marvel”. 
It is built to STAY sold and protect YOUR profits! 


THE DEMING COMPANY 
519 BROADWAY . SALEM, OHIO 


Dependable 
EMING Zz 
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In displaying tractors on the sales floor, Boening believes it is good 
practice to have certain implements attached. Customers can be shown 
quickly the ease with which tools can be switched 


begins selling by showing the 
prospect through the service shop. 
He does this not merely to con- 
vince the prospect that the com- 
pany is equipped to render com- 
plete service when needed, but 
to show the farmer the age of 
several old units which may be 
in the shop for repairs. 

“This is the best starting point,” 
said Boening, “for every prospect 
is going to be interested in the 
amount of use he can expect from 
a tractor. The next step is to get 
the prospect from the shop into the 
adjaining display room, and seated 
on a new tractor. 

“You can't do much with a man 
standing on his feet,”’ Boening con- 
tinued. “The trick is to get him 
seated, but not in an office. In an 
office the prospect thinks only in 
terms of hard cash—not the fea- 
tures of a tractor.” 

With the prospect seated and 
toying with the controls, Boening 
begins pointing out various fea- 
tures of th. tractor. 

“Once the prospect becomes in- 
terested in what I have to say, 
his questions lead easily into a 
description of other details. After 
I have given a full explanation 
of this tractor I invite the prospect 
to inspect the other models on 
the floor.” 

Every tractor on the display 
floor has a different implement 
attached. This enables Boening to 
show the prospect the ease with 
which implements can be changed. 

“When you have only one trac- 
tor on the floor,” he said, “it gives 
the prospect the idea you have no 
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intention of selling many, nor this 
one very quickly. 

“When we reach the point where 
discussion of the trade-in is in 
order, I learn immediately how 
good a selling job I have done. I 
can be assured that when the pros- 
pect first walked in to discuss a 
possible tractor purchase he fre- 
quently plans to deal with who- 
ever offers him the best proposi- 
tion. If he still is of that frame of 
mind following our discussion I 
know that I have done a poor sell- 
ing job. I can either drop the deal, 
or start from the beginning in a 
new effort to convince the custom - 
er that our equipment is best for 
him.” 


Selling the Customer 


Boening feels that when a pros- 
pect has been thoroughly sold, he 
will accept less for his trade-in 
willingly than he would have con- 
sidered in the beginning. As the 
prospect becomes “sold” on the 
new tractor, he places less value 
on his old one. As his desire for 
the new tractor becomes stronger, 
his intention to hold out for a 
higher price for the old unit weak- 
ens 

Because Boening has done a 
sound selling job, he may for 
example acquire a good used trac- 
tor for about $800.00. In re-selling 
the unit he emphasizes the service 
still left in the tractor. 

“In this area,” Boening said, 
“the average life of a tractor is 
15 years. Therefore the used trac- 
tor in question, a 1948 model, is 


good for 11 more years. 

“We allowed the customer 
$800.00 fcr his used tractor and 
the cost to us is increased about 
$120.00 because of necessary re- 
conditioning. But we will ask and 
get $975.00. While our profit is 
small, still we have sold a new 
tractor quickly and have realized 
our full margin of profit. 

“In pricing this used tractor we 
point out to a prospect that it can 
be counted on for 11 years of 
service. We also point out that he 
can expect to put about $25.00 a 
year into that tractor for minor 
repairs and parts. At most the 
tractor should cost him no more 
than $115.00 a year to own and 
operate.” 


- 


Crep Dryer Industry 
Forms Trade Group 


MEMBERS OF THE crop equip- 
ment industry at a recent meeting 
in Chicago organized a new trade 
association. Objectives of the as- 
sociation include user education, 
market expansion, technical im- 
provement and manufacturing 
problems common to the industry. 
Seventeen firms representing the 
major manufacturing activities 
compose the present organization. 

Officers elected were: president, 
J. R. Mayner, Martin Steel Prod- 
ucts Corp.; vice president, James 
Moore, Peirson-Moore Co.; treas- 
urer, B. C. Mathews, American 
Crop Drying Equipment Co. 

To conduct the affairs of the as- 
sociation an executive committee 


of six was chosen, including 
Messrs Mayner, Moore, and 
Mathews and Raymond Arndt, 


Habco Manufacturing Co.; Crom 
Campbell, Campbell Heating Co.; 
and Nolan Mitchell, Aerovent Fan 
& Equipment Co. 

A number of working commit- 
tees are being assigned to matters 
of industry-wide interest. 

Aside from members of the as 
sociation coming from the manu- 
facturers, a provision has been 
made for membership to come also 
from allied organizations. Such 
groups may consist of institutions, 
associations, suppliers, publica- 
tions, research agencies, or in- 
dividuals having a related interest 
in the expansion and development 
of the art and science of crop dry- 
ing. 

Members report that although 
the unfavorable harvest conditions 


(Continued on page 134) 
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NEW SALES WAKER: 








Here is a brand new cellar drainer! The com- — 
plete unit— motor and pump— operates under efi 
water. You'll sell more of this model than any 
other —for newly built homes, and for replac- aa a 
ing old pumpe. ori 244 wi gaa Js 

The new Fairbanks-Morse cellar drainer can oy oi 
be installed in a sump with a base 16” square =o YS. 1A 3 
and 16” deep. No float adjustment is necessary; es mann 
operating range is set at the factory. Big screen - i Il 18 ) 
area in base permits only trash-free water to wuaneee. 
reach the impeller. Motor and operating switch ya 
are enclosed in a water-tight, stainless steel 
housing, which also serves as a float control. It 
will discharge as much as 3600 gph. against a ‘ 
head of 10 feet. i i al eS ES ee 

Be ready to get more than your share of the b —— eae” 
sump pump business in your area with this new 
submersible unit! Check your stock and order 
today! 
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Our dealers are “going to town” with 


FAIRBANKS-MorsE Submersible Pump! 


Ie will be a shame if you fail to get your share of the deep well business 
stirred up by our sensational Submersible Pump. 

This new pump has many selling features incluaing water lubrication 
of motor and pump, simple installation, minimum use of pipe, and abso- 
lutely quiet operation, because both pump and motor are down in the 
well! Get the facts on a profitable Fairbanks-Morse dealership for 
water systems, cellar drainers and other fast-selling products. Write 
Fairbanks, Morse & Co., Chicago 5, Ill. 





7) FAImBANKS-MORSE 


@ name worth remembering when you want the bes? 





PUMPS + HOME WATER SERVICE AND LAUNDRY EQUIPMENT + ENGINES + GENERATING 
SETS * HAMMER MILLS * MAGNETOS + MOTORS * MOWERS * SCALES 
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THE DEALER 


HEN A YOUNG veteran in north 

Georgia was asked why he 
and his brothers were willing to 
stay on the farm, instead of seek- 
ing their fortune elsewhere like 
so many Southern farm boys used 
to do, he said: 

“I suppose it’s because the steer- 
ing wheel of a tractor fits a man’s 
hands better than plow lines. Then, 
too, when you raise chickens and 
milk cows like we do, pay-days 
come closer together than when 
you grow nothing but cotton.” 

That seemed to be a very good 
way to point up the benefits of 
two major factors that are influ- 
encing farm progress and develop- 
ment in the Southeast today — 
mechanization and conservation. 
As a result of these two influences 
farm living is more profitable and 
pleasant than it has ever been 
before 

It is very fitting, therefore, that 
farm equipment dealers and soil 
conservation district supervisors 

the two groups most concerned 
with these phases of agricultural 
development—have joined forces 
in a nationwide campaign to bring 
to farmers throughout the country 
the best that science has to offer 
along these two lines 

The Farm Equipment Dealer 
Soil Conservation District Program 
has the support of the farm equip- 
ment industry and soil conserva- 
tion district supervisors and com- 
missioners throughout the nation 
The Soil Conservation Society of 
America and the Soil Conservation 
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Service also are actively contrib- 
uting to the success of the program. 

To promote this cooperative un- 
dertaking, the Farm Equipment 
Institute, representing some 300 
equipment manufacturers, has pub- 
lished a booklet titled, “The Farm 
Equipment Dealer and His Soil 
Conservation District,” which ex- 
plains what soi] conservation dis- 
tricts are, how they operate, and 
points out the opportunities for 
cooperation between equipment 
dealers and the district supervis- 
The booklet has been distrib- 


ors 
uted to dealers throughout the 
country. 

Another useful publication tit- 
led, “Down the River,” was pre- 
pared by the Soil Conservation 


Society of America to call atten- 
tion of urban residents to the vital 
problem of conserving the nation’s 
soil resources. 

Industry leaders have worked 
actively at all levels of the in- 


dustry to promote the campaign 
in every possible way. The Na- 
tional Association of Soil Conser- 


Practical field demon- 
strations, such as this 
fescue seed-harvest ng 
operation, are giving 
farmers a better un- 
derstanding of iho efi- 
cient use of farm 
equipment in their 
conservation work. A; 
the direct result of 
conservation ani 
mechanization, farm- 
ing is more profitable 
and pleasant than ever 
before. Further prog- 
ress in conservation 
can be accelerated by 
dealers helping to edu- 
cate their farm cus 
tomers 


S ROLE IN 


vation Districts has further ce- 
mented the bonds between the e- 
quipment and district groups by 
recruiting representatives of the 
equipment industry to serve on 
national, regional, state, and local 
committees of its Program for 
Greater Service. 

“Farm equipment dealers make 
fine members of the Greater Serv- 
ice Program,” NASCD President 
Waters Davis, Jr., wrote in a re- 
cent issue of the National Asso- 
ciation’s District News. “Tell them 
how your district is organized to 
get the big job done by slicing it 
into little pieces, and offer them 
a chance to help.” 

Soil conservation district super- 
visors and commissioners have al- 
ways found the equipment people 
ready and eager to cooperate in 
any activity the districts have un- 
dertaken. And in the rapidly ex 
panding soil conservation program 
throughout the Southeast, the two 
groups have discovered that they 
have much in common. One of 
their early cooperative efforts was 





As a direct result of soil and water conserva- 
tion and mechanization, farming is more prof- 


itable than ever before. 
a series of articles designed 


This is the first in 
te give dealers 


practical information in helping farmers ex- 
pand and impreve their conservation practices 
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7. S. Buie 


Southeastern Regional Director 
Soil Conservation Service 


No. 1 in a series 


SOIL CONSERVATION 


in the promotion of one-day farm 
“face-lifting’” events, which had 
quite a vogue throughout this re- 
gion for several years 

These events were conceived by 
the district supervisors as a means 
of demonstrating the application 
all in one day of a great portion 
of a complete farm soil and water 
conservation program, which or- 
dinarily would require a period of 
five years. To accomplish this 
“conservation miracle,” as these 
events came to be known, required 
the use of a vast amount of mech- 





anized equipment, operating “from 
dawn to dusk” on a single farm 
Farm equipment manufacturers 
and dealers cooperated by provid- 
ing such an array of equipment 
as few farmers had ever seen in 
operation before. District super- 


visors selected a farm with a wide 


variety of conservation problems, 
worked out a detailed conserva- 
tion plan for every acre, and ar- 
ranged in advance the job that 
each piece of equipment would do 
No three-ring circus ever present- 
ed a more action-packed spectacle 





Farmers are learning about many new types of equipment to help them 
with their conservation jobs like this mechanical post-hole digger to 
aid in putting up fences around miles of new improved pasture 
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Farm “face-liftings” 

served a useful pur- 

pose during the in- 

spirational phase of 

the soil conserva- 

tion districts pro- 
gram 


than some of these events turned 
out to be 

One of the most outstanding 
events of this kind was the Master 
Conservation Field Day on the 
Carlyle-Blakely farm near Winder 
Ga., in 1948. An estimated 60,000 
people gathered to see mechanized 
monsters level off huge yawning 
gullies and gouge out two farm 
fish ponds, while tractor-drawn 
plows, harrows, graders, terracers, 
seeders, and every conceivable 
type of equipment plugged away 
at their assigned jobs on other 
parts of the farm. Before the day 
was over, one of the ponds actual 
ly was stocked with fish 

The individual farmers who 
thoughtfully watched these scenes 
realized, of course, that they could 
never hope to employ even a frac 
tion of the vast array of mechan 
ized power that they saw in oper- 
ation, But they got a comprehen 
sive view of the whole conserva 
tion picture and saw the possibili 
ties of various kinds of mechanized 
equipment for doing the conserva 
tion jobs that needed to be done on 
their farms. And they also saw how 
modern conservation farming can 
be done wifh equipment available 
on most farms. So these farm 
face-lifting 
useful purpose in stimulating in- 
terest in both mechanization and 
conservation, The dealer-district 
program does not contemplate any 


operations served a 


(Continued on page 138) 
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Farm Tools Introduces 
New Mobil-Dise Sizes . 


Two NEW Mobil-Disc sizes, the 
7- and 8-foot tandem disc harrows, 
are now being introduced by Farm 
Tools, Inc., Mansfield, Ohio. Their 
introduction rounds out a com- 
plete range of sizes for every type 
of farming, including orchards and 
pasture renovation, it was an- 
nounced, 

The harrow is being tailor-made 
for various sections of the country 
to meet different farming condi- 
tions. For use in the South and 
East, there are better blade spac- 
ings and diameters, better blade 
concavities and cutting angles. Ex- 
tensive field tests by the manu- 
facturer show the Mobil-Disc to be 
ideal for use as a combination bush 
and bog, level cutting and western 
type tandem harrow, and for fast 
easy and sure pasture renovation 

Adaptability of the Mobil-Disc 
to a single acting cylinder has also 
been made possible through a 
built-in depth control that is new 
on the 7 and 8-foot sizes. This con- 
trol takes the guesswork out of 
discing and desired and 
uniform soil penetration. It makes 
single acting cylinders satisfactor 
and easy to use with small tractors 

The Mobil-Disc offers the use of 
hydraulic-controlled rubber-tired 
wheels, It travels over any type of 
road at top tractor speed, and 
since disc blades do not touch the 
ground, reduces blade wear up to 
50 percent. Further, savings in 
gasoline are realized by lowering 
and raising wheels for end of field 
turning. 

Another feature includes the 
toughness, yet elastic-“give” made 
possible through the use of an all 
bolted construction and of high 


assures 
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tensile steel for the top structure. 

Additional features of the Mobil- 
Disc are “Indestructo” bearings 
that carry a 5-year guarantee; a 
simple and easy hitch mechanism; 
“Prismo” reflector stencilling for 
night-time highway safety; plus all 
the other features and benefits of 
the larger 9, 10 and 11-foot Mobil- 
Discs. 

Literature is available from 
Farm Tools, Inc., Mansfield, Ohio 


+ 


A-C Appoints Barrett 
Atlanta Sales Manager 


VIRGIL BARRETT is now agricul- 
tural sales manager of the Atlanta 
branch, Tractor Division, Allis- 
Chalmers Manufacturing Co., ac- 
cording to an announcement by 
Frank Mussell, vice president and 
general sales manager. 

Mr. Barrett was born in Calhoun, 
Georgia and graduated from West 
Georgia College in 1936. Before 
joining Allis-Chalmers in 1945 he 
taught school at Calhoun, served 
as Soil Conservation Supervisor 
there, and was County Supervisor 





Virgil Barrett 
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of Franklin and Lafayette coun- 
ties, for the Farm Security Admin- 
istration 
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NSDA Elects Officers at 
Seventh Annual Meeting 


MEMBERS OF THE National 
Sprayer & Duster Association, at 
their recent seventh annual meet- 
ing, charted an active program of 
public relations, market develop- 
ment and research for the coming 
year, They also reelected the for- 
mer slate of officers for another 
one-year term. 

R. B. Chapin, president of the 
group, pointed out to members that 
the association has served as laison 
between the government and the 
sprayer and duster industry and 
has provided counse] to the gov- 
ernment with respect to the in- 
dustry’s needs of critica] materi- 
als in the past two years. He urged 
that the association study ways and 
means of furthering the use of the 
products of the sprayer and duster 
industry to help reduce the large 
national losses caused by harmful 
insects, plant disease, weeds and 
brush estimated at $11% billion 
annually. 

Guest speaker at the annual din- 
ner was James R. Hile, manager 
of the Insecticide Division, Acme 
Quality Paints, who discussed the 
subject of “Methods of Research- 
ing for and Capitalizing on Mar- 
kets for Pesticides.” 

Chairman H. F. Brandt of the 
markets committee reported that 
a recent committee survey showed 
that, despite a slow start early in 
the crop season due to unfavorable 
growing weather, the year’s vol- 
ume for the industry will probably 
approach that of 1951. He pre- 
dicted a continuing strong demand 
for spraying and dusting equip- 
ment in 1953 but was less optimis- 
tic about the industry's ability to 
make deliveries due to shortage 
of flat-rolled steel cccasioned by 
the prolonged steel strike. 

The long range outlook for the 
industry's products continues very 
favorable with new uses for equip- 
ment being developed continuous- 
ly, he said. As examples, he cited 
the application of the new soil con- 
ditioners and growing interest in 
the spray application of liquid ni- 
trogen fertilizers and other plant 
nutrients. 


Officers reelected for the en- 
suing year include: R. B. Chapin, 
president and chairman of the 
board: H. F. Brandt, vice presi- 


dent and vice-chairman of the ex- 
ecutive board; D. P. Lewis, treas- 








BUSH AND BOG! 
LEVEL-CUTTING TANDEM! 
s a a HEAVY WESTERN TYPE! 


The implement You've Hoped For! 


AND FOOF 


IMPORTANT 
To all Distributors 
and Dealers 


MOBIL-DISC MUST BE GOOD! 


Several attempts have been made to 
copy its outstanding superiority and 
success. Amyone can copy outward 
appeorances, but no one can copy that 
which is within the know-how of 


EXPERIENCE—-NOT GUESSWORK 


THIS 1S WHAT MAKES THE MOBIL-DISC DIFFERENT! 


nd unique hitch mechani ' 
diameter main ; 
uction with pe 
tough, top 
unted gangs— the 


depth control for de 


Eicluaise Poalires 


% Combined bush and bog harrow for use in the Has plenty of toughness, ruggedness and 
south . level cutting tandem disc harrow . a tic-"’give 
western type harrow . master implement for fast 
easy, sure pasture renovation % For the north, mid-west, and west, it has a 
special gang arrangement that fulfills every need 
® Has complete utility and  transportability 

® For 
through the use of hydraulic-controlled, rubber 
tired wheels 


the south and east, it has better blade 
spacings better blade concavities—better blade 
diameters— better cufttir g angles 


® Has a built-in depth control—makes single %® Has 5-year guaranteed “Indestructo” bearings 
acting cylinders completely satisfactory and easy plus all the other outstanding features of the 


to use. larger 9, 10 and 11 foot MOBIL-DISC 


Dealers! a 

» most ports of the country e receiving plus profit div 
Mobil [ < Jj the sor « ~ Ff 
| hi the 


erhops you ore 


Quality Farm Grplemants some [E62 Se Be eat 


form implement Dist 
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urer; Frank J. Zink and Earl D. 
Anderson reelected respectively 
counsel and secretary of the asso- 
ciation. 

Executive offices of the associa- 
tion are at 4300 Board of Trade 
Bldg., Chicago 4, Illinois 


+ 


New Idea to Exhibit 
Unusual Fair Display 


AN UNUSUAL FAIR display will 
be exhibited in 16 major state and 
regional fairs across the country 
by the New Idea Division, Avco 





Manufacturing Corp. 

Built around an animated hy- 
draulic loader raising and lower- 
ing a spreader weighing more than 
1,500 pounds, the entire display 
will show the latest in New Idea 
equipment with each piece actually 
operating. The center of attraction 
will be a New Idea-Horn hy- 
draulic loader, of the type ordi- 
narily mounted on a tractor, lifting 
a New Idea No. 12A manure 
spreader. 

The loader, with attachments to 
work it automatically, was de- 
signed and built by Horn Manu- 





DEA 


EROVEON 


hydraulic 
LOADERS 








—— il il ! 
— -+- Sell to all tractor owners: 
MODEL “LS” LOADER —_ 
2,500 ibs. lifting capacity 
Large, medium and small size tractor owners are all 
k 
prospects for New Idea-Horn loaders. They will 
choose it because it’s easy to install, simple to oper- 
3 ate and maintain—because it can be dismounted 






“$0” LOADER MODELS 


lifting capacity fit almost 
; any tractor 


MODEL 
2.500 Ibs 


MODEL "505" 
1,600 Ibs 


LOADER 
lifting capacity 


FARM EQUIPMENT COMPANY 
wo 


COLDWATER. OHIO 






Buck Roke 


Push-Off Stacker 
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other use. 
10 interchangeable attachments make it one of 





Dirt Bucket 2. 


by removing only 4 pins, leaving tractor free for 


the biggest time and labor savers a farmer can own, 
If the New Idea-Horn line is not represented in 


your territory, write us 
with Lon Machen 


\ 








Pitch Contre! 


> 





Loader Boom 








Bul! Dozer Blode 
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facturing Corp., Fort Dodge, Iowa, 
a wholly owned subsidiary of Avco. 
Among the machinery to be ex- 
hibited will be the New Idea baler, 
only recently introduced and in- 
corporating several new features. 
Other New Idea products on ex- 
hibit will be corn pickers, mowers, 
rakes, elevators, and wagon. 


° 


Service after Sales 
(Continued from page 118) 


eration. We also teach him how 
to make minor repairs and adjust- 
ments himself.” 

Colvin puts an operator's man- 
ual in each customer's hand, goes 
over certain phases of operation 
and emphasizes the importance of 
studying the manual 

“This saves service 
said 

During the service call, the cus- 
tomer’s new equipment is given a 
complete inspection, a customer- 
service which Colvin feels has 
done much to win new business for 
the company 

“We believe that this free serv- 
ice helps more than anything else 
to promote our tractors and other 
farm equipment. Despite al] the 
promotion we do, we have learned 
that our customers are best sales- 
men. A satisfied customer adver- 
tises for you. He convinces his 
neighbors of the advantage of buy- 
ing from a dealer who will work 
with them.” 

However, Colvin does not over- 
look the value of other promotional 
devices. During a recent “demon- 
stration campaign” sponsored by 


calls,” he 


the manufacturer whom he rep 
resents, Colvin contacted 175 
farms, compiling numerous leads 


which will be useful in future sales 
of new equipment, parts and serv- 
ice 

Further, Colvin uses direct mail, 
newspaper advertising, movie 
trailers and cooperates closely with 


the county agent and with farm 
organizations such as Future 
Farmers of America 

1952 











They Outperform, Outlast and 
QUTSELL all oth 


= 
. a 
Qe SEAS 


‘ * 


AFTER 38 YEARS of continuous 
service, a New losa spreader 
is replaced with a new model. 


Over the years, thousands of owners have found that their 
New Ip&a spreader did a better job than any other they had 
ever used that it lasted years longer than they had ex 
pected that it required little or no maintenance and FARM EQUIPMENT COMPANY 


that it had a bigger trade-in value. With results like this, the ACO 
SUBSIDIARY 12 MANUFACTURING CORPORATION 


COLDWATER, OHIO 


story soon spread to their friends and neighbors 
That's why the New Iota Manure Spreader has become the 
world's largest seller why it offers New !pta dealers 


greater sales potential requires less selling effort 


{ 
ae 
Tractor Drawn Spreader 











“? 








Ottawa Chief Announces 
Two Pest Hele Diggers 


TWO MODELS OF tractor-mounted 
post hole diggers—one a universal 
mount, the other a model to fit 
Ford and Ferguson tractors—has 
been announced by Ottawa Manu- 
facturing Co., of Ottawa, Kansas 

The manufacturer, in introduc- 
ing the models, states the two 
units are designed to compete in 
the low price field but points out 
both units are full size, high speed 


diggers offering many popular 
digger features. Operating from 
the power-take-off, the Ottawa 


Chief models are equipped with a 
safety clutch to protect both the 





P.T.O. and digger from damage by 
rocks and roots. The 
swing-type and automatically ad 
just to vertical digging position on 
hills or uneven ground 


augers are 


* 


M-H Corn Picker Catalog 
Now Available ...... 


FREE COPIES OF a new Massey- 
Harris Corn Picker Catalog 
printed in color, are now available 
for distribution. Issued by the 
Massey-Harris Co., Racine, Wis- 
consin, the new 16-page booklet 
features the latest self-propelled 
and mounted corn pickers 

The first section of the catalog 
is devoted to the self-propelled 
picker, featuring 24 controlled 
speeds and the big capacity husk- 
ing bed. In addition, the complete 
“inside story” of the self-pro- 
pelled picker is told with the aid 
of a two-page illustration showing 
a colored cross section of the ma 
chine. 
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The second section describes 
and illustrates the new Massey- 
Harris 2-row mounted picker, with 
adjustable gathering snouts to 
eliminate the tangled corn problem 
and gathering chains with slip- 
clutch protection. 

A free copy of the new catalog 
can be obtained from the manu- 
facturer on request 


. 


Super Six Introduces 
New Carry-All .. . 


A NEW REAR mounted Carry-All 
for farm tractors has been an- 
nounced by Super Six Mfg., Inc., 
Minneapolis 12, Minn., manufac- 
turers of Super Six loaders 

Made of non-skid steel plate and 
channel iron, it has a 1000 Ib 
capacity and overall size of 
26” x 37”. The Carry-All serves as 
a barrel rack and mounting point 
for rear mounted sprayers and 
speeds up the handling of cumber- 
It will handle six 10- 
cans, two 55-gallon 
hay, sacks of feed, 
firewood, and 
items, it was 


scme loads 
gallon milk 
drums, baled 
crates, fenceposts, 
many other bulky 
announced 


Butler Introduces New 
All-Steel Heg Treugh 


A NEW ALL-STEEL hog trough 
has been developed by the Butler 
Manufacturing Co., 7400 East 13th 
Street, Kansas City, Missouri. But- 
ler’'s “Big-Ham” hog trough can 
be obtained in two models; model 
108 will feed 21 feeder pigs simul- 
taneously, and mode] 1512 wil 
feed 22 hogs and sows simultan- 
eously. 

Each mode] is equipped with in- 
dividual feeding compartments, 
eliminating biting and pushing 
and allowing all the pigs to get 
their full share. The possibility of 
the hogs getting into the trough, 
turning it over and spilling out 
feed has been eliminated 

Butler’s new “Big-Ham” trough 
is designed for easy filling. A 
large hopper is engineered to allow 
the trough to be placed inside the 
pigpen with the hopper outside, 
so it can be filled without the pigs 
coming around the farmer, thus 
eliminating unnecesary spilling 
and loss of time and feed 

A standing partition separates 
this trough into individual feeding 
compartments. The entire trcugh 
is made of 18-gauve steel through- 
out, and is further strengthened by 
folded edges and partitions weld- 
ed across the top. The folded edges 
further eliminate rough or sharp 
edges that could cause damage to 
the animals 

The trough is easy 
cracks for the food to 
wood to absorb moisture 
swell to produce a breeding place 
for infectious disease. The ccmplete 
cleaning can be easily ac- 
complished by adding a little dis- 
infectant to water and rinsing 


to clean; no 
rot in; no 
and 
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Two Candidates 


acclaimed 
by ALL Parties 



























Here are two running (water ) mates that are winning 
the popular vote all over the country! The sensa 
tional Balanced-Flow tankless jet (Figure 3680) has 
no competition in the shallow-well field—and for 
depths just beyond shallow-well limits, the Goulds 
tank-mounted deep-well unit (Figure 3681) is your 


sales answer 


They're both brand new in the Goulds line—and 
already setting new sales records! We're backing 


‘em up, too—with aggressive selling and 


promo 
tion plans. Better get on the bandwagon—ask your 


Goulds distributor, or write 


GOULDS PUMPS INC. , Seneca Falls, N.Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Ferguson Announces New 
Chore Bucket Attachment 


A NEW CHORE bucket attachment 
introduced by Harry Ferguson 
Inc., Detroit farm equipment man 
ufacturer, is in full production 
and is available through al! 
authorized Ferguson dealers 

The new attachment converts 
the standard manure loader fork 
into a handy lifting bucket in a 
matter of minutes and is said to 
increase the number of jobs the 
farmer can do without leaving the 
seat of his tractor. The chore 
bucket is 40 inches wide, 16 and 
13/16 inches deep and 14 inches 
high. Carriage bolts anchor the 
bucket securely to the loader 
backplate, and it can be attached 
or removed in less than five 
minutes. The high carbon steel of 
the cutting edge on the front bites 
into loose materials such as corn 
cobs, fine manure and silage with- 
out dragging. The extended back 


plate and triangular side plates 
keep the load in place as the 
bucket is lifted or tilted back 
wards 


The bucket has vear-round utili 
ty as it is well-suited for snow re 


moval and the lifting and trans 
portation of heavy feed bags 
fertilizer, hay bales and rolls of 
barbed wire, the company an- 


nounced 


M-M Third Quarter Sales 
Show S1 Million Increase 


OPERATIONS OF Minneapolis-Mo- 
line Co., Minneapolis, Minn., for 
the nine months ended July 31 
1952, subject to audit and vear-end 
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adjustments, resulted in a net in- 
come of $2,185,130 after provision 
for income taxes of $2,453,600. Net 
income for the nine months ended 
July 31, 1951, was $4,759,937. Net 
sales for the nine months ended 
July 31, 1952, amounted to $64, 
643,170, compared with $64,053,724 
for the same period last year 
Third quarter sales this yea 
amounted to $28,464,167, and net 
income was $1,495,787, compared 
third 


come of $2,483,781 in the 


quarter last year 


The current nine months’ sale 
figures include $1,266,000 of de 
fense contract billing. The com 


pany now has a backlog of about 
$45,000,000 of prime and sub-con 
tracts for defense material 


. 


Oliver Promotes Three 
in Sales Department. . 


Accorpinc To H. F. Donagher, 
vice president and general sales 
manager of The Oliver Corp., 400 





R. L. Lee 


West Madison St., Chicago 6, Ill 
R. L. Lee, formerly branch man- 
ager at Harrisburg, Penn. is 
named assistant general sales man- 
ager in direct charge of all terri- 
tories served by Oliver’s Dallas, 
Harrisburg, Memphis and Rich- 
mond branches. C. R. Hunt, vet- 
eran company sales executive, also 
is appointed assistant general sales 
manager and assumes responsi- 
bility for operations of 11 branches 
in the area extending from Mr. 
Lee’s territory in the East and 
South to the West Coast 

Mr. Lee already has announced 
that he is being succeeded by J. R 
McGraw, assistant branch manager 
at Harrisburg since March, 1949 
Mr. McGraw joined Oliver in 1935 
after graduating from Cornell Uni- 
versity. He has broad experience in 
plant and branch operations, hav- 
ing served the company in all 
phases of sales and service work 


¢ 


Dayton Intreduces New 
Deep-Well Water System 


A NEW LOW-PRICED deep-well 
“package” electric water system 
known as the Torrent, has been 


added to the Rapidayton line by 





the Dayton Pump & Mfg. Co., Day 
ton, Ohio 
The system will retail unde: 


$150, according to Gerard J. Car- 
ney, general sales manager, more 
than 15° less than the next low 
est-priced deep-well model previ- 
ously made by Dayton Pump, he 
said 

It is designed for domestic in 
stallations at depths to 70 feet 

The Torrent incorporates a new 
deep-lift jet assembly. Inside sur- 


faces of the jet body are coated 
with corrosion-resistant plastic 
The venturi is precision made of 


micro-smooth brass. Because of it 
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MM 4-5 PLOW G 


MM 2 PLOW BF” 


a ne 
> eS 
be tt 


MM 2.3 PLOW Z 


MM 1 PLOW 





-o.WHY TODAY’S FARMER IS MONEY AHEAD 


with 


If you want real, straight -f the shoulder facts about MM Visionlined 
Tractors ask the man who farms with a Minneapolis-Moline why 
he bought an MM Tractor’ You'll get an honest answer that goes some 
thing like this: ‘I'm farming with an MM because I've found out just how 
much money it can make for me!’ Thousands of farmers have said just 
that. Thousands have discovered that an abundance of low-cost power, 
special attention to quality, easier maintenance, extra years of service built 
in right at the factory all make MM Tractors the big value buy’ 

Look at these quick facts. Then check with MM owners. At once you'll 
discover the “6 powerful reasons” why more and more farmers are buying 


MM Tractors 





MODERN MACHINERY 








THIS MIGHTY 4-5 plow MM G Trecter hes FARMER-BUSINESSMEN GET more 
dolle, invested. 


ne eque!l fer seedy dependable meximum wert per hew per seesen per 
power Built te handle the bg obs 1 tf !! delivers with the 3.4 plow MM U in the U engine, mes 


reverse For unmatched 
ease the I engine hes |40 fewer parts then most 
cosveatonel valve = head cagenes 


GET THE FACTS on the 2-piow BF Trector and 
youl! discover how wecter you con buy of 


the BF's low price The now BF Mi-Terque engine 





VISIONLINED TRACTORS 


COSTS FAR LESS! 


= - owl TO BUY A TRACTOR 
IN 1940 YOU NEEDED 
— 


AS MUCH AS THE 
~~ — _ MARKET PRICE OF 9 
L £ <. BEEF CATTLE! 


TODAY YOU GET A 

MUCH BETTER TRAC. “SS “SY 
TOR FOR LESS THAN 
THE MARKET PRICE 
OF 4 BEEF CATTLE 





<ou* MAND; 


Me. 

“4, Quality Control 
in MM Factories 
Assures Dependable 






Performance in 


2 
7 
~ the Field. 


MINNEAPOLIS-MOLINE 


MINNEAPOLIS | MINNESOTA 
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design and streamlined water 
passages, the assembly provides 
greater pressure from greater 
depths 


The Torrent will also be avail 
able as a shallow-well jet system 
at the same price. Both systems 
will have a standard 1/3 h.p. motor 
and aq 12-gallon horizontal gal 
vanized tank, automatically weld 
ed 

The compact unit measures 31” 
wide, 30” high, and 14" deep 


* 


Re-Bo Introduces New 
Johnson Grubbing Tongs 


Re-Bo MANUFACTURING Co. 331 
Madison Ave., New York 17., an- 


nounces production of improved 
Johnson grubbing tongs, follow- 
ing a research program into the 
root systems of trees found on this 
continent. The load handling ca- 
pacity of the tongs has been in- 
creased, and the tongs now clea! 
trees up to 5 inches in diameter 
and brush from pastures, wind- 
rows, drainage ditches and stream 
banks 

The only equipment needed for 
use with the grubbing tongs is a 


long chain and a team or tracto1 
The tongs are hooked around the 
base of the brush or lower trunk 
of the sapling not to exceed three 
feet from the ground, and the team 
is started. The sapling 
comes out and 


or tractor 
brush, etc 
cleanly 
In order to make the tongs ef- 
fective against any tree in this 
country, design improvements 
were incorporated in the new 
product, and the improved tongs 


easily 





are said to have a pulling capaci- 
ty of approximately twice that of 
the previous model 

Tests were made with maple, 
beech, locust, sycamore, willow 
and other trees with horizontal root 
systems, as well as with such tap 


root trees as spruce, hemlock, elm 
oak and all fruit trees, it was an- 
nounced; and it was found that 
the tongs cleanly removed these 
trees, roots and all, up and includ- 
ing a diameter of 5 inches 

Retail price of the improved 
Johnson grubbing tongs remains 
$9.35 f.o.b. Literature is available 
from the manufacturer upon re- 
quest 


Crep Dryer Industry 
Forms Trade Association 


(Continued from page 122) 


of 1951 greatly stimulated crop 
conditioning and crop drying, the 
practice is definitely established 
on an “every year” basis. In any 
year proper drying can make good 
crops better. The pioneers of the 
activity now say they are ready 
to show the American farmer that 


he can “win in °52” and every 
year with crop dryers 
The headquarters office has 


been established in the Board of 
Trade Building, Chicago 4, Illinois 
Frank J. Zink has been elected to 
serve as secretary of the associa- 
tion. 

















FOR FILLING HIGH SILOS 


~ FOR PUTTING BALES 
FARTHER BACK INTO LOFT 


Yes, customers buy elevators this long 
when they are Mt. Hawley machines, 
knowing that they possess the strongest 
stiffest construction—ber none! Bridge- 
like strength enables you to sell them 
this long with confidence! Note, there's 
no sway on this 74° model, built with 
extra heavy truck and derrick for filling 
50° silos. When not used for silo filling 
elevator can be shortened for bales, round 
or square, grain and all farm products 
It's an all-purpose farm elevator of « 
thousand uses—built of highest quality 
materials and workmanship! 

Other models from 26° up. 36° utility 


machine with shovel hopper for feed lot 
use olso pictured for site comparison. 


Mt hhawleg wes. co. 


MT. HAWLEY AIRPORT Dept. 8-3 





YES, THEY BUY ‘EM THIS LONG! 





MT. HAWLEY 
MODEL 150 








74° STANDARD MT. 
HAWLEY WITH 11° 
EASY TILT FEEDER AND 
SPECIAL LENGTH 
HEAVY-DUTY TRUCK 
AND DERRICK 














Galvanized Steel Still Available. Write 
for Literature on the Model 150 — 
the elevator that's setting the pace! 





PEORIA 4, ILLINOIS 
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Yoscmpiene Dh 
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ay 


ght Future 


AROUND THE 
IMPLEMENT INDUSTRY’S 
FASTEST GROWING 
FULL-LINE COMPANY 




















Massey-Morris 55 
— the most powerty! form 
tractor on wheels 





Plows with Hydraulic Control i USINESS success isn’t entirely in your own hands 

or Constent Clearance Lit Often it depends heavily upon farmer accep- 

tance of the products you sell the completeness 

of the line the service you give your statk 

of replacement parts and, highly important, Bn 

Straight-Through Clipper the “look-ahead” policy of your manufacturing 
— experienced in more partner 






then 110 crops 










It's w your manufacturing partner that you 
look for products that farmers like that city 
know about for new products to obsolete Ghd 


Super 27 Self-Propelied 
ways, eliminate steps, and make farming caséer. 


— preferred wherever 


groin is grown more profitable a 


This is the policy at Massey-Harris. I's why 
more and more dealers find it pays to look ahead 
to a brighter future with North America’s tascam 
growing, full-line implement company 


This same policy begun more than 100 years 
ago developed an aggressive engineering pi>- 
gram that continually outperforms the field. At a@e 
time considered “revolutionary” many of these @& 
signs are now standard equipment on today's fartis 


3-way, all-purpose proved by on-the-farm use to be the practiall, i 
Foroge Clipper 


low-cost efficiency measures. For example: It wits } 
Massey-Harris who pioneered removable engife 
sleeves and live rear axles in tractors 

straight-through principle and rasp bar cylinder 


combines the self-propelled corn picker 


You can grow with Massey-Harris and at die 
same time build a future that promises securif, 
There may be a dealership open in your communi, 
Write the Massey-Harris branch nearest you for 
complete information 


The MASSEY-HARRIS COMPANY 


Quelity Avenve «+ Racine, Wisconsin 


BRANCHES AT 


Atiantea, Ge; Batevie, N. Y.; Columbus, Ohio; Dalles, Texas 
Denver, Colo.; Des Moines, lowe; Fargo, N. D.; Indianapolis 
Ind Kansas City, Kaen Memphis, Tenn Minneapolis 
Minn.; Omaha, Nebr.; Portiend, Ore.; Racine, Wis; Stockton 
Calif. Sub-branches: Enid, Oble Grend Forts, N O 
Harrisburg, Pa los Angeles, Calif St. Louls, Mo 
Wichita Kar 





Simplified Big-Copacity, 
Automotic Tie Hoy Boler 








Mounted Corn Pickers 









Mowers — trasler designed with America s fastest 


full castering rear is 






growing full-line 





Implement Compony 








_ 








woods 


ROTARY CUTTER 
and’ MOWER 





e e For use ine « 


7 MOWING PASTURE 
14 STALK SHREDDING 
7 CLEARING LAND 
7 SHREDDING 


COVER CROPS 


Round out your stock with this most 
COMPLETE line of all-purpose 
cutters on the market! 3 cutting 
widths; standard and hydraulic lift 
models. They're versatile as they 
are TOUGH, shredding sage thick 
@s a man's wrist as easily as they 
mow pastures and dozens of other 
NEEDED jobs around the farm. See 
below the features which put Wood's 
FIRST in every section of the country! 





Fits any power toke-off, 3/16" salety 
shield, adjusts to 14°, tiple "B" V-belt 
drive all heavy-duty, protected parts! 





WRITE for descriptive literature 
prices, and name of nearest distributor 


OREGON ?. ILLINOSS 


ween BROS. MFG. CO. 
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Servis Intreduces New 
Model F Stalk Shredder 


THE NEW SERVIS Model “F 
hredder been designed 
to meet a definite need on the 3 
point lift type 
to the manufacturer, Servis Equip 
Dallas 1, Texas 
multiple blade fea 

been built into this ma 
found 
type 


stalk 


nas 


tractors, according 


ment Co 
The 


ture 


Same 
nave 
in the Servis uni- 
avail- 
by Servis 
during the 


cnine a 


versal shredders 


now 


able and pioneered 
Equipment 
past 

Feature 
clude an automatic 
of shredde: 
height; 
and 


rough 


Company 
SIX years 

of the new machine in- 
level position 
regardless of cutting 
option to adjustable 
removable shoes for 
terrain for cutting 
height from 
whether front of tractor is 
and depth control 
afety in highway travel 
may have leaky 


use 
slide 
pasture 
at pre-determined 
roul d 
ip o1 
chains for 


down: 


where ti 
hvdraulic 


actor 


ystem 
Blade Action 


double rotating 
tempered spring 
flywheel mo 
tting action with mini- 


Phe unit has 
eavy blade of 


teel, wl n give a 


mur , tractor. Shear pin is 
furnished to protect equipment 
igainst lamage when hitting 

mps, heavy rocks, etc 

The shredder is designed for 
cutting pasture land, underbrush, 
cotton talks, corn stalks, and 
other tough materials. Other ap- 
plications are in cutting straw be- 
hind combines when harvesting 
flax, barley, oats, wheat, etc. The 
multiple otating and stationary 
blades cut them into small pieces 
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for easy plowing under. If straw 
or grain has been beat to ground 
by rain special attachments have 
been used with success to pick up 
and shred for plowing 


* 


Massey-Harris Releases 
New Plew Cataleg .. . 


RECENTLY RELEASED «is a new 
edition of the Plow Catalog issued 
by the Massey-Harris Co., Racine 
Wisconsin. Printed in color, the 
24-page booklet describes and il- 
lustrates the company’s complete 
line of moldboard and disc plows 

The first section deals with the 
28 and 27 moldboard plows 
featuring such Massey-Harris ad- 
vantages as constant clearance lift 
adjustable wheel bearings and re 
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mote hydraulic control 

Following parts are devoted t 
the 35 mounted plow with X 
braced construction, the 41 tww 


adjustment. The new Model R also 
gives added advantages in opera 
tion and servicing, according t 
the manufacturer. The handle o; 


way mounted plow with equalized erates in any position, it is stated 
weight distribution, and the 40 which solves the problem of work 
mounted plow with adjustable ing in cramped quarters or where 
clevis hitch. Also featured in the there is little head room. Also, the 


new catalog are the 33 roll-over 

plow, the 2 and 3 furrow mounted 

disc plows, and the 400, 500 and 

600 series disc plows of the operator Safety tops pre 
Free copies of this catalog are vent spinning of the handle 

now available and will be fur The 

nished by the manufacturer on re 


handle can be operated with eithe 
partial or full strokes, depending 
pon space limitations and de 





hoist has but few parts, and 


can be completely disassembled i: 


ae econds with only a screwdriver! 
. according to the manufacturer 

The unit is available in 1,500- and 

3.000-lb. capacities. All load-hold 


Ceffing Introduces New 
Ratchet-Lever Hoist . . 


d to be designed 


ing parts are a 


to withstand a pull equal o 
THE NEW Moper R coil-chain everal times their rated capacit 

rachet-lever hoist, now in produc- The handle also serves as a “safety 
tion at Coffing Hoist Co., Danville, valve n that it will bend under 
Ill., retains the ratchet and paw! maximun overload conditions; 
operating principle originated by thus giving the operat warning 
Coffing and used in previous the holding mechanism freeze to prevent breakage and dropping 
models for over 25 years. This type Use of coil instead of roll the load 
of construction, it is claimed chain in the Model R is said t Further information on this ad¢ 
eliminates the necessity of a fric- permit the chain to swing or wra vanced design nit available 
tion brake. The load is suspended easily in any direction. When not from the Coffing Hoist Company, 
on the ratchet and pawl at all under load, it may be pulled fon 800 Walt-r St.. Danville, Ill, upon 


times, thus cannot slip, nor will ly through the hoist head for quick request 








COMPLETE LINE...BIG MARKET | 


EXACT POWER 50 

CUSTOMERS SUCCESSFUL 
WANT! “DU- ETA! YEARS! 
SNOWPLOW 


GARDEN and SMALL FARM BULLDOZE + Mow 
TRACTORS® 




















PLOW ¢ HARROW 
SEED ¢ CULTIVATE 
e DISC 

















Opportunity Knocks! 


Dealers make EXTRA MONEY 
tools and power take off Attach 
ments for all models! 


NEW SAW ATTACHMENT 


Fells Trees, Cuts Wood and Weeds 
























Wig e235 e3eS5eH.P. It sells itself ! 5e8¢12¢H.P. 
WALKING TRACTORS f Saw ‘ Corot rece) (bor eaass RIDING TRACTORS 
for ai: iarge and smal! Gardenine (pom £4 STORE J \ sm WEEDS That Will Handle Good Sized Farm 
Sturdy, extra strength construction AF Lowest cost power. Handles 10, 12. even 
for power and traction. Variable fs ~Y ‘ ¢ 14-inch plows. Cultivates, mows. rakes 
‘ speed transmission. individual gang o Ke } " a does dozens of other jobs with ease 
tool controls. Mode! shown is 3 BLP Ji ~ > , > ae - Works astride or between 42° rows 
with 10° plow ren Uses P.T. O. pulley 
NATIONALLY ADVERTISED OPENINGS for DE 
. Widely used in every state and in for- or ALERS 


eign countries. SHAW is Best, Most MANUFAC v URING CO. Write for Free Literature, Pull Details, 
Profitable Complete Line to Sell! e310 © ont ' St ‘ ' Prices and Information on Deslershine 
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12 H.P. Airmaster 


PORTABLE COMPRESSOR 


— > iene, on 7, 
m - & f 
~~, 








— 


Model Ne. c-13 


he Most for Your Money 


ler air cooled »s CFM 
placement « Heavy gauge steel] tank + All new 
ateria no war surplus parts « Complete th 


compres 


natic pressure awitch « 
with air chuck ¢ Only 






Write for General Catalog 
DECKER 


MANUFACTURING CO. 
ROCKFORD, ILLINOIS 















Wincharger Offers New 
Portable Engine-Generator 


WINCHARGER Corporation, Sioux 
City 2, lowa, announces the addi 
tion of a new portable model En 
gzine-Generator. The Model 4500 is 
designed for full output at 115 
volts, 60 cycles, alternating cur 
rent. It has motor starting capacity 
of 4500 watts—sufficient to start 
and run motors up to 1% HP. The 
unit has 3000 watts intermittent 
rating and 2500 watts continuous 
rating. It operates many portable 
tools such as cut-off saws, electri 
chain masonry saws, con 
crete lights. Klixon 





saws, 
vibrators or 
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thermostatic cut-out switches with 
manual reset protect the generator 
from overload and overheating 
The cast iron outlet box located con 
the top of the generator provides a 
voltmeter, and one 20 ampere 
capacity and two 15 ampere 
capacity twist-lock type outlets 
wired in parallel. 

The Model 4500 is available 
with either the standard tubular 
cradle base or “Speedy-Shift” 
portable base attachment con- 
sisting of a single handle and 
semi-pneumatic rubber tired 
wheels so located as to provide 
practical tip-proof mounting for 
easy handling. The “Speedy-Shift” 
can be attached in a few minutes 
to the standard cradle base (no 
holes to drill), and may be easily 
removed if required. 

The unit is designed for maxi- 
mum portability with either a 
Briggs & Stratton No. 23 or Wis- 
consin No. AEN 4-cycle engine 
The “Universal” mounting base 
permits sale of the unft with o1 
without engine 


Sf 


Atlantic Steel Announces 
Staff Promotions ..... 


R. E. O’Nemt has been ap- 
pointed assistant general manager 
of sales of the Atlantic Steel Co., 
Atlanta, according to an announce- 
ment by Vice President H. B 
Johnson. 

Mr. O'Neill has been with the 
firm for 19 years and has served in 
various operating and sales capaci- 
ties. Prior to his acceptance of this 
new post, he was manager of the 
company’s rolled products sales 
division. In his new position, he 
will have responsibility of the sales 
department and of the various 
sales divisions handling mill prod 


ucts. 
At the same time, G. O. Steven- 
son was named manager, rolled 


products sales division. He former- 
ly was connected with Republic 
Steel Corp. and has been with At 
lantic Steel for five years 
C. F. Williams is general sales 
for the company 
s 


The Dealer's Role in 
Soil Conservation . . 


manager 


(Continued from page 125) 


further demonstrations of this 
type 
Today, the program of coopera- 


tion between farm equipment deal- 
ers and soi] conservation district 


supervisors has advanced from the 
inspirational phase, represented 
by these large scale demonstra- 
tions, to the practical problems of 
day-to-day farming operations 
And here the soil conservation dis- 
trict supervisor and farm equip- 
ment dealer can work  togethe: 
most effectively in advancing the 
program of soil and water conser 
vation on the land 


Combine Schools 


For example, supervisors of the 
Santa Fe Soil Conservation District 
in Florida held a combine schoo] in 
cooperation with local machinery 
dealers to show farmers the var- 
ious adjustments necessary in or- 
der to accomplish a good harvest- 
ing job on the principal seed crops 
for this district. All the local ma- 
chinery dealers had one or more 
combines on hand for the demon- 
stration 

A similar “school’’ was held in 
the North Central Alabama Soil 
Conservation District, in which 
SCS State Conservationist O. C 
Medlock and Regional Zone Con- 
servationist J. T. McAlister par- 


ticipated, along with district su- 
pervisors and local equipment 
dealers 


Supervisors of the Ocmulgee 
Soil Conservation District in Geor- 
gia in cooperation with loca] e- 
quipment dealers prepared 28 acres 
for Kobe lespedeza and 18 acres 
of Arlington Serica on a farm the 
supervisors have leased for seed 
production near Perry, Ga 

In the past, about the only close- 
growing crops with which our 
farmers were familiar were the 
small grains, principally oats. In 
planting small grains, the seed 
were either sown broadcast by 
hand and plowed in, or were 
drilled between cotton rows with 
a one-horse, three-tube drill. While 
such methods were entirely satis- 
factory for smal] grains, they are 
not suitable for the small-seeded 
legumes and grasses 


Land Preparation 


As farmers turn to a grassland 
system, they are learning that thor- 
ough land preparation with the 
proper equipment is required to 
get good stands. Many examples 
could be given where the cost of 
a piece of equipment was more 
than repaid during the first year 
On the other hand, many examples 
could be given of unprofitable 
ventures where the landowner did 


not have the prope! equipment 
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adequately to prepare the land for 
seeding 

Take the seeding of Kentucky- 
31 fescue for example. Many farm- 
ers have used 20 pounds per acre, 
when ™ pounds is adequate with 
proper land preparation. At 75 
cents a pound, this excess of seed 
amounts to $7.50 an acre. It 
would not take many acres seeded 
at the reduced rate for the saving 
of seed alone to equal the cost of 
a cultipacker with seeder attach- 
ment. The better stand which re- 
sults from proper seeding is an 
added advantage. 

Until recently, the farm equip- 
ment manufacturer had no market 
in the Southeast for anything but 
the simplest implements. However, 
we no longer see in front of the 
country store rows of one-horse 
plow stocks. I am sure that most 
farm equipment manufacturers 
now realize that the South, and 
especially the Southeast, presents 
a great potential market for future 
sales, The inventive skills of the 
equipment industry are taking in- 
to account the revolution now tak- 
ing place in the Southeast and are 
in the process of developing still 
better-adapted equipment than 
anything we now have 


It is estimated that about tw 
million acres of new seedlings 
perennial] grasses are now being 
made annually in the Southeast 
Of course, if we continue at such 
a rate, within a few years we will 
find it necessary to plow much of 
the land for row crops. That will 
mean the beginning of highly de- 
sirable long-time rotations of per 
ennial grasses and legumes with 
such row crops as cotton, tobacco, 
and peanuts. Somewhat different 
equipment from what we now have 
available will be needed to break 
these sod areas and prepare the 
land for row crops. 


Small Tractor Drill Need 


Another piece of equipment for 
which we have an urgent need at 
present is a drill operated from a 
tractor which will enable farm- 
ers to plant small grain between 
cotton rows before all the cot- 
ton is picked. The _ three-spout 
grain drill pulled by one mule be- 
tween cotton rows served this pur- 
pose admirably. But at present, in 
so far as the writer knows, we 
do not have a suitable piece of e 
quipment to do the same job be- 
hind a tractor. We can be assured, 


though, that such a piece of equij 
ment is on the horizon 

Conservation farming has 
brought out the need for other 
types of equipment such as disk 
harrows and plows which can be 
thrown out of gear or lifted out 
of the ground almost instantly for 
crossing vegetated waterways. Ex 
perience has taught that the only 
satisfactory way to control water 
on sloping hillsides is to sod the 
natural depressions and design the 
terracing system so that surplus 
water is discharged on such areas 
Thus to avoid frequent turning, 
the row equipment should be so 
designed that cultivated fields can 
be cropped without disturbing the 
sod in the waterways 

In solving the problems of the 
new age of conservation and mech- 
anization which the farmers of the 
Southeast are entering, the district 
supervisors and the equipment 
dealers, working together at the 
grass-roots level, are in a strategic 
position. That each group fully re- 
alizes its opportunities and respon- 
sibilities is indicated by the whole 


hearted support they are giving 
to the Farm Equipment Dealer- 
Soil Conservation District Pro- 
gram. 





Ali-perpese ~ on 
convertibility is « reel seles- 





THE COBEY CORPORATION, 





hence 


GALION, OHIO 











NEW COLUMBIANA 





“ALL-IRON" 


“OVER 100,000 FARMERS 
HAVE BOUGHT THIS 


Snlernalional 


WEED - CHOPPER 
ELECTRIC FENCER” 


taf far 



















GRASS GROWING UP TO FENCE LINE 


WILL NOT SHORT OUT FROM WEEDS AND 


Ts 


PITCHER SPOUT PUMP || [ ConTROLS | Hert t0- sevtric toncer your sumone 
ew of the * i ton want. Controle many miles of fencing 
ere are some outstand ures teaches stock “fence manners Nationally 
hone = <-a-r-; — — = eSHEEP + COWS advertised from coast to coast in farm 
ae © CaeD WSIS: “HOGS «GOATS magazines and newspapers, and by radix 
+—_NON-DRIP sPpouT and direct mail. Over 8,000 dealers are now 
w—ADJUSTABLE REVOLVING BEARER *CATTLE © HORSES cashing in with International Electri« 
*—ANTI MULES Fencers. There is a complete range of sizer 
*®—CUTAWAY BASE plecing and models for every farm fencing need 
wee and cist up to 25 feet Investigate this fast-selling line now 
. Write Tedey for information on how you can make extra profits with 
deep. This low-price, wality | 20-pound Internationa! Electric Fencers 


pump is 18," high, has a 3” polished cylinder 
diameter and @ 1'4" suction connection for 





standard pipe tap. Finished in handsome green R. E. ZIMMERMAN & SON 
> Fig. 19, No. 2 ename!. Write today for complete information Mr. 8. E. Zimmerman, Manager 
Estoblished 1888 622-8 Scott Avenue, Phone 2-5087, Greensboro, N. Caroline 
Without abligatios please send complete informetios m le ® ble 
* Fencers 
PUMP COMPANY NAME 
7 ADDRESS 
COLUMBIANA, OHIO, U. S. A. TOWN STATI 
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ttl —— 
NEW Hydraulic Bucket on the 


SHAWNEE 


MODEL 52 


DITCHER 












THE LOWEST PRICED 
DITCHER ON THE 
MARKET WITH THESE 
FEATURES 


© Digs straight down, as 
against buildings, ete. 

@ Powerful, fast loading 
action. 

@ loads standard bed 
trucks easily! 


With the hydraulic bucket, the Model 52 Shawnee 
Ditcher digs deeper, faster, loads higher ... and is still 
the lowest in cost! 

Ideal for farm use—digs footings, laterals, drainage 
ditches, septic tanks. Contractors, utilities, municipali- 
ties, even railroads find that the Shawnee equipment 
saves time and gets the job done easily when larger, 
heavier equipment is too cumbersome for the job. 














Write for additional information 


SHAWWNEE Manufacturing Company 


Shawnee Ditchers ... Scout Ditchers... Shawnee Dozers. 
1947-8 N. Topeka Topeka, Kan 


TRACTOR CUSHION 
















Buoyant Shredded 
Foam Rubber 


Colorful water-resistant 
plastic coated fabric. At 
tached in two minutes. Wil! 
met! 


THE FAMOUS deep-padded, body-fitting MENDY Posture 
Tractor Cushion makes an ideal farm item. Big and soft, it 
absorbs rough riding like @ sponge. Ruggedly built, sectionally 
stitched, double-sewn seams, heavy tie cords 

Teke advantage of current low prices! Or- 

der TODAY fr your local distributor or 

write us for your nearest source of supply. 


not 





311 Bell St. 
Montgomery 
Alabama 


Fabrica inc. 
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Mig. ¢ 
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PAPEC the mili with All These 
SALES PROMOTING FEATURES 


@ Lerger Grinding Cylinder 
@ 2 Grinding Screens instecd of 
One 


For information on the Papec 
Model X Hammer Mill and the 
Papec Protected Territory Con 
tract, Sales Manager, 
Papec Machine Company, Shorts 


write 


@ Patented Reversible 3-ply 
Hemmer Tips 


. ype Feed Delivery ville, N. Y.; 22 S. Senate Ave 
the Popec » GUARAN- nue, Indianapolis, Ind.; 2925 
TEED | grind ony dry feed te Chrys! Road. K P 
lesired fi 7 ysier oad, amsas ty 
- By ~ then ony other wierd Kansas; or 324 N. First St., 
Minneapolis, Minn 


the some power cless. 
A GOOD LINE TO HANDLE 


PAPEC 


MODEL X HAMMER MILL 


Also FORAGE HARVESTERS + CROP BLOWERS + ENSILAGE CUTTERS 
HAY CHOPPER-SILO FILLERS + FEED MIXERS 








Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF RON & BOLT CO 
CARPENTERSVILLE U.S.A EST 








iLiinors 


ILLINOIS 1873 
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WATER SUPPLY E 





You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won't have anything else! Dempster 
offers him a tried-and-tested water- supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It's just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality whea 
you sell the Dempster Water System—it's America’s finest! 


These Dempster Pumps are star 
members of America’s finest line. . . 








’ 





f ; ‘ 
SHALLOW-WELL JET- 

MASTER — Only one moving 

part. No special pressure tan’ 

needed. Easily installed and 
exceptionally efficient 


DEEP-WELL JETMASTER ' 

ideal for offset installation of 
to be set directly over the well 
Unusually simple in operation — 
only one moving part 


~ » . 





' 
i 3 
DEEP -WELL WATER SYS- CENTRIFUGAL os = 





TEM — Positive lubrication impellers are semi -encio: 

nm design. Availab'e for for greater efficiency Balanced 
electric motor or gasoline engine drive shafts ride on double Tim 
Operation Can be supplied with ken Bearings. There are no bet 


ter irmgation pumps made than 


windmill attachment 
Dempster Centrifugal Pumps 


America’s Quality Line of Farm 
Water Systems 


Pumps ¢ Tonks © Windmills © 
Irrigotion Equipment 


DEMPSTER 
MILL MFG. CO. 
Beotrice, Nebroske 


QUIPMENT 
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P b Fayette RK a3 Western Tool & Stamping (C+ 
BUILT TO DO A BETTER JOB CUTTING ee gg Re ay © Wickwire Brothers In. Q 

Puritan Cordage Mills, Inc . Wickwire Spencer Steel Div 


of The Colorado Fuel & 
Iron Corp 12 


TREES @ FIREWOOD e BRUSH e WEEDS 
A bonus profit producer—built to sell through "Se, (auaugeliion)’...-.. 


Winchester Repeating Arms 











performance and a real demonstrator. Sells to Co. (Guns) 7 
4 ise otc ‘orp 11 
Estate Owners, Farmers, Highway Departments R ae ng: gg ++ 
: id 7 Wood Shovel & Tool © ’ 
and Right of Way Contractors. Handles any Red Devil Tools 110 Weieht Steel & Wire Co, G. F.112 
. . . . . a. Lec nad | d Co 53 
Sawing, Trimming or Mowing job up to 12 oe Saas Seeee ¢ ; 
. . Remington Arms (« :7 
See your jobber first, if be ONLY Republic Steel Corp oe 
does not carry ROOT Saws and $ 50 pecans ee > seaee us 8 Yel 7 te 4 
oni - eynolds etale Co ale an< owne Mfg o 
Mowers write for Catalog and 1 69 Richards-Wileox Mfg. Co 9 Youngstown Manufacturing ( 
Discount Sheets. Rogers Isinglass & Glue Ce ° 
Root Mfg. Co., Inc 142 
Round Associated Chain Co ° 
Re 1 Home Products, Inc 111 
MANUFACTURING CO., INC. RPM Mfg. Co... . 76 


127 ELEVENTH ST., BAXTER SPRINGS, KANSAS 











Ruberoid Co 
Russell, Burdsall, & Ward 
Bolt and Nut Oo 


Zz 


Zimmerman & Son, 8. M 1 
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ER BEFORE 
SO MUCH SAW 










MODEL 3-16 INCH SIZE 


ONLY #265 smband 


F.0.B. FACTORY 


MOST COMPACT SAW BLOT oti 
EVER MADE! ONDER i’ > 

only 32” From “Stem to Stern” 

MODEL 3-20 $271.50 


(Illustrated) F.0.8. FACTORY 








Yes, folks, here’s the saw that is the sensation of the sawing indus- 
try. A compact, powerful and durable chain saw that’s priced to give 
you more saw value for your money than ever before. It's the Lombard 
Model 3 Woodlot Wonder Saw. 

And it’s a proven saw too! Saws by the thousands just like this 
Model 3 unit were cutting pulp, cord wood and good size logs all dur- 
ing the winter of 1951-1952 — from Maine to Oregon, and up in the 
frozen Canadian North Woods. This spring and summer it “mowed ‘em 
down” in Southern pulp areas. Now with increased power and a faster 
» chain, it’s again the outstanding leader. Never before so much saw 
for your money. 

Available in 16” and 20” sizes and a 14” bow model. 


DEALER OPPORTUNITY IN SOME AREAS 













MODEL 3 BOW SAW $297.50 
F.0.B. FACTORY 
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IN SOIL CONSERVATION 


Jou Start at the Lop... 


Up on the hill where run-off water gets its start 

that’s the place to throttle a gully. The drop- 
inlet dam shown here impounds the run-off of 
heavy rains in this emergency reservoir, then 
meters it out in safe quantities to the stream 
below. 

After each rain, the reservoir drains dry, leav- 
ing its full capacity available for the next heavy 
downpour. And very little land is taken out of 
production, since the reservoir is normally flooded 
for only a few hours at a time 

Soil conservation farmers are every day more 
conscious of the need to begin water control both 
up hill and up stream. Their planning includes 


The Allis-Chalmers WD Tractor and 
three-bottom mounted plow are 
an effective combination for 
terrace construction 


not only dams but contour tillage, terracing, sub- 
soiling, grass waterways and moisture-holding 
cover Crops. 

Taken together, it’s a story of common sense 
and cooperation, supported by the best in soil- 
and-water science. Such practices, when used on 
every farm, will do much to make each water- 
shed safe from floods and safe for crop produc- 
tion 

Every farm machinery man has a personal 
stake in seeing that soil conservation gets a good 
start at the top and full support all down the 
line. 


Enjoy the NATIONAL FARM AND HOME HOUR — Every Saturday — NBC 


ALLIS-CHALMER 


RacToR Bivision mitwauneet. vu SA 











pyith this 
MIRRO-MATIC 


MIRRO-MATIC 


4a@ ants 








n e WwW Now vou can add arresting, sales-emaking motion 


tt 9 to a display stand that has already established a 
bad » record for raising the per-square-foot value 
| " of counter display space ! 
ole gr O un d This new unit, powered with a single-cell 


flashlight battery from your stock, can only be secured 


a 
at now available! from the MIRRO Salesman. He will call on you 
+ 


soon in the interest of your jobber. 







Or, if you want complete details at once, 
write or wire us direct, at Manitowoc. We'll send you 


the whole story, by return mail. 






THE FINEST ALUMINUM 
ALUMINUM GOODS MANUFACTURING COMPANY 


FIFTH AVENUE BLOG NEW YORK 





MANITOWOC, WISCONSIN 


MERCHANDISE MART CHICAGO $4 


oe ee | oe oe ee eee | or ALUMINUM CcOoOOoOKIne UTENSILS 
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dd J oye =a 
Christmas Package No. 1952 


Five popular scales, each individually 
boxed with Christmas colors. 
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ah! 
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2—wiadow posters 

1—display card 

Package of stuffers 
Newspaper ad plate proofs 
with order blank for free mats 














FANSON SCALE COMPANY 525 nour ava stater, cuicaco 22, uuno's 
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